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Haridy 15¢ Cards on a 
display panel. Assort- 
ment No. 540 CP con- 
tains 18 sizes, 360 cards. 


= 
_—e_ Eee ee eee 
Ne ee ee il ss - 





our local wholesaler. Made by 


cester, Mass. and Rockford, Ill. 





FAST-SELLING 
PROFIT-MAKING 


i : << ‘ — ins 
Corrugated Aluminum Roofing in Rolls* 


The No. 1 choice in roofing everywhere, 
QSM's aluminum roofing in Rolls is always 
a fast moving item. It’s the roofing that 
rolls on like a rug, leaving no side laps to 
leak. Build extra volume by selling QSM 
aluminum roofing in Rolls for siding and 
decorating uses, too. 28” and 48” widths, 50 
and 100 ft. lengths. “Ochiltree Patent No. 2,369,487 
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Rain Carrying Equipment in both 
Aluminum and Galvanized 

Gutter, downspouting and a complete line 
of accessories are available in O.G. Box 
and Half Round. Aluminum O.G. gutter, 


pipe and accessories can be supplied in 
embossed finish. 


Reflective Insulation * Vapor Barrier 


QSM bonds aluminum with hot asphalt to a 
heavy Kraft paper giving easy to handle, 
rolled reflective insulation and vapor bar- 
rier. Available with aluminum one or 
two sides. 


QUAKER STATE 
Aluminum Lawn Edging 


Available in 4 or 6 inch wide 
corrugated rolls, 40 feet long. 
Each roll packed in attractive 
take-home box with installation 
instructions enclosed. Won't rust. 
Easily cut to length desired. 


QUAKER STATE 
Galvanized Lawn Edging 


Fabricated of galvanized steel, 
this corrugated lawn edging is 
also available in 4 or 6 inch 
widths. Comes in 25 ft. lengths 
and is packed in_ individual 
take-home boxes. 


QUAKER STATE 
Aluminum Arbor 


Designed and priced to sell on 
sight. Arbor is 24” wide by 10 
feet long, stays bright and new 
looking because it's rust proof 
aluminum. Packed in carry- 
home package complete with 
installing accessories and in- 
struction sheet. 


QUAKER STATE 
Aluma-Props 


These lightweight aluminum 
clothes props are ideal for 
outdoor or indoor use. Adjust 
from 4) ft. to 8 ft. Won't sag 
or slip—can't rust. Unique slotted 
rubber top grips metal, rope or 
plastic lines under all condi- 
tions. Knurled lock collar is 
easily loosened to allow exten- 
sion of upper telescope section. 


Make your store “one-stop” headquarters for QSM Aluminum 
building and lawn products today. Write for Full Details. 





SIMPLICITY OF OPERATION—this has always ruled 
the roost at LAWN-BOY engineering headquarters. 
Improvements in power-mower design, originat- 
ing at LAWN-BOY, are copied into later models 
of the imitators. But only LAWN-BOY engineers 
know why they design mowers that way, with 
every improvement contributing to simpler oper- 
COMES NATURALLY FROM THE ation: LAWN-BOY ““know-why’’ produced the simple 
LAWN-BOY engine (see below) . . . the simple 
Activated Pilot Wheel . . . the simple front-dis- 
charge grass spray... 


...and so it is with AUTOMOWING, the simplest, 
DESIGN OF most foolproof self-propulsion system ever engi- 
neered into a power mower. The new LAWN-BOY 
Automowers are the last word in self-propulsion 
simply because they’ve been designed from the 
inside out by the greatest power-mower engineer- 
ing brains in the world. 
REMEMBER— Nobody spends his last dollar to buy 
a power mower. If he can’t afford the very best— 
LAWN-BOY—he can’t afford a cheap imitation for 
a few dollars less, either. So why should your 
customers accept less than LAWN-BOY quality when 
it’s there to be had at such a low price? Get your 
share of the market for the fastest-selling power 
mower of them all! 


LAWN -BOY 


LAWN-BOY, Lamar, Mo. «- Division of Outboard MarineCorp., 
makers of dohason and Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 

The NEW IDEAS are LAWN-BOY IDEAS 


Simple, positive electric starting without batteries, new optional 
LAWN-BOY feature, opens up extra sales opportunities. Electric 
starter fits also on 1955 and 1956 Deluxe LAWN-BOY models! 


i l”=s 
Best because it delivers 3200 rpm with power to spare—every piston 
stroke a power stroke for smooth, vibration-free operation. Two-cycle 
also means simplicity—a minimum of moving parts... easy, one-pull 
starting .. . no messy oil changing . . . simple, efficient carburetion and 
ignition .. . and light weight, keeping LAwN-Boy free and easy on the 


lawn. Take advantage of this tremendous sales advantage! The LAWN-BOY engine — best for grass cutting 
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How to make 











For many years, Nicholson File Company has sent 
a lot of advertisements out looking for customers. 














And every year, those advertisements have brought 
back more and more buyers. Today, Nicholson and 
Black Diamond are the best known, fastest selling files 
in the world. 























With the tremendous public acceptance shown for 
these brands, it’s to your advantage to stock the most 




















The Saturday Evening Post readers 
look for these Nicholson cartoons... 
a} humor with a businesslike manner. You 
can make a lot of these readers your 
od, customers. 
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popular types bearing the Nicholson and Black 


Diamond trademarks. 


By tying in with Nicholson 


advertising, you convert preference to profit. 


Your distributor will be glad to help you select the 
file types that sell best in your area. For the fastest 
turnover, stock a full assortment and always tie in the 


right file when you sell 


related items such as saws, 


woodworking tools and garden implements. 
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lar Mechanics and Popular 


Science reach craftsmen and hobby- 
ists, prime prospects for file sales. 
Nicholson advertising reaches these 
important buyers regularly. 
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Nicholson Saw Quiz 





















evils NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 
ype? 
2 uv. Ss. a.” (in Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 





Nicholson File Company ad- 
vertisements in industrial, lum- 
ber and agricultural publications 
reach men who are prospects for 
you, too. Let them know that you 
have the same files for their per- 
sonal use that they prefer in 
business. 


ek 


HARDWARE AGE, JUNE 6, 1957 








MARDWARE AGE 


THE HARDWARE DEALERS' MAGAZINE 


ESTABLISHED 1855 * PUBLISHED EVERY OTHER THURSDAY «+ VOL. 179, No. 12 
PUBLICATION OFFICE: CHESTNUT & 56TH STS., PHILADELPHIA 39, PA. 


JUNE 6, 1957 
Contents 


Don't miss special articles marked this way: 


Toy Merchandising Guide 


The great boom in births makes toys more important than ever to round out your family 


store appeal. This Guide shows how to profitably promote toys 12 months of the year... 51 
Editorial 
An Elephant Has Many Parts .................-. 7 
Dan nn rn  . . eu eahegls See Was eno ad 08 Wome 008 8 
What's New in Hardware Merchandise ...... rere p teeeee 14 
Store Management 
How To Coordinate Ads and Sales to Build Traffic | anh Gs cs Meta s J 86 
Fire Can Have a Bright Side ................. Feo, A ee ORE” SRS. Sea 88 
News of the Trade 
Washington News and Views ...... api: 
Hardware Business Outlook: Service, audits aores and wutehs still outweigh —_ ing deme 
as traffic pullers, Sayama grccanatae Ne Pee S oe ge las adeeb eee 
Convention Calendar ......... | PS ee 
Letters to the Editor: This want curd dient commissions and eenilhibiaan on reverse sili 
Distributor approves editorial, "Blame the other guy’' Aiea ee | icewcneee Cae 
i a ne a rr. 
Py FU UDI ee es come ccaveicheacacoes 144 
News of the Trade: Sheet Metal Distributors study distribution costs and salesmanship— 
Janney plans to expand S & @ Stores plan—True Temper forms fishing tackle subsidiary 
Marshall-Wells offers to buy Peaslee-Gaulbert Corp. GLE cow s dee eeeenatesn Tee 
Coming in the Next Issue 
Is your store losing its hardware identity? A prominent dealer gives his views on a danger- 
ous trend in hardware merchandising. 
Classitied AGVOrfising. . .s .isensiesiceesaks 156 Pubvarteers MRE So ec 2 ikaw ee NS 


Net Paid Circulation This Issue 36,100 


Copyright 1957 by Chilton Comeaet, Officers and directors: JOSEPH S. HILDRETH, Chairman of the Board. G. C. BUZBY, president. Vice Presidents: P. M. 
FAHRENDORF, HARRY V. DUFFY; Treasurer: WILLIAM H. VALLAR: Secretary: JOHN BLAIR MOFFETT: GEORGE T. HOOK, MAURICE E. COX, FRANK 
P. TIGHE, LEONARD V. ROWLANDS, ROBERT E. McKENNA, IRVING E. HAND, EVERIT B. TERHUNE, Jr. RUSSELL W. CASE, Jr.. JOHN C. HILDRETH, 
Jr. SUBSCRIPTION PRICES: United States and its possessions $1.00 per year. ‘CANADA: $3.00 per year. ‘All other countries $5.00 per year. Single copies 
25 cents. HARDWARE AGE was established 1855, succeeding and embo ying ‘Hardware,"’ New York; "Stoves and Hardware Reporter," St. Louis; West- 
ern Hardware Journal,"" Omaha; “Iron Age Hardware, "" New York: ‘parents Reporter,"' St. Louis; "Hardware Salesman,"' Chicago; "‘Hardware Dealers 
Magazine,"' New York: "'Good Hardware, " New York, and "Your Business, " Philadelphia. 


HARDWARE AGE, published every other Thursday by Chilton Company (Inc.), Chestnut and 5éth Sts., Philadelphia 39, Pa. Entered as second class matter, 
March 24, 1933, at the Post Office at Philadelphia under the Act of March 5, 1879. (Printed in U.S.A.) $1 .00 per year. Single copies 25¢ each. Vol. 179, No. 12. 


HARDWARE AGE, JUNE 6, 1957 5 





Here’s a simple, practical way to increase your 
chain sales and profits: 


(1) Specialize on American chain - American is the 
best-known chain line—acco is the brand name every- 
body knows. Your customers will readily accept chain 
items bearing the acco identification. They know that 
ACCO branded products are made by a large, established 
firm with an unsurpassed reputation for integrity, 
quality and value. 


(2) Set up an American Chain Section in your store 
Keep a full stock of attractively-packaged American 
Chain items displayed on shelves. These brightly- 
colored packages are instantly identified—they make 
it easy for customers to select what they want. Also, 
place an Acco Chain Salesmaker in a prominent loca- 
tion where customers can see and feel the chain. Show 
ACCO-PAILS of Proof Coil and BBB chain, each pail 
plainly labeled and identified. And display an Acco 
Dog-Chain Assortment, too. .. . A neat, well-stocked 


Set up an American Chain Section 
AND WATCH YOUR CHAIN SALES GROW! 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


no 


ort, 14m 





American Chain Section will mark your store as “‘chain 
headquarters” in your community. 

(3) Deal with our American Chain Distributor 

He was appointed on the basis of integrity, a reputation 
for responsibility —and the ability to give you at all 
times the very finest and fastest chain service. 

Tying up with the leading chain manufacturer and 
the leading chain distributor will go a long way toward 
building and maintaining your name as your commu- 
nity’s leading chain dealer! 

For additional information, write us at York, Pa., 
for interesting booklet, ‘‘Finger Tip Facts About Chain.”’ 
It’s loaded with selling points, yet it’s brief! 


American Chain Division 


AMERICAN CHAIN & CABLE 








* indicates Warehouse Stocks *Portiand, Ore., *San Francisco 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, *New York, Philadelphia, Pittsburgh, 
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Editorial 


by W. A. Phair 


An elephant has many parts... 


You all remember the story of the blind men who attempted to 
describe an elephant. Each man felt a different part of the animal 
and described the elephant according to the part he touched. The 
fellow who touched the trunk had quite a different description of it 
than the fellow who felt the ear. Each one accurately described what 
he felt, but their descriptions were far from the actual appearance of 
an elephant. 


It seems to me that pretty much the same thing is happening these 
days in describing business conditions. Each “expert” believes that 
the part of the picture that he sees or feels reflects the whole picture. 
The result is considerable distortion of the true picture. 


Some dealers and wholesalers are painting a very dismal picture 
of business conditions. They say that sales are poor, that profits are 
still dropping and that bankruptcy rates are rising. 


It is true that some dealers and wholesalers have had poor sales 
this year. It is true that bankruptcy rates are slightly above a year 
ago. It is also true that more wholesalers and dealers are passing up 
their 2 percent discounts than in many recent years. 


But that is a picture of just one part of the elephant. How about 
the other parts? 


We know dealers who have increased their sales this year as much 
as 30 percent. We know dealers who have succeeded in increasing 
their net margin. We know of wholesalers who have increased their 
sales and have reduced costs. 


These people think that business conditions are pretty good. Who 
are you going to believe? Which part of the elephant is going to 
determine what you think? : 


It is true that weather conditions in some areas and changes in 
industrial employment in other sections have hurt hardware sales. 
But by and large you'll find that business is good for those dealers 
and wholesalers who are trying to adapt themselves to the new condi- 
tions that exist today. 


You'll also find that most of those who have had bad business experi- 
ence are those who refuse to admit that conditions have changed and 
are attempting to meet today’s problems with yesterday’s methods. 


There is a great deal of business being done each day; in fact, the 
hardware market is constantly growing. But more people and more 
outlets of various types are competing for this business. 


~] 



































Editorial 


continued 


The artificial stimulants of the war and post-war periods have been 
exhausted. Competition is returning to a more normal basis and, finally, 
the men are being separated from the boys. 


At the same time, the total market for hardware is increasing. The rising 
population rate and the high rate of family formations are building a still 
bigger hardware market for the future. The only problem that should 
bother the average hardware merchant is: Who is going to get this busi- 
ness? And that’s a question that only you can answer. 





No one can force you to use modern methods of promotion, or display or 
stock control (unless you work for one of the big chains). But if you 
refuse to acknowledge the changing times, your business will suffer. But 
when this happens, don’t confuse yourself by saying that business is bad 
all over just because it’s bad with you. It is very likely that other dealers 
or wholesalers, who will not be blinded by feeling just one part of the 
elephant, will have an entirely different view of the business picture. 


I thought they were crazy... 





Perhaps the best way to emphasize the point we are trying to make here 
is to quote from a dealer who wrote us last week. The store is in a rural 
area, on the outskirts of a large city. The store has been run by the same 
family for 22 years. They recently remodeled and enlarged the store and 
held a grand opening sale. Here is what this dealer told us: 


“TI believe we had the worst possible weather for the eight days of our 
re-opening sale; only one afternoon of sunshine. Despite this, in the eight 
days of the sale we did just $2100 less business than we did last year in the 
full month of May. 











“Tf anyone had told me we would sell so much of single items that we 
did sell in a day or two, I would have thought they were crazy. Our big 
problem was keeping specials in stock. Two hours after we opened I had 
to phone in a re-order to the wholesaler. It was delivered by 5 that same 
evening. At 10:30 that night I phoned another re-order to the wholesaler’s 
man at his home. We picked up this second re-order in our own truck the 
next morning. Still we ran out. 
























“The most amazing thing to me was the way folks took hold of the self- 
service angle. Our main floor registers showed more than 2500 sales the 
first day. These were handled by two cashiers and a wrapper part of the 
time. 






“We had one extra sales clerk on the floor and yet they had little to do 
since few customers asked for service. Mainly they directed customers to 
merchandise and helped put stock away as it was brought to them.” 


The words of this dealer are well worth re-reading, for they reflect what 
can be done by a store that adapts itself to today’s changing conditions. 
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best looking, best locking, 
quickest to install 


IN LOW-COST RESIDENTIAL FIELD 


LOCKWOO 







No. 572 decorative trim 
plate with Thunderbird 
Design — ‘R’ Series. 
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! New Lockwood ‘R’ Series 
, in Starfire Design — 5 pin 


tumbler cylinder, all steel 
mechanism, all functions. 





Home builders are looking for extra 
sales appeal for their houses this year 
as never before. And they have learned 
this sales appeal begins right at the 
front door. That’s why more and more 
of your builder customers are looking 
for smart looking, smooth performing, 
easy-to-install Lockwood ‘R’ Series 
locksets. Are you well stocked? 


LOCKWOOD HARDWARE MANUFACTURING CO, 
Fitchburg, Mass. 





BY WASHINGTON 


Government Forecast: Big Sales 
For All Stores This Summer 


Hardware dealers and related businessmen should 
have brisk business this summer, government dis- 
tribution experts predict. 

Labor Department officials expect employment in 
the hot months to reach a new high of 68 million. 
This would be 1.5 million more wage earners — and 
consumers — than the previous high reached in 
August of 1956. 

In addition, farmers should be able to help spur 
sales in many areas. The expected pickup in cash 
farm income is occurring. The U. S. Agriculture 
Department reports that cash farm sales in the first 
four months of this year totaled $8.4 billion, up 3 
percent over the same period last year. 

Wages too are scheduled to another increase in 
many industries over the next month or two. 


’ 
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Don't plan on a summer let-down this year — if you 
do, you may have one. Figure on good steady busi- 
ness, probably increasing in August and September. 
Review your promotion plans to take advantage of 
high level economic activity this summer. 


FRB Says You Can Stop Worrying 
About Federal Credit Controls 


The government will not, in the foreseeable future, 
move to control the credit terms you arrange with 
your customers. 

President Eisenhower has agreed with a Federal 
Reserve Board recommendation that there is no need 
now for the government to have standby power to 
clamp Regulation W type controls over minimum 
down payments and maximum repayment periods. 

The recommendation thus kills congressional con- 
sideration of putting consumer controls back on the 
books. 

Following a year-long study of consumer credit, 
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the board decided that although instalment debt has 
risen rapidly over the past few years, it has not out- 
paced general economic gains. It also found that gen- 
erally, consumers are handling their debts well. 
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If you operate a credit system, don’t worry about 
government controls. The board studies indicate most 
consumers are sound risks, so consider expanding 
your credit business. Sell credit as a recognized tool 
of modern life. 


New Study May Help Labor's 
Move to Broaden Minimum Wage 


A new government study of retail wages is being 
used by proponents of extending the minimum wage 
law to cover store workers as proof that these em- 
ployees are being underpaid and exploited. 

The study, made for the U. S. Labor Department's 
Bureau of Labor Statistics, shows that 26 percent of 
retail workers were being paid less than the $1 an 
hour minimum wage for covered employees. Some 
two-thirds of those receiving less than the current. 
minimum were women. 

Labor unions, seeking to cover all workers in stores 
grossing $500,000 or more a year, claim the report. 
backs their contention that stores should be covered. 
Spokesmen for merchants say the report proves their 
arguments that local wage conditions can only be met. 
by local laws. 


If you oppose federal minimum wage controls con- 
sider organizing a drive for a state law that would 
take local conditions into account. Lack of state laws 
has helped bring on the drive for federal coverage. 
Talk to other merchants and get their views. 
(Continued on page 92) 
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When you buy Kwikset you get more than America’s finest and 


fastest-selling, low-cost locksets. You get unequalled service from 





expert Kwikset and jobber sales representatives. You get a complete 
line that includes a variety of useful functions, fashionable trim 

and finishes, 4nd two handsomely-styled knob designs. ‘ 
In addition, an aggressive merchandising program makes selling 


Kwikset easier and more profitable. 


So stock Kwikset ‘‘400” line locksets for proven product value 


that assures continuous customer satisfaction. 





America’s largest selling residential locksets 





Pied 


KWIKSET SALES AND SERVICE COMPANY, ANAHEIM. CALIFORNIA 








A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


more new 


Americans seem to like the idea of moving. About 33 million persons, 

customers... making up 10 million families, move each year. This brings new cus- 
tomers into communities every day. Most of these families are moving 
into older homes that will need work done on them. This means a big 
market for home improvement needs and other household items. HA Rec- 
ommendation: Constantly remind customers of the goods you carry and 
the services you offer. Plan your advertising and promotions to attract 
new customers periodically. Keep shooting for new customers to make 
up for the ones that move away. 








good business 


; . Business prospects are bright this summer. Five out of six businessmen, 

iS predicted . » « from small retailers to large manufacturers, predict sales will run high 
through the third quarter. However, in some areas, local conditions, 
such as crop productivity, may show sags. These, it is stressed, are 
strictly local conditions. Gross national product, the nation’s total out- 
put of goods and services, continues climbing to record highs. So does 
personal income. HA Recommendation: Plan your summer sales pro- 
gram optimistically; your outlook on business can influence your sales. 
Keep your advertising budget at 2 percent of expected sales. You’ll need 
lots of promotion as competition will likely increase. 





amazing 
The toy market is booming. Toy sales will top $1.5 billion this year .. . 

toy market pegs will run as high or higher for many years to come. Chief reasons: a 
record birth rate of eight babies a minute, new marriages at the rate of 
three a minute. The hardware store that carries toys caters to the 
family trade . . . insures continuing traffic. HA Recommendation: Dis- 
play toys prominently in your store and in your advertising. If you don’t 
carry toys, look into the market now. Study the startling facts on page 51. 





sell the 


; The appliance market is till wide open in farm areas despite sagging 

water first OSE sales elsewhere. Trick is to sell a water system first. Farm families 
buying a water system usually buy about $750 worth of appliances right 
afterward, experts say. Some families also buy another $2000 worth of 
farm equipment because of running water. HA Recommendation: Sell 
farm families in your area on running water. Stress lower cost of water 
systems: 5 cents for electricity versus $10.75 to pump and haul 400 gal 
of water by hand. Then follow through with sales of appliances. 





... turn to p. 184 for more news on how’s the hardware business 


HARDWARE AGE, JUNE 6, 1957 





P ae may all look alike to you. 


But there are differences. See that photo? It shows a labora- 
tory analysis on white hot samples of steel for RB&W fasteners. 
This is only one of many RB&W controls on quality of raw ma- 
terials, on work in progress, and on finished bolts, nuts, and 
screws ... all to assure you the best possible product. 


To really know your fasteners, you’ve got to know what’s be- 
hind them. With the way RB&W fasteners are made, you can 
take quality and customer-satisfaction for granted. 


DEAL WITH THE RBaW DISTRIBUTOR—HE OFFERS 


1. The most complete line in the field 

2. Top quality throughout the line 

3. Complete reliability of supply and product 
4. Fast, accurate and friendly service 


5. The original upside-down package — extra strong 
for no-spill, quick, easy handling 


Next time you order, be sure to make it the RB&W line. 


Russell, Burdsall & Ward. Bolt and Nut Company, Port 
Chester, New York. 


DISTRIBUTORS FROM COAST TO COAST 
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Plants at: Port Chester, N, ¥; Coraopolis, Pa.; 
Rock Falls, lll.; Los Angeles, California 








HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Combination padlock line 


A full line of combination pad- 
locks has been added to the Safe- 


Fraim padlock line. The locks have 
a polished brass dial and green 
enamel finish over a rustless alloy 
body. A new Fraim catalog is avail- 
able on request. Safe Padlock and 
Hardware Co. 


For more data circle No. 1 on postcard, p. 101 


Heavy-duty utility bucket 

The Rubbermaid heavy-duty 
bucket has been introduced to the 
line as a promotional item to 
emphasize the paint-up, plant-up, 
clean-up time sales campaign. It is 


specially priced at $1.98. The 
sturdy bucket has two pouring 
spouts, graduated markings and 
finger tip lugs at the bottom for 
easy pouring. Comes in red, yellow, 
and grey. Wooster Rubber Co. 


For more data circle No. 2 on postcard, p. 101 


Ball pein hammer line 


Here is a new line of Rocket ball 
pein hammers that do-it-yourselfers 
or professionals will go for. The 
well balanced tool] has a streamlined 
head in rust resisting black with 
polished pein and face. Head is 


locked to chrome plated tubular 
steel handle. The neoprene-fiber 
grip absorbs shock and won’t slip 
from grasp. Available in 8 and 12 
oz and 1, 1% and 2 lb. True Temper 
Corp. 


For more data circle Neo. 3 on postcard, p. 101 


Plastic sprinkler coupling 

Here is an inexpensive device 
that converts any garden hose into 
a lawn and garden sprinkler. The 


TRA» 


LAWN SPRINKLER 


a, 
/9 ‘ R33 “A - £ 
(296) > 
4 r 
ba arn 


Tums your gorden hose ite 
2 lawn and garden sprinker if 


m OF 


tenite plastic unit is attached to the 
hose and a nozzle is attached to the 
side opening. A ground spike holds 
the sprinkler firmly in any position. 
Trump lawn sprinkler comes on a 
colorful display card. Animal Trap 
Co. of America. 


For more data circle No. 4 on postcard, p. 10! 


Food mixer with attachments 


Housewives will be customers for 
the Silver-Star mixer, an _  all- 
chrome and stainless steel mixer 
with grinding, slicing, and shred- 
ding attachments. The mixer and 
attachments will be sold at one unit 
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Want more information on these 
products? Then use free post 
card on page 101. 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 





price. The appliance has a chrome 
head and base and comes equipped 
with two stainless steel 
bowls. Dormeyer Corp. 


mixing 


For more data circle No. 5 on postcard, p. 101 


Low cost outboard motor 


Boating and fishing enthusiasts 
will be customers for this $149.50, 
5 hp outboard motor. The Apache, 
Model J7, comes complete with a 
separate 3-gal gasoline tank and 





neoprene hose. The quiet running, 
air cooled, 2-cycle Clinton engine 
runs all day on a tank of fuel and 
swivels 360 deg. Weighs 33 Ib. 
Clinton Machine Co. 


For more data circle No. 6 on postcard, p. 101 


Twin-Z framed tricycles 


Two Zephyr model velocipedes 
are the leaders of this company’s 
line. The trikes have tubular twin-Z 
frames that gives a racy appear- 
ance. Super model, shown, is gold 
with white trim, deluxe red saddle 
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with crash rail, red grips and 
pedals. Deluxe is red with white 
trim, white saddle, grips and pedals 
are red. Sizes are 10, 12, and 16 in. 
Also available in the line are tri- 
cycles covering a wide range of 
prices in sizes from 10 to 20 in. 
Murray Ohio Mfg. Co. 


For more data circle No. 7 on postcard, p. 101 


Solid-core folding door 


This 24 x 80 in. solid core folding 
door retails for $13.95. The Deco- 
rador has interchangeable 10 gauge 
vinyl covers fitted over an Insul- 
Core baffle so that the covers act as 























hinging. Sold with a choice of three 
neutral cover colors. Other colors 
are available on special order. Other 
widths available run from 24 to 48 
in. A vinyl bumper strip runs the 
length of the rigid rust proof metal 
guide post. The strips will inter- 
mesh if two doors are paired. 
Clopay Corp. 


For more data circle No. 8 on postcard, p. 1061 


Indoor, outdoor insecticide 
Black Flag Insect Killer for 
house and garden is a pleasantly 
scented spray for killing flying and 
crawling insects and plant destroy- 


—_—- 





The new 
comes in an aerosol spray can that 


ing pests. insecticide 


retails for 
Midway Ine. 


about $1.50. Boyle- 


For more data circle No. 9 on postcard, p. 101 


Flasher bulbs for Christmas 


This line of flashing light bulbs 
is in the popular C7% size. The 
(Continued on page 98) 


15 








TO HELP YOU SELL 





NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these - 
sales aids? Then use free post 
card on page 101 





HELP YOU SELL MORE 








Hose accessory packaging 


The Aqua-Gun and the full Melnor 
line of garden hose accessories have 












been repackaged. Aqua-Gun, a ver- 
satile squeeze hose nozzle, is indi- 
vidually packed on a green display 
card to be hung on the wall. Other 
nozzles, connectors and so on have 
been sealed to cards in Skin-Pacs. 


Melnor Industries, Inc. 
For more data circle No. 10 on postcard, p. 101 


Brush assortment on cards 


Impulse sales will be encouraged 
by this assortment of paint brushes 
mounted on colorful cards. Each 
card is prepriced and illustrates in- 








dividual brush uses. The brushes 
have plastic handles with holes for 
hanging. A wire display comes with 
each assrtment. A. G. Jacobus’ 
Sons, Inc. 


For more data circle No. 11 on postcard, p. 101 


Drill bit display panels 


These two merchandisers will 
help you sell electric drill and brace- 
type wood bits. Free metal display 
panels are included with each unit. 
All bits are in Irwin Sellopak 
jackets. One unit has 20 Speedbor 
88 electric drill bits in sizes from 








Pee ee 
» a * ¥ 


> «= &? Pa »* * 
oenees 


. 
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1, to 1 in. Retail value is $15. The 
second unit has 13 62T hand brace 
bits from %4 to 1 in. Retail value 
$15.56. Irwin Auger Bit Co. 


For more data circle No. 12 on postcard, p. 101 


Chain-on-reel merchandiser 


The ACCO Salesmaker sells 
chain from a reel. The unit takes 
up less than 2 sq ft of floor space 
yet stores an assortment of seven 
popular chains. The chain supply 
steps up in front for easy access. 






















A chain cutter with hardwood grips 
is attached or furnished separately. 
Each refill reel is packed in a single 
reshippable carton. American Chain 
& Cable Co., Ine. 


For more data circle No. 13 on postcard, p. 101 


Electric outlet link display 


Customers will be attracted by 
this colorful metal display for 
Inter-link multiple electric outlets. 
Five different sections in the Inter- 
link line are secured on the front 
panel which also shows the various 
applications for each section. The 
display holds 84 units and is 





(Continued on page 121) 
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These Ads sell the Wingfoot “175: 


If you don’t sell the Wingfoot “175,” you should. You’ll enjoy 
steady, year-round sales help from ads like these that regularly 
reach millions of youngsters who read Boys’ Life, Junior Scholastic 
and Harvey Comics. 


For the new American middleweight bike, this great Goodyear 

tire is made to order. Why not order a supply from your jobber 

today? And be sure to specify the Wingfoot on new bicycles. It’s a 

popular original equipment tire with top bike manufacturers. 
Goodyear, Cycle Tire Dept., Akron 16, Ohio 


GOOD, YEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


Wingfoot-T.M.The Goodyear Tire & Rubber Company, Akron, Ohio 


Do You? 
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HARDWARE AGE 


BUILDERS HARDWARE 
HANDBOOK 


by Adon H. Brownell, A. H. C. 


All the basic facts about Builders’ Hardware presented in 
simple, easy to understand language. 


HOUVEGNUH Ja40MGaTH .. 


Detailed descriptions of functions — applications — specifica- 
tions and estimating. 


234 pages rs; .0O0 


385 illustrations 
81/2” x 11” clothbound 


Check this table 
of Contents 


for 9 helpful sections 


A time saving, profit making reference for 


Architects * Hardwaremen °* Teachers 
° Students * Contractors 


Skillfully organized and easy to understand, this exclusive hand- section t-—tew te ~ this Handbook 
uggestions to Students 


book provides the information necessary to operate a basic Ten Basic Rules of Conduct 

builders’ hardware business at a profit. Not since the publi- ee 
uilders’ Hardware 

cation of ' ‘Taking the Mystery Out of Builders’ Hardware" by 

Mr. Brownell, in 1940, has there been made available in one Section I|—Metals and Finishes 

source so much practical, down-to-earth information about the Section Ill—The Hinge Side of the Door 

builders’ hardware business. 

Section |V—The Lock Side of the Door 


Recommended by Section V—Other Door Hardware 


Door Closers, Silencers, Stops, 


National Builders’ Hardware Association Tiwi 
and the American Society of Section VI—Window Hardware 
Architectural Hardware Consultants Double Hung, Casement, Transom, 


Shutter and Screen. 
Mail This Coupon Today Section Vil—Hardware for Specific Types of 
Buildings and Other Hardware 
Hardware Age, Dept. Al Please send me ...... copies of HARDWARE AGE Matters of interact. 
56th & Chestnut Sts oe, eae pe ab pee nie by Adon ~ Specialty Items that Build Plus 
Philadelphia 39, Pa. rownell, A.A.C. will send payment upon receip Sales. 
scatgate 5°, Pe of the invoice in the amount of $8.00 per copy, plus Lock Security and Keying 
45 cents handling and postage. rrepratary Cay Syems 





N Section Vill—Specifications— 
ame Sales and Service—Blue Prints. 
Quoting, Selling, Servicing, 


Address 5 Sienitaiak Scheduling. 


Section |1X—Management 
State (Sales 7. Gross egy os 
Turnover, Costs, Compensation for 
Check here if sending payment with order, saving you the 45 cents Salesmen, Personnel) 


Zone 





handling and postage charge. 
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The New Kraeuter 
Precisionette Offers en SONS 
Colorful Profit Picture 


It carries a rapid moving stock of 4%” 
Professional Precision Pliers with cushion 
grip handles for added comfort. 





Kraeuter now offers cushion grip handles in 
a variety of colors (at no extra cost), for your 
customers to choose from. Here is something 
new in tool department merchandising. Stock 
and display the rotating Precisionette for 
added profits. 


KP-2 DISPLAY CONTENT: Retail Value—110.70 
#81 Diagonal—9 
#82 Nipper—6 


#83 Chain Nose—9 Your Profit $36.90) 
#84 Flat Nose—6 
#85 Round Nose—6 


Dealer Cost — 73.80 











No charge for display. 
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AS MODERN AS TOMORROW 


kraeuter &cCo.inc / 


FOR 100 YEARS THE FINEST S 1860-1960@ NEWARK.N. J 











BUY THE FINEST 
BUY KRAEUTER 
BUY AMERICAN 


; 1, '‘¢ 
O'S (560-1960 























Wake Up Your 
Tool Sales With 
Kraeuter’s Exciting 
New Color Line! 





Ask your distributor’s salesman 
to make up your display with the 
tool selection of your choice, he 
has all the details and can show 
you samples. 


This new K-1 stocking merchandiser will add color and profits to your tool depart- 
ment. Kraeuter now offers you the 18 most popular tools in its line with comfort 
built into each and every one. Sparkling cushion grip handles in the colors shown 
allow easy identification and are provided at no extra cost. 


Select 14 of the following 18 tools with back-up stock to fill each bracket and the 
display panel is free: 


#1801-6 Linemen’s side cutting pliers. #1781-7 Extra long chain nose pliers. 

#1801-8'4 Linemen’s side cutting pliers. #1663-6 Radio and ignition nose-cutting 

#1830-6% Electrician’s side cutting pliers. pliers. 

#1830-7 Electrician’s side cutting pliers. #1751-6 Long flat nose pliers. 

#1830-8 Electrician’s side cutting pliers. #1650-6 Transverse cutting pliers. 

#1802-8% Linemen’s oval N.E. head side #71-8 Short jaw nose cutting pliers. 
cutting pliers. #1841-8 Button’s pattern pliers. 

#1820-7'2 Gripping and cutting pliers. #4501-5 Diagonal “oblique” cutting pliers. 

#1661-6 Long chain needle nose pliers. #4501-6 Diagonal “oblique” cutting pliers. 

#1641-5 Short chain needle nose pliers. #4610-7 Heavy duty diagonal cutting pliers. 


BUY THE FINEST BUY KRAEUTER BUY AMERICAN 


AS MODERN AS TOMORROW 


kraeuter &cCo.inc 


FOR 100 YEARS THE FINEST IN HAND TOOLS 1860-1960 NEWARK,N. J. 





Driving... 
Versamatic in- 
creases power 7 
times— will drive 
the heaviest 
screw with ease. 
it reverses for 
screw removal, 


For Nut 
Running... 
On or Off... 
Use %”" adapter 
furnished ... drive 
“socket attach- 
ments. Fast, safe. 
Works just like a 
power wrench. 


For 
Heavy-Duty 
Drilling ... 

Attach 2” Chuck 
{not included) and 
light tools will 
perform heaviest 
drilling jobs. Drive 
hole saws, ma- 
sonry bits, etc. 


For Power 
Tapping... 
Secure tap in “2” 
chuck— Versa- 
matic will drive 
it through tough- 
est material. 
Reverse to re- 
move tap by 

power, 


LIST PRICE JUST ] ! COMPLETE 


MODEL 4100 PARTS 





Part No. 


Part Name 





4029 
4074 
4072 
4076 








Wrench Pin 
Med. Duty Slotted Bit 
No. 2 Phillips-type Bit 
Y%”" Square Drive Adapter 











PARTS AVAILABLE AS “EXTRAS” 





4070 
4075 
4071 
4073 
4077 
4078 








Light Duty Slotted Bit 
Heavy Duty Slotted Bit 
No. 1 Phillips-Type Bit 
No. 3 Phillips-Type Bit 
¥_” Square Drive Adapter 
Screw Driver Bit with "Finder" 








important! Versamatic is equipped with “yankee-style” 
Bit Holder. Bits listed above are standard hordware items 
available in most hardware stores. 


f 


esamalic 


REVERSIBLE SCREW DRIVER and 
SPEED REDUCER FOR POWER DRILLS 





Fits all portable drills... re- 
duces speed, increases torque _ 


seven times. 


Biggest Profit-Maker in Drill Attachments... 


Every Power Drill Owner Needs One! 


The Supreme Versamatic does more than 
perhaps any other power drill attach- 
ment on the market. It is a reversible 
screw driver; a nut-runner; and a speed 
reducer for heavy duty drilling. Now, 
in Model 4100, it is available with the 
improved yankee-style Bit Holder that 
permits instant bit and tool change. 


Since its introduction Versamatic has 
been a real hit with both professional 
and amateur mechanics. Versatility is 
the key to Versamatic success. It does 
things that were formerly impossible 
with anything but expensive single- 
purpose power tools. And it does these 
things well .. . offering safety to opera- 
tor and work while performing incredibly 
fast and accurate work. 


A real hardware Seller! 
Versamatic sells! Versamatic sells because 
it does jobs that cannot be done with 
any other tool of comparable price. The 


dealer gets plenty of help. There’s a high- 
powered counter display—free! There are 
ads in leading magazines. Best of all 
there’s word-of-mouth selling that creates 
a demand for Versamatic. Sell one—that 
sale produces two more. 


Ask your jobber about Versamatic. 
Show him this ad—tell him you want in 
on this high profit tool. Display Versa- 
matic soon. 


SUPREME PRODUCTS CORPORATION, 2222 S. Calumet Avenue, Chicago 16, Illinois 
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Hardware store Carlisle Hardware, an extremely successful Springfield, Mass. Company, 


recently opened its twelfth store in a suburban shopping center. 
These people are experts at modern hardware merchandising; look at their 


foes suburban record of expansion, their emphasis on display and their ability to make 


21,000 square feet of selling area pay off in the new store. 
Also look at the big Bassick display, and the shelves of Bassick casters 


ta kes featured (above) in the new store. The amount of space and display are a 
ses ME SF 
good indication of how well these Bassick products pay off. 


How about your caster sales? A Bassick display would work for you, too. 
BASSICK casters Ask your wholesaler about Bassick’s new packaging of glides and truck 


casters, new carding of casters and eye-catching demonstrator displays. Put 


these self-service salesmen to work on your counters. 
adi long Get your share of caster sales. THE BASSICK COMPANY, Bridgeport 5, Conn. 
In Canada: Belleville, Ont. 7.68 
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Bassick 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS. . MAKING CASTERS DO MORE 
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Americas Finest 


13)!  S¢REEN DOOR GRILLES 


kkk <t22070.42>- kKkekekkkkKk«ke kakkk ke - = 
M-D Adjustable Screen Door Grilles 


available in 3 everlasting finishes 
















America's most beautiful screen door grilles are 
available in three permanent, exciting finishes. 
Never rust, never tarnish, never dull. Now you 
can offer your customers screen door grilles that 
match your front door hardware. 


M-D PUSH GRILLE NO. 23 


Here's a beautiful new addition to the M-D line 
of grilles for every type of screen door—wood 
or metal. it's M-D Push Grille No. 23 ...a 
smart, graceful new style designed to give extra 
protection where it is needed most. 23” high for 
32” or 36” doors. 12 to a carton. 
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M-D Push Grille 
No. 4 

A graceful push grille 

4” high for 32” or 

36” doors. 12 to 

carton. 











M-D Push Grille 
No. 6 


A handsome, low- 
priced push grille for 
aluminum or wood 
doors. 12 to carton. 
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FITS-ALL No. FS FITS-ALL No. $6‘ FITS-ALL Nos. 1, 3, 4, 7 


FITS-ALL grilles Nos. 1, 3, 4, 7 have an accordian like action that 
makes them instontly adjustable. Each comes packed 12 to carton. 


No. 1 adjusts from 16” to 30%” in width between stiles, and 
40%” to 30%” high. 


No. 3 adjusts from 14” to 25” wide, and 25” to 32%” high. 





M-D Push Grille No. 15 

: , ” ” A graceful addition to any M-D Push Grille No. 16 
’ fre pen m4 ease ae Adjusts from 19% to 33% door—wood or metal—16” Made especially for combi- 
spate s & niga. high for 32” or 36” doors. nation doors. 12 to carton. 


12 to carton. 
SGeeeaeaeacoaacua @e ee eeeeeaeeeeae2ee2eeee2ee2e0208@ 


BUILDERS: M-D products are sold by hardware, lum- DEALERS: Order today! Your order shipped promptly! 
ber and building supply dealers throughout the country. All M-D products are fast sellers, nationally advertised. 


No. 7 adjusts from 14” to 26” wide, and 33%” to 26” high. 


SSSeeeeeeeeeeeeeeeeeeeee 
2000006069 6000000000000680 





MACKLANBURG-DUNCAN CO. 





OUTSELLS "EM Alyy 
HINDLEY 


Bright Wire Hardware 


Everything you need to make your store Bright Wire 
Hardware headquarters for professional craftsmen or do-it- 
yourself home owners. Plan now to standardize on the 
complete Hindley Line for prompt service . . 
aging ... fast turnover. . 


. modern pack- 


. volume sales! 





BOLTS, Eye 

BOLTS, Swing 
BOLTS, “’U”’ 

BRACES, Screen Door 
EYES, Screw 

EYES, Storm Window 
HANGERS, Screen 
HOOKS, Ceiling 
HOOKS, Clothesline 
HOOKS, Coat & Hat 
HOOKS, Convex 
HOOKS, Cornice 
HOOKS, Cup 


HOOKS, Curtain Rod 
HOOKS, Fire Pail 
HOOKS, Gate 
HOOKS, Hammock 
HOOKS, Porch Swing 
HOOKS, Rope Binding 
HOOKS, ’’S’’ 

HOOKS, Screw 
HOOKS, Shoulder 
PINS, Cotter 

PINS, Shower Curtain 
RINGS, Hitching 
TURNBUCKLES 


ASK YOUR WHOLESALER 


FOR COMPLETE DETAILS! 
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Pr esenting. .- the newest;member 
of the USS CYCLONE SCREEN 


| 


NG family 





‘tee famous names combine to give you quality | 
FIBERGLAS Screening. Here is screening that means 
greater public acceptance, more sales and profits for you. 
It is not a plastic. It is made from pure glass fibers—coated 
with vinyl—woven and bonded. Hundreds of glass fibers 
are combined in each strand. No other screening gives 
these six definite advantages: 











CYCLONE 
SCREENING 


MADE WITH 




















OWENS- CORNING 


FIBERGLAS. 





1. SNAP-BACK TENSION 


Fiberglas Screening always snaps 
back without a wrinkle, always 
keeps in shape. The weave—per- 
manently locked in place—won't 
ravel or stretch, shrink or shift. 


2. DENT-PROOF 


Fiberglass Screening withstands 
all kinds of wear and tear, stress 
and strain, without bulging or 
denting. 











3. GLARELESS 


4. EXCEPTIONAL STRENGTH 5. NO STAINING 6. RUST-PROOF 


Fiberglas Screening gives better 


visibility. It’s easy on the eyes 
and adds to the beauty of any 
home. 


Although easy to cut and easy to 
use, Fiberglas Screening has su- 
perior strength. This is main- 
tained even after prolonged ex- 


Glass and its vinyl coating con- 
tain nothing to cause staining. 
Fiberglas Screening thus reduces 
the chance of disfigured frames, 


Fiberglas Screening can never rot 
or corrode. Rain, salt air, sun, 
frost or industrial fumes cannot 
affect it. 


posure to heat, weather, water 


sills and side walls. 
and aging. 





These are sound reasons why you should handle 
USS CYCLONE FIBERGLAS Screening for 
window screen and screen door requirements. 


And remember, USS CYCLONE has a full line 
of Aluminum, Bronze and Galvanized screening, 
too. Write for our descriptive booklets today. 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL i 
WAUKEGAN, ILLINOIS “SALES OFFICES COAST-TO-COAST * PACIFIC COAST HEADQUARTERS—OAKLAND, CALIF. | 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS Cyclone 
FIBERGLAS’ Screening | 


UNITED 


Cyclone Fence 
Waukegan, Illinois 


7 

! 

i 

/ Please send me complete information oa | 

USS CYCLONE FIBERGLAS Screen- 

| ing. Also on: j 
Aluminum Screening [] 

| Bronze Screening C} | 

I 

! 


Galvanized Screening [] 


"TATED STEGER 
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WAX THE HARDWARE 
DESIGNED TO DRESS UP 
CABINETS AND DRAWERS 


FLUSH PULL NO. 292. 2” 


dia. For use with sliding. 


doors or panels. Available 
in steel, brass or bronze in 
all standard finishes. No. 
293 246” dia 


——— Individual packaging in 


BEVELED EDGE CONCAVE 
KNOBS. No. 418 (142”), No. 
426 (2”), No. 428 (2%”). 
Available in all standard 
finishes. Packed 1 dozen 
per box. Backplates Nos. 
016, 026, 031 and 036 sold 


From housewife with paint on her fingers to builder with 


SASH LOCK NO. 244. Heavy 
gauge steel with a double 
spring. Nickel, brass or 
bronze finish. Packed 1 
dozen per box. 


DOOR GRILLE & KNOCKER 
NO. 605. One way vision 
mirror assures privacy. 
Beautiful design, weather- 
proof, fits all doors. Also 
available without mirror 
(No. 600). Four finishes. 


clear plastic creates sales ————— ieaeianioiee 


EARLY AMERICAN HL HINGE 
NO. 921, %” offset. Avail- 
able in hammered, antique 
copper and hammered black 
finishes. Packed 1 dozen 
pairs per box. 


Pat. No. 
2767421 


No. 42 SPRING-EZE 3-in. 
DOOR STOP. Exclusive bulge 
prevents kinking. Provided 
in 5 standard finishes. Now 
available in 4” length (No. 
43). Packed 3 dozen per 
box. 


blueprint under his arm, they all reach for AJAX, the hard- 
ware that's designed to fit the hand and dress up the home. 
With AJAX you profit because you have a fast turn-over 
and the user profits because of the finer finish, better design 
and economically priced. 


EARLY AMERICAN DRAWER 
PULL AND HANDLE NO. 985. 
Shown in hammered black. 
Also available in hammered, 
antique copper and smooth- 
surface polished brass fin- 
ishes. Packed 1 dozen per 
box. 


/, 


A 


TULIP KNOB NO. 431. To 
match popular tulip design 
door knobs. Available in all 
Standard finishes. 1%” 
diameter. Packed one dozen 
per box. Shown here on 
No. 043 backplate — sold 





separately. separately. 


DRAWER PULL NO. 530. Popular 
Streamline design. Available 

in all standard finishes. Shown 
on 054 backplate (sold 
separately). Packed 1 dozen 
per box. 


RECTANGULAR FLUSH PULL NO, 
286. For use with sliding doors 
or panels. Available in all 
standard finishes. No. 284, 
highly _— round end 
h pull, 
965. 8 4 us 
¢. Ro oun ” wnset 
n 0° of. - inset in 
and : enveloPe 
A 8 ir P 
One p2 


jshes- pox. 
et 
pair rP 
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HARDWARE OF PRESTIGE 


Ajax Hardware Sales Co., 4355 a Boulevard, Los Angeles 32, Calif. 
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BIG PADLOCK NEWS 








There’s a difference inside 


— Super -Tumbler Mechanism! 


RHINO No. 46 


Super-Tumbler mechanism. 
Size across case, 1% in. 
Y% doz. to display carton. 
Weight, 5 Ib. per doz. 
Key blank K224. Price 
per doz., $7.20. Suggested 
retail, 90c each. 


RHINO No. 47 


Super-Tumbler mechanism, 
Size across case, 1% in. 
Y% doz. to display carton. 
Weight. 8% Ib. per doz. 
Key blank K230. Price 
per doz., $8.00. Suggested 
retail, $1.00 each. 


TERRAPIN No. 68 


Super-Tumbler mechanism. 
Size across case, 1% in. 
Y% doz. to display carton. 
Weight, 2% Ib. per doz. 
Key blank K224. Price 
per doz., $7.20. Suggested 
retail, 90c each. 


TERRAPIN No. 78 


Super-Tumbler mechanism. 
Size across case, 1-9/16 
in. “ doz. to display 
carton. Weight, 4 Ib. per 
doz. Key blank K230B. 
Price per doz., $8.00. 
Suggested retail, $1.00 
each. 


TERRAPIN No. 88 


Super-Tumbler mechanism. 
Size across case, 2 in. 
Y% doz. to display carton. 
Weight, 6 Ib. per doz 
Key blank K230B. Price 
per doz., $12.00. Suggest- 
ed retail $1.50 each. 


SCOUT Ne. 453 


Size across case, 1% in. 
1 doz. to display carton. 
Weight, 4 Ib. per doz. 
Unlimited combinations. 
Price per doz., $5.15. Sug- 
gested retail, 65c each. 
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Announcing the great new 


SM 57 








SLAYMAKER MERCHANDISER 


in brilliant fluorescent color... 

















Size: 12 in. x 16 in. 


What an assortment... a free, 
permanent hang-up board with 
fixtures . . . a real dazzler fea- 
turing two brand-new multi-ply 
steel Rhino padlocks, the three 
best-selling brass Terrapins from 
SM 17 (all Super-Tumbler cylin- 
der locks), and the Scout, 
America’s biggest-selling combi- 
nation padlock! 





WHAT A DEAL! 


Each SM 57 deal includes padlocks 
46, 47, 68, 78, 88 and 453 mounted 
on the display, plus 3 more of each 
in a special shelf carton . 


plus a free 46 and 47! 
Total retail value $25.70 
15.85 


$9.85 


Your cost 


Your profit 


GlayMaker sox commams 


Since 1888 « Lancaster, Pa., U.S.A. 


Nationally advertised in The Saturday Evening Post 


WORLD'S MOST COMPLETE LINE OF PADLOCKS 
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FASTER SERVICE and more efficient accounting are valuable features of this National ‘‘Class 


Wr 


om 


42” Window-Posting Machine. 


“Our Valional System 
saves us ‘2,080 a year... 


pays for itself every 15 months 


“Over a period of years, we have tried 
out several accounting methods with- 
out much success,” writes Joseph 
Belich, Office Manager of the Ross 
Plumbing Company. “Our National 
System has proved itself far and 
away the best. It gives us more accu- 
rate records in less time than before 
and pays for itself every 15 months! 

“‘We use a National ‘42’ Window- 
Posting Machine for all our install- 
ment business. As payments are made, 
our ‘42’ posts the customer’s account 
card and makes an entry on our rec- 


*. 


~~ 
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THIS MODERN APPLIANCE STORE keeps anaccurate 
daily check on its accounts with a National ‘*42."" 


JOSEPH BeELicn, Office Manager of the Ross 
Plumbing Company. 


!”? 


—Ross Plumbing Company, Ambridge, Po. 


ord. In this way we have an exact, 
up-to-date account of our receivables 
each day, and all the drudgery and 
inaccuracy of hand posting is 
eliminated. 

“Our ‘42’ is simple to operate, and 
the system is so efficient that it saves 
us $2,580 a year. It’s an investment 
we're really proud of!” 


poh alte 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


Your business, too, can profit from the 
tremendous time- and money-saving 
advantages of a National System. Con- 
tact your nearby National representa- 
tive—a trained systems analyst. He'll 
outline the National System best suited 
to your needs. He’s listed in the yellow 
pages of your phone book. 


*TRADE MARK REG. U.S. PAT, OFF, 


ACCOUNTING MACHINES 
_ ADDING MACHINES + CASH REGISTERS 
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BRING 
CUSTOMERS BACK 
with 

Southern Fasteners! 





Your customers come back to your store when you sell 
products with quality built in. 

Southern fasteners have the built-in qualities that 
help build your Company’s reputation for handling 
only quality merchandise. 


Let Southern fasteners be the symbo! of quality that 


brings your customers back. 


Southern screws and bolts are made of finest metals, 
are available in all popular styles and finishes. 
Stocked in strategically located warehouses to speed 


up delivery, wherever you are located. 


For Southern’s C-3 Catalog, 
write Box 1360-HA, Statesville, N. C. 


WOOD SCREWS * ROLL THREAD CARRIAGE BOLTS 

WOOD & TYPE U DRIVE SCREWS’ oe HANGER BOLTS 

MACHINE SCREWS & NUTS e@ A & B TAPPING SCREWS 
DOWEL SCREWS @ STOVE BOLTS 


<5 
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SCREW “COMPANY 


STATESVILLE = MORTH CAROLINA 






Sold Through Leading Wholesale Distributors 
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Today’s brushes with improved TYNEX® nylon bristles 
mean better painting performance for the user 


















Many professional and do-it-yourself painters know that today’s quality gai ge <—s Ter Tn) 
brushes with tipped and “‘flagged’’ 'T'YNEx nylon bristles help them do an | ; | 2 
easy, streak-free job and save valuable painting time. 

But the benefits don’t stop there. Painters say that brushes bristled 
with TyNEXx are great timesavers after the job is over. Most paints, 
varnishes and lacquers clean and rinse thoroughly from brushes with 
TYNEX nylon bristles. Brushes dry quickly ... are always ready for re-use. 

The quality of TyNex nylon bristles has been proven in extensive 
laboratory tests. Your customers know that their over-all costs are less 
when they buy better-made brushes with T'YNEx nylon bristles. Benefit 
from this preference for brushes with ‘T'YNEx nylon bristles by stocking 


a complete selection. 
TYNEX is the registered trademark for Du Pont nylon bristles } 





TYNEX 


nylon bristies 


RE6.u.s. pat off 
BETTER THINGS FOR BETTER LIVING 


ee. THROUGH ' HEMISTRY 
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WARE ...the new quality 


that selis on sight! 


J&L, a great name in galvanized ware, is easy to sell, lasts longer, priced 
right for faster turnover and higher profits. Stock the best . . . sell the best . . . 
the new J&L galvanized ware. 

Order J&L ware today from your hardware jobber. For detailed informa- 
tion or help in obtaining the Jones & Laughlin galvanized ware line, write 
direct to the Container Division, 405 Lexington Avenue, New York 17, N.Y. 


Jones & Laughlin 


STEEL ...a great name in steel 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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“The Suburban” 
Refuse Can 


These cans will withstand 
rugged treatment... yet look 
good for years. New cover de- 
sign wards off heavy blows, has 
streamlined appearance. Mr. 
Householder likes the rugged- 
ness; Mrs. Householder likes 
its looks. Order a supply today! 





unconditionally quaranteed 


STOCK UTICA and you'll be selling industry’s finest line of quality hand tools. They have the name! 
Utica pliers and wrenches are drop-forged for rugged strength! Induction hardened at the points 
of greatest wear—jaws and cutting edges—for extra toughness! Extra long life! And like all 
Utica hand tools, they are UNCONDITIONALLY GUARANTEED. No other complete line of hand 
tools is backed by such a guarantee. Ask to have your Utica representative call. 








ELL YOTICA 


Hallmark of Quality since 1895 
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OVER 1000 WRENCHES, PLIERS AND OTHER HAND TOOLS! 


BIalédbel 


the tools the egoerts use 


UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYES CO., UTICA 4, NEW 
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eArsOn OROTHERS ~ : 
HEAVY HARD WARE 


POWERFUL REASONS WHY A CHEVROLET 
STAYS ON THE JOB..SAVES ON THE JOB! 











Chevrolet trucks offer the world’s most popular 
truck engines—big 6's, designed soundly yet 

FAMOUS CHEVY 6 simply to provide plenty of power at lowest cost 
(America’s most popular truck engine) and the ability to keep going in rugged service. 
Like all Chevrolet truck components, these engines 


put the accent on economy and dependability! 
e Fuel-saving 8 to 1 


compression ratio Chevy’s the dollar saver de luxe of the American 


— a road, and many of the reasons why can be found 
@ Low-maintenance . ee beneath the Chevrolet truck hood. That’s where 
valve-in-head await ea you'll often find one of the great 6-cylinder power- 
design = ies plants that have pulled more payload more miles 
od 4 ss than any other engines in the history of hauling. 

@ Two fuel filters mn a They’re honest-to-goodness truck engines, specially 
for dependability cn Stem. built to stay and save on the roughest and toughest 

-. o y of hauling jobs. Or, if you prefer a V8, the ones 

@ Durable alloy steel | that hum beneath the Chevy hood are at the head 
exhaust valves of their class for fleet-going short-stroke V8 

efficiency. 





@ High power- @ Economical by- 


“wal You'll find that a Chevrolet truck gives you so 
output ignition pass cooling 


much to save with! Your Chevrolet dealer is wait- 
ing to fill you in on all the facts. . . . Chevrolet 
q Division of General Motors, Detroit 2, Michigan. 








Biggest sellers . . . because they’re biggest savers! 


CHEVROLET TASK: FORGE 57 TRUCKS 
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Home-Gardeners See It and Buy It 
Because It Simplifies Home 
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Garden Spraying! 


Dealers ... it’s Big! A brand new 
idea in water pressure sprays ... de- 
signed for BIG volume, profits! 


Just attach to any hose . . . fabulous 
precision cap measures, blends, sprays 
in one simple, accurate operation. Can’t 
clog or back up...hands never touch 
harsh chemicals! Formulas include 
most modern, most effective pest-killers 
known to science! 





EXTRA! ANTROL ADVERTISING 
works for you throughout season... 
on local TV, in newspapers, garden 
pages, magazines, trade journals! For 
full details, write “Bug-Z”’, Garden 
Division, Boyle-Midway Inc., N.Y. 


Revolutionary SPRAY CAP 
Biggest Home-Gardening 
Sales-Sensation Ever! 





Chiordane Soil 
Insect Killer... 
keeps lawn and 
gatden bug-free for 
months—years! 
Kills ants, Jap 
Beetle grubs, sow- 
bugs, lawn moths, 
most others. Sug- 
gested retail $2.98 
pint, with sprayer 
attached, 


Garden Insect 
Killer with Mala- 
thion! Kills 
Aphids, JapBeetles, 
etc., on roses, flow- 
ers, ornamentals, 
trees, vegetables, 
fruit. Retail $2.39 
pint, with sprayer 
attached. 
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Crabgrass Killer. 
Disodium Methyl 
Arsonate com- 
pound widely ac- 
claimed as fastest, | 
safest, surest killer 
of crabgrass, many 
other weeds! Retail 
$2.69 pint, with | 
sprayer attached. 


2, 4-D Weed Killer. 
Death to broad- 
leafed weeds ... 
Dandelion, Gold- 
enrod, Wild Mus- 
tard, most others. 
Won't harm deli- 
cate lawns, plants. 
Retail $1.69 pint, 
with sprayer at- 
tached. 








Each Item Color-Keyed for Easy Selling! 


BOYLE-MIDWAY Inc.,; 22 E. 40th St., New York « Brooklyn « Cranford, N. J. e Chamblee, Ga. « Chicago « Los Anaeles « Canton, O 
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A MICROMETER 
PROVES 
WHAT 
YOUR 
FINGERS 
CAN 
FEEL 




















True Temper taper-forged shovels 


have more metal where wear is greatest 





Metal is thickest at shoulders 
and neck to support the blade 
where the strain is greatest. 





Medium thick at point and 
center where wear resistance 
and strength are necessary. 





Metal is thinner at edges of 
taper-forged shovels for light 
weight and easy penetration. 











No wonder customers prefer DYNALITE, BAN- 
TAM, FOX and BULLDOG taper-forged shovels 
to stamped shovels. They J/ast longer because the 
forging process puts extra metal where wear and 
strain are greatest. They’re easier to use because 
edges are thin for light weight and faster digging. 

You can measure this taper with a micrometer, 
and your fingers can feel it. 

Balance is better, too, because down-the-center 
weight and strength means no side wobble, Jess 
fatigue. There’s no “dead metal” to add useless 
weight to the shovel. 

And here’s your sales clincher: True Temper 
taper-forged shovels cost only a little more than 
ordinary stamped shovels. 

Stock up now for more shovel profits. Your 
wholesaler will tell you all about True Temper’s 
complete line of shovels, spades and scoops. 
True Temper Corporation, 1623 Euclid Avenue, 
Cleveland 15, Ohio. 


TRUE TEMPER You can look h7 leadership 
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ask your wholesaler or write 
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thanks to IGLOO’S New CRYSTALINING! 
Your IGLOO Water Cooler will have 
water like this all the time 


Crystalining, a new IGLOO innovation, is a positive protection 
that'll keep drinking water and other liquids pure and taste-free, 


and Crystalining lasts and lasts! IGLOO water coolers STAY sani- 
tary. 


RELY on these IGLOO extra-value features— 


@ Round Inside Bottom prevents accumulation of foreign matter— 
makes can easier to wash—stays sanitary 


@ Recessed dripless spigot, won’t break off 


@ 15% greater insulating qualities—less heat transfer because there 
is no metal-to-metal contact at bottom 


@ Rugged construction proved by test. Igloo bottom survives weight 
of heavy bowling ball dropped repeatedly into bottom of can 


po D 





B-57. 


DETTIS CORPORATION 


Pe © DRAWER 9365 . HOUSTON 11 


TEXAS 
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Offer Them Variety... 






PLUS STRENGTH 


One of the best ways to meet the needs 
of your fasteners customers is to handle 
the Bethlehem line of headed-and- 
threaded products. By so doing, you 
can offer virtually unlimited variety — 
hundreds upon hundreds of individual 
items and sizes. Besides, your cus- 
tomers will like Bethlehem fasteners for 
another reason: strong heads, threads 
and nuts, the kinds that are so essential 
to a good bolting job. Order a supply 
of Bethlehem fasteners today! 


ANAAAAAAAAAAAAAAARANANS 


seadad OR RRR S 


Bethlehem Bolts 
Are Good Bolts 
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4 reasons why: 


CELLOTHENE PACKAGING INCREASES HARDWARE SALES 











MOISTURE-PROOF 


... resistant to grease, dust, cracking. 
Metal products can’t rust in heat-sealab 
Cellothene. Packages remain crystal- 
clear through temperature extremes. 


TOUGH ... pliable and puncture 


resistant to sharp edges and constant 
consumer handling resulting in 
longer shelf life. 








SELF-SERVICE Zz 


... Window-pane clarity an BF 
easily printed to quickly identify po 


contents. Pegged, hung or | 


stacked — Cellothene packages | 
THE PRECISION EXTRUSION COATED CELLOPHANE / POLYETHYLENE PACKAGING FILM 
‘® 
Cp = _— 
Oo een Send [] Please send me a copy of your bulletin on 


VERSATILE 


... easy to handle, ship, stock and 
display — from screws, nuts and bolts to 
bulky parts, tools or delicate instruments. 









trigger impulse-buying. 
For Cellothene Packaging for Hardware. 
CHESLAM DIVISI @) N FREE [] Please have representative call. 


A Division of Chester Packaging Products Corp., debited Name 














Pe Se 
A Subsidiary of St. Regis Paper Company apes: Company 
Address 
684 Nepperhan Avenue, Yonkers 2, New York City State 
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A-M-R Chemical Co. 

Ace Products Co. 

Air-d-Lux Corp. 

Aladdin Industries 

Alladin Plastics 

Allied Basket Co. 

All Luminum Products 

Allura Products 

Aluminum Cooking Utensil 
Co. 

Aluminum Goods Mfg. Co. 

Aluminum Housewares 
Corp. 

Aluminum Specialty Co. 

American Casserole & 
Specialty Co. 

American Sponge & 
Chamois Co. 

American Thermos 
Products Co. 

American Windshield & 
Specialty Co. 

Ames Co., O. 

Ames Shower Curtain Co. 

Anchor Hocking Glass Corp. 

Arlington Mfg. Co. 

Armor Bronze & Silver Co. 

Arnel-Plastron 

Artcraft Wire Works 

Artistic Wire Products Co. 

Artloom Carpet Co. 
Chemical Products Div. 

Artsam Co. 

Artwire Creations 

Arvin Industries, Electronics 
& Appliances Div. 

Arvin Industries, Furniture 
& Housewares Div. 

Associated Furniture Mfg. 


Co. 
Atlantic Cabinet Corp. 
Averbach & Co., T. H. 
Automatic Wire Goods 
Mfg. Co. 
Autoyre Co. 


BW Molded Plastics 
Badger Basket Co 
Balanced Foods 
Ballonoff Metal Products 


Co. 
BSarier Metal Products 
Beacon Plastics Corp. 
Bearfoot Airway Corp. 
Beh Housewares Corp. 
Bellaire Enamel Co. 
Benjamin & Medwin 
Bennett-lreland 
Bernard Edward Co. 
Bersted Mfg. Div.., 
McGraw-Edison Co. 
Better Houseware Co. 
Big Boy Mfg. Co. 
Bissell Carpet Sweeper Co. 
Blisscraft of Hollywood 
Block & Co. 
Representing: 
Nelson Machine & Mfg. 


Co. 

Virgo Mfg. Co. 
Block, J. & I. 
Bloomfield Industries 
Blossom Mfg. Co. 
Bogene 
Boker & Co., H. 
Bonley Products Co. 
Bonny Products Co. 
Boonton Molding Co. 
Borg-Erickson Corp. 
Boston Woven Hose & 

Rubber Co. 
Bostwick Laboratories, 
Aerosol Div. 
Branchell Co. 
Brearley Co. 
Briddell, Inc., Chas. D. 
Bridgeport Brass Co. 
Brillium Metals Corp. 
Bromwell Wire Goods Co. 
Brown, Inc., John Clark 
Bruce Co., E. L. 
Bryant Electric Co., 
Plastics Dept. 
Buckeye Div., Mardigian 
Corp. 
Burgess Vibrocrafters 
Burlington Basket Co. 
Burns Mfg. Co. 
Buroughs Mfg. Corp. 
Buxbaum Co. 
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Cadie Chemical Products 

Cal-Dak Co. 

Cambridge Tool & Mfg. Co. 

Camfield Mfg. Co. 

Campro Products 

Capito! Products Co. 

Cardinal China Co. 

Carlisle Mfg. Co. 

Carlson Products 

Central States Paper & 
Bag Co. 

Century Enterprises 

Century Products 

Certified Home Products 

Chain Store Age 

Chatham Glass Co. 

Chattanooga Royal Co. 

Chelsea Products 

Chicago Metallic Mfg. Co. 

Chico General Products 
Corp. 

Cincinnati Galvanizing Co. 

Circle Research 
Laboratories 

Clark Co., J. R. 

Club Aluminum Products 


°. 
Cohn-Hall-Marx Co., Div. 
United Merchanis & 
Mfagrs. Co. 
Coles & Co. 
College Mill 
Color Craft Co. 
Columbian Enameling 
& Stamping Co. 
Columbus Plastic Products 
Comfort Lines 
Continental Can Co. 
Continental Scale Corp. 
Continental Silver Co. 
Cooper Thermometer Co. 
Copper Brite 
Corbin, Inc., R. K. 
Corduan Mfg. Co. 
Corning Glass Works 
Cory Corp. 
Coughlan Co., G. N. 
Cromwell Silver Corp. 
Crown Rubber Co. 
Crown Sanitary Products 


D 


Damar Products 

Dapol Plastics 

Datom Co. 

Davis Mfg. Co. 

Dazey Corp. 

Dee Mfg. Corp. 

Dennis Mitchell Industries 

Department Store Economist 

Descoware Fonderie 
Emaillerie 

Deshler Broom Factory 

Detecto Scales 

Dominion Electric Corp. 

Dor-File Mfg. Co. 

Dormeyer Corp. 

Douglas & Co., David 

Dover Maid Industries 

Dover Stamping Co. 

Drazan, N. E. 

Dru (Evans International) 

Druid Hill Park Seed Corp. 

Du-All Mfg. Co. 

Du-Fold Mfg. Co. 

Dupli-Color Products Co. 

Du Pont de Nemours & 
Co., E. I 

Duralast Corp. 

Durham Mfg. Corp. 

Du-Wal 


Eastern China Co. 
Eastern Metal Products 


Corp. 
Easy Day Mfg. Co. 
Edlund Co. 
Ehrlich, Lou 
Ekco Products Co. 
Electric Steam Radiator Corp. 
Elm Jay Metal Products Co. 
Embee Metal Products 
Embree Mfg. Co. 
Emco Porcelain Enamel Co. 
Empire-Amerex Products 
Corp. 
Empire Brushes 
Emson Corp. 
Englishtown Corp. 
Enterprise Aluminum Co. 
Erie Mop & Wringer Co. 
Esmond Mfg. Co. 
Everedy Co. 


F 


Falco Products Co. 
Farber, Inc., S. W. 
Farber & Shlevin 
Federal Enameling & 
Stamping Co. 
Federal Tool Corp. 
Feemster Co., W. R. 
Ferry-Morse Seed Co. 
Filray Corp. 
Firelogs 
Fisher Plastics Co., Earl 
Flambeau Plastics Corp. 
Fletcher Enamel Co. 
Foley Mfg. Co. 
FoodCo Appliance Div., 
Kitchen-Quip 
Forman Family 


General Textile Co. 

Genoa Mower Co. 

Geuder, Paeschke & Frey Co. 

Gibraltar Households 
Products Co. 

Gilton Mfg. Corp. 

Gitsware Corp. 

Glamorene 

Glamur Products 

Glazer, Lou 

Glolite Corp. 

Golden Star Polish Mfg. Co. 

Goodrich Sponge Products, 
B. F 


Gotham Industries 
Gray Co. 

Griffith Laboratories 
Griswold Mfg. Co. 
Gustin-Kramer Co. 


Hankscraft Co. 
Hardesty-Quittner 
Hardware Age 

Harris Pine Mills 

Hart Products 

Harvell Mfg. Corp. 
Harville Rose Service 
Harwood Co. 

Heller Hostess Ware 
Heller & Sons, Morris 
Hemp and Co. 
Herculean Appliance Co. 
Herman’‘s Novelty Mfg. Co. 
Herold Products Co. 
Hertzberg & Son, H. 
Heyman Glass Co. 
Hillside Metalware Co. 
Hirsh Mfg. Co. 


615 exhibitors will give you 
the big, true picture 
of your industry at the... 
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ATLANTIC CITY AUDIT 


Franklin Lock & Hardware 
g. Co. 
Fresh'nd-Aire Co., Div. of 
Cory Corp. 


G 


G-H Specialty 

G & S Metal Products Co. 

Gailstyn Co. 

Garner & Co. 

Gem, Inc. 

General Electric Co., 
Housewares & Radio 
Receiver Div. 

General Slicing Machine 
Co. 
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H & P House Furnishing Co. 

Haddon Products 

Hall China Co. 

Hamilton Beach Co., Div of 
Scovill Mfg. Co. 

Hamilton Glass Co. 

Hamilton Import Corp. 

Hamilton Mfg. Corp. 

Hamilton Skotch Corp. 

Hampden Specialty 
Products 

Hancock Mfg. 

Handy-Andy Specialty Co. 

Handy Things Mfg. Co. 
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ATLANTIC CITY 
NEW JERSEY 


Hirsh Mfg. Co., S. A. 

Home Furnishings Daily 

Hoover Co. 

Household Mfg. Co. 

Household Research Corp. 

Houseware Sales Corp. 
Representing: 


General Wood Products 
Cc 


°. 
Wm. B. Watkins Co. 

Houseware Trading Corp. 
Housewares Review 
Howell Co. 
Hull Cutlers Corp., John 
Hull Silversmiths Corp., Div. 

John Hull Cutlers Corp. 





Hunter Metal Industries 
Hutzler Mfg. Co. 
Hy-Plane Mfg. Co. 


Ideal Rubber Products Co. 
Imperial Knife Associated 


os. 

Inland Mfg. Div., General 
Motors Corp. 

Insta Products Co., Div of 
Knapp Monarch Co. 

International Appliance 


Corp. 
International Molded 
Plastics 


international Oi! Burner Co. 


International Silver Co. 
lona Mfg. Co. 

lronees Co. 

Irvin Ware Co. 


J 


Jaxton Mfg. Corp. 
Jeanette Glass Co. 

Jiffy Enterprises 

Johnson & Son, Inc., S. C. 
Johnston Corp., Gaston 


K 


KVP Company 
Kamensein, Inc., M. 
Kamkap 

Kaplan & Sons, Joseph A. 
Karmax Corp. 

Karoff Originals 

Keller Mfg. Co., H. V. 
Kellegg Brush Mfg. Co. 
Keystone Silver 


Kidde Mfg. Co. 

Kimberly-Clark Corp. 

Kirk’s Ltd. 

Kitchen-Aid Div., Hobart 
Co. 


Klasco Products Co. 
Kleinert Rubber Co., |. B. 
Knape & Vogt Mfg. Co. 
Knapp Monarch Co. 
Knickerbocker Metal Guild 
Knickerbocker Rubber Co. 
— Mfg. & Engineering 


°. 

Kord Mfa. Co. 

Kordite Co., Div. of Textron 
Kromex Corp. 


L 


La Belle Silver Co. 
Lafayette Products Co. 
Landers, Frary & Clark 
La Pointe Industries, How- 
ard Dustless Duster Div. 
Lasko Metal Products Co. 
Lawson Co., F. H. 
Lea Fabrics 
Leiner & Co., Geo. S. 
Leipzig Co., A. 
Representing: 
R. H. Lyons Co. 





Leipzig & Lippe, Inc. 

Representing: 

Eclipse Metal Mfg. Co. 

R. Greenspan & Co. 

Jobie Mfg. Co. 

Wes? River Basket Corp. 
Levitz, Harry 

Representing: 

Eastern Frame & Mirror 


orp. 
Harle Specialty Co., Inc. 
Levy Bros. 
Levy Sons, I. 
Representing: 
U. S. Mfg. Co. 
Lewal Industries 
Lewis Steel Products Corp. 
Lewyt Corp. 
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Lifetime Cutlery Corp. 

Lincoln Mfg. Co. 

Lincoln Metal Products Corp. 

Lisk-Savory Corp. 

Loeb, Inc., Ben S. 
Representing: 
American Family Scale 

Co. 
Edlen Herman Products 
Hobson & Botts Co. 
Martin Stove & Range Co. 
Riverside Foundry Co. 
Stoware, Inc. 
Watt Pottery Co. 

Logan Co. 

Loma Plastics 

Lonergan Mfg. Div., 

McGraw-Edison Co. 

Lorch & Co., H. 

Loroman Co. 

Lovell Mfg. Co. 

Lowenstein & Sons, M., 

Eddifilm Plastics Div. 

Lucent Corp. 

Luce Reflexite Corp. 

Lux Clock Mfg. Co. 


M 


Maggie Magnetic 
Magic Hostess Corp. 
Magicolor Co. 
Magla Products 
Magnolia Products 
Majestic Silver Co. 

Make It Snow (Div. of 
Boyle-Midway) 
Manning Bowman Div., 

McGraw-Edison Co. 
Mapco Corp. 
Marlun Mfg. Co. 
Marshallan Mfg. Co. 
Martin Rubber Co. 
Masonware Co. 
Mastercrafters Clock & 
Radio Co. 
Master Mfg. Co. 
Master Metal Products 
Mastur Mfg. Co. 
Mayer Co., William F. 
Maynard Mfg. Co. 
Maywood Furniture Co. 
Mechanical Mirror Works 
Megal Mfg. Corn. 
Melard Mfg. Corp. 
Melcor, Inc. 
Merit Creations 
Merit Enterprises 
Metal Box Co. 
Metal Cabinets Mfg. Corp. 
Metalcraft Mfg. Corp. 
Metal Ware Corp. 
Metropolitan Wire Goods 
Corp. 
Meyer of California, Fred 
Meyer & Sons, W. F. 
Midwest Mower Corp. 
Miller Studio 
Milwaukee File Co. 
Modern Carpet Sweeper Co. 
Modglin Co. 
Monarch Cabinet Corp. 
Mouli Mfg. Corp. 


Munising Wood Products Co. 
Munsey Products 
Mystik Adhesive Products 


N 


N. Y. Standard Mfg. Co. 
Nappe-Smith Mfg. Co. 
National Brush Co. 
National Can Corp. 
National Engineering & 
g. Co. 
National Food Slicing 
Machine Co. 
National Potteries Co. 
National Presto Industries 
National Products 
National Silver Co. 


1957 


Nevco Wood Products Co. 

New England Mop Co. 

New York Lumber & 
Panel Co. 

Nicro Steel Products Co., 
Div. of Cory Corp. 

Noma Lites 

Normar Products 

Norris-Thermador Corp. 

Northern Electric Co. 

Northern Industrial 
Chemical Co. 

Northland Aluminum 
Products 

Nu-Color Corp. of America 

Nu-Dell Plastics Corp. 

Nylonge Corp. 

Nylony, Inc. 


Oo 
O-Cedar, Div. of 


American-Marietta 
0-Cel-O, Div of 
General Mills 
Odor-Aire 
Oneida, Ltd. 
Orman Co., Leonard 
Osrow Products Co. 
Oster Mfg. Co., John 
Ox Fibre Brush Co. 


p 


P. B. R. Mfg. Co. 

Palace Metal Products 

Para Mfg. Co. 

Parker-Gaines 

Parker Metal Decorating 
Co. 

Party-Q Corp. 

Parvin Mfg. Co. 

Patent Novelty Co. 

Pearl Wick Corp. 

Peerless Mfg. Corp. 

Pennant Corp. 

Peoria Metal Specialty Co. 

Personal Products Corp. 

Pfaltzgraff Pottery 

Phoenix Table Mat Co. 

Plas-Tex Corp. 

Plastic Metal Mfg. Co. 

Plastics Consolidated 
industries 

Plastics Mfg. Co. 

Plasti-Kote 

Plastomatic Corp. 

Plastray Corp. 

Plaut & Lederman 

Poloron Products 

Pomerantz, Inc., Julie 

Portable Electric Tools 

Postley, John E. 

Premier Mfg. Co. 

Prepac, Inc. 

Pressing Supply Co. 

Pretty Products 

Prizer-Painter Stove Works 

Proctor Electric Co. 

Progressus Co. 

Prolon Plastics Div., Pro- 
phy-lac-tic Brush Co. 


Q 


Quaker Industries Co. 
Quaker Industries, Inc. 
Quality Molding Co. 
Quality Products Mfg. Co. 
Quickie Mfg. Corp. 


Raber Mfg. Corp. 
Ransburg Co., Harper J. 
Ransom Brush Co. 

Raymac Cabinet Co. 
Redmon Sons & Co., W. C. 


Regal Specialty Mfg. Co. 

Regal Ware 

Regent-Sheffield 

Regina Corp. 

Reliable Metal Novelty Co. 

Republic Molding Corp. 

Revere Copper & Brass 

Rhodes, M. H. 

Richmond Cedar Works 
Mfg. Corp. 

Rival Mfg. Co. 

Roberton Mfg. Co. 

Roberts Colonial House 

Robeson Cutlery Co. 

Robeson Rochester Corp. 

Robinson Knife Co. 

Robinson Sponge Co. 

Rogers Plastic Corp. 

Rona Plastic Corp. 

Rosenberg Bros. & Co. 

Roto-Broil Corp. of America 

Royal Chrome Housewares 

Royal Pacific Co. 

Royal Rubber & Mfg. Co. 

Russakov Co. of America 

Rustic Crafts Co. 


S 


S & F Company 
Sabino, Antonio T. 
Safeguard Corp. 
Salmanson & Co. 
Salton Mfg. Co. 
Sanitary Receiver Co. 
Sani-Wax Co. 
Sanjo Utility Mfg. Co. 
Saxony Electronics 
Schiller & Asmus 
Representing: 
“an Paper Products 


oO. 

Wing Brothers 
Schlueter Mfg. Co. 
Scientific Silver Service 

Corp. 

Scranton Showers 
Div. of Scranton Lace 
Co. 

Seal Sac 

Sessions Clock Co 

Seth Thomas Clocks. 

Div. of General Time 
Corp. 

Seymour Tool & 
Engineering Co. 

Sheridan Silver Co. 

Shetland Co. 

Shirway Mfg. Co. 

Signal Electric Div., 
King-Seeley Corp. 

Silex Co. 

Silver Chamberlin Co. 

Skalny Basket Co., L. 

Son-Chief Electrics 

Southern Fabricators Corp. 

Space-Maid 

Spaulding Industries 

Special Products Co. 

Specialty Steel & Wire 
Products Corp. 

Speco Products Div. 
Specialty Sheet Metal 
Mfg. Co. 

Sperti Faraday, 

Cooper Hewitt Elec. 
Div. 

Stainless Ware Co. of 
America 

Stalfort & Sons, John C. 

Standard Can Corp. 

Standfast Products Co. 

Stangard Products 

Stanley-Oliver Mfg. Co. 

Star Line Cabinet Co. 

Steel Cabinets 

Stellad Products 

Stern, A. W. 

Representing: 

— Tubing & Rubber 

oO. 

Micro Moisture Controls 
Stetson China Co. 

Stix Products 

Superior Electric Products 
Corp. 

Superior Plastics 

Superior Rubber Prod. 
Mfg. Corp. 

Supreme Products Corp., 
Div. of American 
Safety Razor Corp. 

Swing-A-Way Mfg. Co. 

Synthetic Fabrics 


T 


Taplin Mfg. Co. 

Taylor Instrument 
Companies 

Texas Feathers 

Textile Mills Co. 

Thatcher Glass Mfg. Co., 
McKee Div. 

Thermometer Corp. of 
America 

Thomas Co. 

Thompson Corp., George S. 

Thurnaver Co., G. M. 

Tipon Corp. 

Tip Top Brush Co. 

Titan Mfg. Co. 

Toastmaster Products Div. 
McGraw-Edison Co. 

Toledo Guild Products 

Transparent Specialties 
Corp. 

Trianon Ware 

Tricolator Mfg. Co. 

Trio Mills Mfg. Corp. 

Tri-State Plastic Molding 
Co. 

Turner & Seymour Mfg. Co. 

Turtle Wax-Plastone Co. 


U 


U. S. Cocoa Mat Corp. 

Uliman Co. 

Union Steel Products Co. 

United Plastic Corp. 

United States Elec. Mfg. 
Corp. 

United States Stamping Co. 

United Wire Goods Mfg. 


So. 
Utica Cutlery Co. 


Vv 


Vaughan Mfg. Co. 
Vermillion Co., W. R. 
Victory Mfg. Corp. 
Vivitex Corp. 

Voque Mfg. Co. 
Voliman & Sons, S. 
Vollrath Co. 

Voos Co. 


WwW 


Waco Products 

Wagner Mfg. Co. 

Wagner Mfg. Co., E. R. 

Wallace Products 

Wallace Silversmiths 

Wallkill Machine Works 

Waring Products Corp. 

Washburn Co. 

Washington Forge 

Washington Steel Products 

Watertown Mfg. Co. 

Weber Bros. Metal Works 

Wecolite Co. 

Weinman Brothers 

Weiss & Klav 

Welmaid Products 

Werner Co., R. D. 

West Bend Aluminum Co. 

Westchester Brickote Prod. 
Co. 


Westclox, Div. of General 
Time Corp. 
Western Woods 
Westinghouse Electric Corp. 
White Studios 
Wickford Products 
Williams Cutlery 
Wilmart Products Corp. 
Wilshire Mfg. Co. 
Wilson Specialities Co. 
Wiss & Sons Co., J. 
Wolf Mfg. Co. 
Wolfe Products Co. 
Wolff Products Co. 
Woodpecker Woodware 
Wooster Rubber Co. 
Worldsbest Industries 


Zz 


Zachman & Co. 
Zenith Metal Products Co. 
Zim Mfg. Co. 
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That's why you are sure to have a top 
fan-selling season if you offer the 
rounded, complete Lau fan line! Fa- 


mous Lau! This year miles ahead again 
in fan styling ...in performance... in 
beauty. Designed by master stylists to 
match every demand of modern inte- 
riors, these fans give you sales you are 


proud to make. 


Prices? This year Lau is more com- 
petitive than ever! Dealer helps? Loads 
of ’em, including some knock-down 
displays that are knock-outs! Advertis- 


ing? You bet... good round-the-coun- 
try television and radio participations 
that will sell your customers on Lau 
before they ever come into your store. 

But, more than any of these, there 
are the Lau policies that make it easy 
for you to enjoy a “profit protection” 
that’s unique in the field. Let the Lau 
representative give you all the details 


... today! 
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Twin Twelve (Model 1257-T)—Slim, 
trim, with new automatic thermostat! 
3-speeds. Lightweight, portable; hangs 
on casement window in seconds. 16” 
x 32” x5%", Twin 12” blades move 
3120 cfm.* 





Super Porta-Breez (Model 1657-SPB) 
—New mobile air circulator; easily 
moved on non-scuff wheels. Height ad- 
justable stand. Full 360° tilt. Popular 
Super Sixteen fan, Shipped complete 
in one space-saving carton. 
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Ultra-Twenty (Models 2057-U, UB, 
UT, UP) —Four decorator colors! Re- 
cessed control panel holds Saf-T-Eye, 
3-speed switch, thermostat, electric re- 
verse switch. Complete with spacers. 
Big 20” blades move 3950 cfm.* 
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Special Twenty (Model 2057-RW)— 
Powerful low-cost fan. Electrically re- 
versible! 5 position control. Built in 
adjustable spacer panel. Fits windows 
30” to 38%” wide. 20” blades move 
3950 cfm.* 


«al 


Lau gives you “profit protection” and a Quality Sell 


| 







Super Twenty (Model 2057-S)—Popular 20” portable air circulator. Automatic thermostat, 3-speeds. 
22” x 22” x 5%”. Spacer panels for window installation available. Big 20” blades move 3950 cfm.* 


World's Largest Manufacturer of Air-Conditioning Blowers 


LAU FANS « THE LAU BLOWER CO. * 2007 Home Ave., Dayton 7, Ohio 
Azusa, California. In Canada: The Lau Blower Co. of Canada, Ltd., Kitchener, Ontario 
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Super Sixteen, Super Twelve (Models 
1657-S, 1257-S)—Portable air circula- 
tors, complete with Tilta-Breez stand. 
“Comfort Grip” handles. Sixteen: 18” 
x 18” x 5%”; 3000 cfm.* Twelve: 16” 
x 16” x 5%”: 2300 cfm.* 
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Powerflow Twenty-Four (Model 2454- 
WR2)— Cools an entire home. Quiet, 
belt-driven, 2-speeds, electrically re- 
versible. Fits windows 31” to 36” wide. 
26%2" x 31” x 10”. Moves 5500 cfm.* 

*( Equiv. NEMA) 
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SWING-A-WAY builds-in the kind of quality that makes it FIRST in its field, and FIRST 
in ratings by America’s foremost testing laboratory and publisher. As proof of our con- 
fidence in SWING-A-WAY all products are backed by a 5-YEAR free service GUARANTEE! 


Of the major producers, we’re happy to say that only SWING-A-WAY can still make 
that statement. Sell the line that protects your customers and you... sell SWING-A-WAY! 





first in sales first in value! 


SWING-A-WAY MANUFACTURING CO., 4100 BECK AVENUE, ST. LOUIS 16, MO. In Canada: Fox Agencies, Port Credit, Ontarie 


HARDWARE AGE, JUNE 6, 1957 43 





CARTRIDGES i ALL LEADING FILTER MAKES 


+ Give Your Customers 
the Famous Filtering Efficiency 
of Wool Felt—GENUINE GF CARTRIDGES 


One look at a General Filters Replacement Cartridge tells 
you here is more than cotton waste or impregnated paper. 
Here is the finest WOOL FELT — plus fine mesh screen 































FAMOUS center core (with patented treatment!) that positively pre- 

LL” oneusentl FOR \ vents lint from escaping into oil lines. This specially treated 
WOOL FELT omnes \ core eliminates danger of oil bypassing, and provides finer 
“STEP-BACK” filtration by making inner surfaces of the felt more dense. 


DESIGN Here also is practical ‘‘step-back’’ cartridge design for 


more usable filtering area—and cleaner, better burning oils. 


Shops featuring famous GF cartridges need stock and sell 
only one line . . . because Generals fit practically every 
filter housing made! Regardless what filter you've been 
selling, make sure of renewing filtering efficiency every 
season (and making a handsome profit) by installing a 
genuine GF cartridge replacement! 





GENERAL FILTERS, INC. 








One sprayer 
for EVERYTHING / 


a ae 
Redimix IN ] GARDEN HOSE SPRAYER 











World’s best garden hose @ Dial-A-Spray control valve, 
sprayer*. built-in Back Siphonage pro- 
Sprays flowers, lawns, and tection, new Zamak cap, and 
trees. all brass working parts. 
Comes with 2 different nozzles, @ 40% discount on case of 3. 
instantly interchangeable. @ Eye-catching display card. 


SPARED & [UZZLtS 


2575 -28th Ave. No., St. Petersburg, Fla. 


ae : Write for free catalog of all Sprayers & Nozzles fine 
No. 243C RediMix 2 in 1 products or contact your local distributor. 


> 
etai $s oa Le SiaaRat eserc SPEIRS Ap 
% BR. i ae oes Silas a ae 
pO eis MR eR re 
as 


complete with 2 nozzles 












* (See page 341 of June 1956 ees awd 
issue of leading consumer RediMix Re diMix 
research magazine.) Shrubmaster Lawnmaster 






“Little Giant” 
Sprayer 
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VINYL WEATHER STRIPPING 
BRAIDED NYLON LINE 


YOU CAN PU‘T YOUR SEINE CORDS. 


TROT LINES 


ole) p20 00) 24 (0) 2 i musa aa 


SASH CORDS 
CLOTHES LINES 
MASON LINES 


3 FISHING LINES 
- NYLON CASTING LINES 
| ge ee STARTER ROPE 
‘ ae JUMP ROPE 
of gong MOP HEADS 
os Af, WRAPPING TWINES 


EXPRESS TWINES 

CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


FROM 5 COMPLETELY 
STOCKED WAREHOUSES 








ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.o.b. Mill, 


Sal ill call t. 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- a a 
nesota, Dallas, Texas, or Waynetown, Ind. Orders , , 
of $20.00 to $50.00, freight allowed to $1.00 per Write For Size Cards and Price List. 


cwt. Freight prepaid does not include extra charges 
incurred outside carrier’s regular zone of | 











LAWNDALE, NORTH CAROLINA 


14346 Bessemer St. Marietta 3104 Gaston Ave. 
Van Nuys, California Minnesota Dallas 26, Texas 
Waynetown, Indiana 





ESTABLISHED 'N 1873 
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means repeat sales 
for you ... naturally. 





A repeat sale is in the making when a satisfied customer 
walks out of your store . . . and Hill Hickory handles satisfy 
every customer, whether he's a handy man, sportsman, or 
working craftsman. Here's why. 


The greater natural toughness of Hill Hickory 
handles means (1) greater natural ability to 
spring back to original shape after sudden stress, 
and (2) greater natural ability to soak up the 
shock of impact. 


These two Hill Hickory features are important to every 
customer because they mean (1) longer life for the handle, 
and (2) greater comfort for the user. 


Tell your customers this simple story. It'll help 
you sell Hill Hickory handles. 


AND REMEMBER: if it's Hill Hickory . . . handle it! 


Write today for all the facts and the name of 
your nearest jobber. 






TOOL HANDLES 


Manufactured by 


HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, TENNESSEE 
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CLIP-ON FISH FLOAT a 
Made of hard, durable plastic 
— brilliant red and white! ee 
Just ‘‘press ‘n turn’’ for 
casting or still fishing. 
Available in the 
nae sizes — 
a”, ae oie’ 


1%”, Ps 2,” 


































SNAP-IT FISH FLOAT 
Popular model in sturdy 

polystyrene. Brilliant red and 
white. Designed for still 
fishing. Easily attached and 


: adjusted. Weight 4% oz. — 







114” diameter — 4” long. 







SPIN-FLOTE 

For spinning or still aaning. : 
Hard, clear plastic—perfect 
balanced. Just ‘‘press ‘n turn” 
— not necessary to fill 

with water for weight. 


OTHER BEST SELLERS IN THE FRABILL PROFIT LINE 


Minnow Buckets Chain Stringers Anchor Rope Motor Safety Chains 
Minnow Traps Cord Stringers Boat Tie Downs Spilgvord Funnels 


THE FINEST AND BEST SELLING FISHING 
TACKLE ACCESSORIES ON THE MARKET. 


Fishin’s more fun with these popular new 
FRABILL floats. They’re “tops” for both 
casting and still fishing. Perfectly bal- 
anced — easily attached — will not cut or iiss eon 

damage the line. Every fisherman will need display ~~ 
several, so be sure to keep well stocked. for easy sales! 





Nationally Advertised © Sold exclusively through jobbers 


FRABILL MANUFACTURING CO. 


234 West Florida Street ° Milwaukee 5, Wisconsin 


Exclusive Exporters 
John H. Graham & Company * 107 Duane Street * New York City 
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the HOO k 


Dealers eve Memo id us about last year's Goulds 
Profit-Flow Prometion: Lets have it again — only 
bigger! Well, here it is — all primed to bring you 
extra pump sales. All you do is order one Balanced- 
Flow pump — and you get FREE everything you need 
to spotlight your store as win-a-pump headquer- 
ters. Prospects merely witness Balanced-Flow opera- 
tion — sign entry blanks for prize drawing. We re 
giving away 4 pump a day during July — so see your 
Goulds Distributor right away. 







Y that 
2 buy! 





* 


When you can make a prospect want a pump (with- 
out saying a word to him) — that’s real selling! And 
that s why this big, colorful Goulds Pump Display 
should be in your store. It catches a prospect's eye 
the moment he walks in... gives him a close-up 
view of Goulds “Best Jets Yet’... then quickly 


tells him about every Goulds advantage from capac- 





ity to cost. Display is yours free when you order any 


two pumps from your Goulds Distributor—or write. 


Goulds Pumps, Inc., Dept. HA-657 
Seneca Falls, N.Y. 





Sell the pumps that help you 
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GOULDS GIVES You: 





ook... 














ean 













Come in for 


demonstration 


Register for 
prize drawing 


bl OpONd 00 


ust | 
depend on WATER © GOULDS water systems 


GOULDS PUMPS 


for every farm and home need 





NOBODY OUT-ADVERTISES 
NOBODY OUT-SELLSEY 
BLACK FLAG INSECTICIDES! 


Featured Not Once a Month 
...Not Once a Week...But 


Every Single 
Weekday 











MORE BLACK FLAG 
Messages Reach MORE PEOPLE 
MORE OFTEN On MORE 
SHOWS than Any Other 

















Through Peak Season on These 





9 Big Boyle-Midway Shows! 


DOUG 
EDWARDS 
(BS-TV 





QUEEN 
FOR A DAY 
NBC-TV 





Only BLACK FLAG in the insecticide field can 
offer you all the sales-power of Boyle-Midway’s 
vast TV investment! And only BLACK FLAG 
can offer you Boyle-Midway’s unequalled ca- 
pacity for swift, efficient sales service . . . de- 
pendable production control! 

Boyle-Midway now ships BLACK FLAG from 
strategically located plants all across America; 





ee Tr Le 





a 


BOYLE-MIDWAY INC., 2 22 E. . 40th St., N. Y. 16, N. Y. 


LOVE 
OF LIFE 





(BS-TV 


IT COULD 
BE YOU 
NBC-TV 





i 
. Svlog /nsech Wome” 
_—_DB ® 


offers you the research facilities, laboratory 
control, product pioneering that has made 
BLACK FLAG a household by-word for over 
65 years. 

So feature the line that out-advertises . . . Out 
promotes . . . owt-sells ’em all! Stock Boyle- 
Midway's BLACK FLAG insecticide line now for 
top profits in the big bug-killer market! 
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Advertised Brand! 


SECRET 
STORM 





13 PROVEN 
BLACK FLAG 
FAVORITES 


Give You Complete 
Bug-Killer Dept! 


e Black Flag House & Garden 
Spray « Black Flag Insect 
Bomb « Black Flag Roach & 
Ant Bomb « Black Flag Flower 
Bomb « Black Flag Moth-Ded 
e Black Flag Insect Spray e 
Black Flag Bug Killer « Black 
Flag 25% DDT Concentrate « 
Black Flag Roach Killer « Black 
Flag Warfarin Rat & Mouse 
Killer « Black Flag Insecticide 
Powder « Black Flag Flea, Tick 
& Louse Powder « Black Flag 
Sprayers. 


Don’t Miss a Single Sale! 
STOCK THE FULL 
BLACK FLAG LINE! 

















Cranford, N. J. © Brooklyn ¢ Chamblee, Go 
Canton, Ohio @ Chicago @ Los Angeles 








For planters 
and rosebushes 








SPRAY HEAD, ACTUAL SIZE 
Push in, turn, self-threading 








— 











asia “FLAT~SPRAY 











Nothing like it on the Merchandiser is NOT a kit 
market. Your customer makes It holds a stock of parts, from which your 


customer quickly selects exactly what he needs 
his own sprinkler for shrubs for his own individual installation. Contains all 


., . flower beds... vegetable the fittings and accessories needed for several 


gardens eae planters ... cold average flower, vegetable and shrubbery beds. 


. . Pipe is priced and sold separately — comes in 
frames... perimeter watering. 100 ft. and 400 ft. lengths. 


© 
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Order from your Gates 


wholesaler today. 
It’s easy to set 


So simple! He buys as much Gates 
Flex-Flo Pipe as he needs, and simply pushes 


in as many sprinkler heads as he wants. Pipe up for this new, fast- 
lays on top of ground—held in place by expanding, profit- 
Gates special push-down anchor pins. packed market. Just 
tell your wholesaler 

Gates Flex-Flo Pipe can be cut with a to send you Gates 
pocket knife; is impervious to soil acids; Garden Sprinkler 


won’t corrode; can’t rust — light, flexible, easy peony “ees ma Con Your cost $24.95 


to handle. Denver, Colorado. ... full profit margin 


Gates “=. Garden Sprinkler 
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Your customers want G-E Christmas Lamps... 


THIS YEAR THEY'LL BE LOOKING FOR THE G-E° ON BULBS 


Nearly 1 out of 3 homes 
will see these sales making 
ideas in... 


The Saturday Evening 


POST] p 





GOOD REASON for you to order G-E Christmas lamps in 
string sets and for renewal sales. Because this year, more than 
ever, General Electric is helping to build your Christmas 
lighting business . . . with powerful, eye-catching ads full 
of new ideas to say “Merry Christmas’ with dependable, 
long-life G-E lamps. And these ads will remind 30,000,000 
readers to /ook for the G-E on bulbs when they buy string sets 
or renewal lamps, for indoor or outdoor use. 
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In addition, General Electric will sponsor another $5,000 
prize Christmas lighting contest, the kind that last year 
helped produce thousands of decorated homes in 320 cities 
across the country . . . more activity to make sales for you. 

This year more than ever, it will pay you to order string 
sets with G-E lamps and renewal bulbs in sales-boosting G-E 
5-lamp packs. Miniature Lamp Dept., General Electric Co., 
Cleveland 12, Ohio. 
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TOY MERCHANDISING GUIDE 


The AMAZING 


MARKET 
Boom 


Our startling population explosion has snowballed 





toys into a multi-billion dollar industry that 
gives hardware dealers a growing source of 
profits each year. How about you. 


are you on the toy bandwagon? 
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The 


amazing toy boom 


... and what it 





More families are buying more toys 


You should sell toys. 

Why? 

Big families are back in style. 

New records in births are being set and broken 


by James M. Dixon, associate editor 


This nation is in the midst of an unprece- 
dented boom in births. Our startling population 


explosion has stymied the trend-predictors, who 
admit that their earlier estimates are now more 
than 35 years behind today’s 170,000,000 popu- 
lation. 

Marriages now average more than 1.6 million 
per year. Births are averaging more than 4 
million per year. It all adds up to a single im- 
portant fact: 


with regularity. 

We’ve got a brand new version of the roaring 
twenties, but without the doubts and dangers of 
that fabulous era. 

What does the zooming juvenile population 
mean to hardware dealers? 

More than anything else, it means a tremen- 
dous market for toys. 


Here is why toy sales are booming now and will continue to boom in the years ahead 
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HAROWARE STORE 











EQUALS ABOUT 
1300 CHILDREN PER; 1550 CHILDREN PER 
HARDWARE STORE 


EQUALS ABOUT 
1900 CHILDREN PER 
HARDWARE STORE 














This chart shows the tremendous growth in children population. Now there are about 1550 children per hara 
ware store. In another five years that figure will jump to about 1900 children per hardware store, the basis 
for a sound volume in toys. 
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means to hardware dealers 





than ever in hardware stores 


Every infant in every crib represents $500 
in retail toy purchases from its first birthday 
to its sixteenth. Every new child born in your 
community offers you this potential. 

And the hardware store is the most logical 
retail outlet for toys. Hardware stores are 
family stores. Hardware stores are geared for 
toy selling with fixturing, stock areas, and 
credit, time-pay, and layaway facilities. A hard- 
ware dealer does not have to change one jot of 
his operation to add toys as a_ profit-making 
department. 


How wrong the population experts were 
230 
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This chart shows how population experts misfigured. 
The lower line shows the growth in total population, 
predicted in 1946. The upper line shows actual 
population as of now and the revised guess in 
growth of the years ahead. 





MILLIONS OF PEOPLE 
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For every 50 adults who enter your store to 
buy, there are 16 children of early teen age or 
less in need of toys, games, and wheel goods. 
More than 31 percent of the present 170,000,000 
population falls in this category. 

If you were told that nearly one-third of all 
your potential customers are in need of a spe- 
cial type of tool or paint, you would not hesitate 
to stock that line. 

It is a fact that nearly one-third of all the 
people in your trading area are children in need 
of toys. Some stores in your business community 
gets this business. 

Do you share in it? Or are you neglecting this 
vast potential profit maker because you have 
never taken a close look at what it offers? 

This Guide gives you an insight to what you 
may be missing by not stocking toys, or restrict- 
ing the size of your toy department. This Guide 
is crammed with facts that spell a sales bonanza 
for dealers who climb aboard the toy band- 
wagon. | 

The average American family in the $4,000- 
$7,000 yearly income group spends $33 on toys 
during the Christmas season alone. You can get 
an idea of the possible sales in your part of 
town by merely multiplying the number of 
families you serve by $33. 

For instance, you have a regular mailing list 
of, say, 500 customers. Each probably repre- 
sents one family. The Christmas-toy potential 
for 500 families ($33 x 500) is over $16,009. 
You won’t ever get all of this business. But you 
can count on a major portion of it if you stock, 
promote and sell a selection of toys for all ages. 

Profit margins and turnover? 

Excellent. 

Barring mistakes in purchasing and resultant 
markdowns, toys will always give you a 40-- 
percent margin of profit. 

Turnover rate is two to four times a year, 
year round, with a full stock turn a month not 
uncommon during the 3-4 month Christmas sell- 
ing season. 

Population is increasing at a rate that is 
almost alarming. In 1946 the experts estimated 
that our population would be about 162 million 
by the year 2000. Our birth rate right now is 
35 years or more ahead of that estimate. And 
there is no let-up in sight. 

If the current birth trend continues, by 1962 
there will be more than 65% million children 
under senior high school age. This would be an 
increase of about 21 million over the 1950 
census, or a gain of more than 40 percent. 

Some where, some how—goed times or bad— 
parents will buy toys for these children, just as 
they now do at a rate in excess of $1.2 billion 
annually. 


The current lion’s share of this market does 
not go to hardware stores. Hardware’s share 
of the total market hovers around 7 percent, or 
close to $100 million a year. With a real effort, 
this amount could easily be doubled. 
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How big should a toy department be— 
Christmas, year ’round? 

How about location? Front, back, side? 

How much volume should it produce during 
Christmas and the balance of the year to be in 
tune with your other departments? 

Dealer reports on these questions vary greatly. 
Many dealers report that toys give them far 
superior volume per year per square foot of sell- 
ing area. Still others report that this is only 
true from September through Christmas. Much 
hinges on location, competition, and clientele. 


| NE 


What it takes e 


to make money selling toys 


It takes space ... enough to display a good 
selection, and pay its way. How much is this? 


Read this article for the answer 


When all dealer polls are tabulated, this much 
is certain: hardware dealers have had a happy 
experience selling toys. They have found that 
toys easily produce the $25-$30 per year per 
square foot minimum sales desired. This is 
true 12 months a year, and doubly true during 
the Christmas season. 

You have only to look around your store after 
Labor Day to see numerous other items which 
won’t give you full sales production for the bal- 
ance of the year. 

Condensing these items and lines, and tighten- 
ing up other displays wasted on duplicate items, 
half-empty bins, and personal belongings will 
create toy selling room where there apparently 
is none. 

Getting more than $25 per square foot per 
year sales out of toys depends on many things: 

(1) Your toy selection. Imported racing bikes 
won't sell well in a poor income area. But $2.98 
dolls will. Gage your market and select toys to 
suit it. 

(2) Your display area. You need room enough 
for display and stock of fairly wide assortments. 
And you need steady traffic for sales. Charts on 
opposite page show pros and cons of various 
store locations for toys, and what dollar produc- 
tion per foot you should shoot for. 

(3) Your budget customers. Credit, layaway, 
and time-pay plans are important in big-ticket 
selling. Give your customers a way to buy and 
they will buy. 

(4) Your promotions. Advertising and pro- 
motion sell toys. Selected new items and price 
specials bring heavy traffic when advertised for 
Christmas. 








Where to put toys and what to expect in sales 


What's the best location for toys? What should your toy sales be? 

Toy departments are a magnet for traffic .. . Your sales aim in toys should be at least $25 
young and old. Locate your department where per year per square foot. Here are some samples 
other departments will benefit from this traffic. to help you figure your potential. 

















Store size: 3500 sq ft 

Store sales: $75,000+ a year 

Toy sales goal per sq ft: $25 per year 
Toy section size: 175 sq ft 

Toy sales should be: $4,375 per year 
Christmas toy sales should be: $1,750 
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Here is the ideal location for your toy department. 
Whether your traffic is browsers or buyers, a bright 
toy section in the middle and back of your store will 
beckon customers from every direction. And to get 
to a rear toy section, shoppers will pass through 
other departments and buy in them. 
Store size: 3500 sq ft s 
Store sales: $75,000+ a year t— : 
[-— [| —4 Toy sales goal per sq ft: $25 per year 
Toy section size: 280 sq ft 
{— [— Toy sales should be: $7,000 per year [{— 
Christmas toy sales should be: $2,800 
— os — 
| | ica] ¥ 














When you place toys near the front of the store you 
gain one distinct advantage: you let outside traffic 
know you’re in the toy business. And you will get 
impulse sales. Located here, toys will give you a 
hub of activity. But you’ll lose traffic in the back of 
the store. 


Placing your toy section on one side or the other 
will give you an uneven flow of traffic to that sales 
area. It means clogged aisle space. Departments to 
the rear and far side of this unbalanced layout will 
not get their share of traffic. 
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[— Store size: 3500 q ft on 
Store sales: $75,000+ a year 

| eee Toy sales goal per sq ft: $25 per year 
= Toy section size: 350 sq ft 




















eek Toy sales should be: $8,750 per year 
3 Christmas toy sales should be: $3,500 
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What are the right toys 






for volume sales? 


If you are a greenhorn when it comes to buying toys, 


you can put to use accepted sales records of key lines 


as a sound basis for selecting staple toy stocks 


Store: Your-town hardware. 

Volume: $75,000-$100,000 a year. 

Problem: New toy department. How much 
inventory to stock; what are key lines; how 
about the turnover rate and margins of profit? 


If your store falls in the $75,000-$100,000 
retail sales range, you ought to count on an 
average $3000 cost inventory in toys. Why? 

Dealers who have regularly handled toys as a 
year ‘round department over the years report 
that toys account for 8-10 percent of their total 
retail sales volume. 

Toys’ turnover rate is better than twice a 
vear. So, a $3000 cost inventory would amount 
to $6000 before the year is out. And since toys 
return at least a 40 percent margin of profit, 
that $6000 cost figure for the year will amount 
to retail sales of around $10,000. 

Therefore, a $3000 inventory will put you in 
the toy business with a stock both widely re- 
presentative of key lines and in proportionate 
sales ratio to your other hardware lines. 

What about that $3000 cost figure? How 
should it be spent? What will you show in mar- 
gin of profit on this investment? 

Some dealers retail toys high, because they 


say toy prices are not as familiar to shoppers 
as, Say, a pop-up toaster or hammer. These 
dealers may haul down 50 percent margins of 
profit, on the average. Others gross a 45 per- 
cent profit margin. But all dealers average 40 
percent margins of profit if they buy right. 

This means that a $3000 cost inventory turned 
over once would return at least $5000 at retail, 
and maybe more. Turned over twice, this in- 
ventory equals $10,000 in retail sales, with a 
gross profit margin of $4000. A three-time turn- 
over puts you in the $15,000 sales range with a 
gross profit of $6000. 

Of course, as with any line of merchandise, 
some items return fat margins while others 
drag their heels. But the average is what counts. 
In toys, the average is worth shouting about. 
It can make the difference in a good or bad year. 

What lines are important? 

Here are the 13 key lines that add up to &4 
percent of total toy sales, on a national average. 
There are slight fluctuations, but these lines 
regularly carry their share of the load. 

Each is itemized to show you its dollars and 
cents value based on a starting cost inventory 
of $3000. Other lines which account for the 16 
percent balance of toy sales are also noted. 
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How to invest $3000 at cost for a toy stock 


These are the key lines reported as sales leaders by the Toy Manufacturers of the 
U.S.A., Inc. This inventory, based on $3000 at cost, should form the basis for good, 
steady sales. Profit margin -or each line is based on one stock turnover. 


Line: Riding toys, accessories 
Percent of yearly sales: 18% 
Average retail price each: $15.67 
You should stock $540 at cost 


You should show about $360 margin of profit. 


Line: Dolls, accessories 
Percent of yearly sales: 17% 
Average retail price: $4.60 
You should stock $510 at cost 


You should show about $340 margin of profit. 


Line: Sporting goods, toys 
Percent of yearly sales: 8% 
Average retail price: $5.28 
You should stock $240 at cost 


You should show about $160 margin of profit. 


Line: Garages, non-riding autos, trucks 
Percent of yearly sales: 7% 
Average retail price: $2.46 
You should stock $210 at cost 


You should show about $140 margin of profit. 


Line: Craft, art science toys 
Percent of yearly sales: 6% 
Average retail price: $2.36 
You should stock $180 at cost 


You should show about $120 margin of profit. 


Line: Trains, accessories 
Percent of yearly sales: 5% 
Average retail price: $8.01 
You should stock $150 at cost 


You should show about $100 margin of profit. 


Line: Housekeeping toys, kits 
Percent of yearly sales: 4% 
Average retail price: $2.11 
You should stock $120 at cost 
You should show about $80 margin of profit. 
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Line: Guns, accessories 
Percent of yearly sales: 4% 
Average retail price: $2.57 
You should stock $120 at cost 
You should show about $80 margin of profit. 


Line: Construction toys, tools 
Percent of yearly sales: 3% 
Average retail price: $3.62 
You should stock $90 at cost 
You should show about $60 margin of profit. 


Line: Toy houses, doll furniture 
Percent of yearly sales: 3% 
Average retail price: $4.51 
You should stock $90 at cost 
You should show about $60 margin of profit. 


Line: Pre-school, kindergarten toys 
Percent of yearly sales: 3% 
Average retail price: $1.37 
You should stock $90 at cost. 
You should show about $60 margin of profit. 


Line: Card and board games 
Percent of yearly sales: 3% 
Average retail price: $1.99 
You should stock $90 at cost 
You should show about $60 margin of profit. 


Line: Animals, stuffed toys 
Percent of yearly sales: 3% 
Average retail price: $2.01 
You should stock $90 at cost 
You should show about $60 margin of profit. 


Above lines compose about 84 percent of your 
total $3000 inventory. Balance ($480) should be 
spread among following lines, each of which ac- 
counts for 2 percent or less of total national toy 
sales volume: record players, records, story and 
picture books, doll carriages and strollers, farm 
and mechanical toys, play suits (costumes) and 
masks, musical toys, color books, infants toys, 
puzzles, and action games. 
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How to advertise toys 


You can’t sell toys unless you tell people 
you have them. Here is a suggested effective 


program for more sales through advertising 


Don’t forget toys! Toy ads often give your layouts that some- 
When you are making up your next broadside thing different they need to attract attention. 
or newspaper advertisement remember that You probably have an advertising budget set 
toys draw their share of traffic on a par with up for your store and your key departments. 
specials in any other department. Most dealers base their general advertising 

Toys heighten your appeal as a family store budgets on a 2 percent of gross sales figure. 
in your ads. This figure covers newspapers, postcards, con- 

Toy ads lead the small fry to prod parents sumer mailers, and sometimes radio, TV, and 
into visiting your store. other local media. 





To insure getting the most out of your advertising budget, it is usually wise to promote toy 
items which fall into one of the 13 categories listed here. These are America's top selling lines. 


Share of 
Key lines toy ad budget Best time to promote Emphasize 
Riding toys 18 percent Early spring and fall Health, exercise 
Dolls 17 percent Christmas, early fall Youth training 
Sporting goods 8 percent A month prior to season Coordination 
Non-riding wheel goods 7 percent Christmas, winter Coordination 
Crafts, arts sciences 6 percent Christmas, school months Education 
Trains, accessories 5 percent Fall and winter months Skill, education 
Housekeeping toys, kits 4 percent Christma., January Youth training 
Guns, accessories 4 percent Christmas early fall TV idols 
Construction toys, tools 3 percent Christmas, winter months Coordination 
Toy houses furniture 3 percent January, February Youth training 
Pre-school toys 3 percent January, August Education 
Cardboard games 3 percent Christmas, winter Skill, memory 
Animals, stuffed toys 3 percent Christmas, spring Child safety 
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But to make sales in non-Christ- 
mas months, advertising is impor- 
tant. Toy advertising is usually 
based on a 5 percent of gross sales 
budget instead of the conventional 
2 percent. 

There is one big reason why 
this is practiced: toy margins of 
profit are good. 

When you begin with a gross 
margin of profit of more than 40 
percent, as opposed to hardware’s 
traditional 3314 percent, you have 
nearly seven points to spare. 

Some dealers never advertise. 
They pocket the extra margins. 
They fail to realize that this 
penny-wise thrift may lose them 
untold additional sales and profits 
that advertised specials might 
bring. 

For that matter, every dealer 
could stop advertising anything. 
They would all show a greater net 
profit at once on the business 
being done. But the business being 
done would be far out of propor- 
tion to the potential volume pos- 
sible with strong advertising. 

The only way to have effective 
toy advertising is to set up a 
schedule and a budget in advance. 
To do this you must plan on sea- 
sonal items by allowing two weeks 
to a month lead time in your ads. 
And you must figure out your 
monthly sales estimate to find out 
how much your 5 percent allow- 
ance will be. How much you have 
to spend usually controls the 
media you will use. 

A big budget around Christmas 
means newspapers or radio adver- 
tising. When toy sales are off in 
January and February you may 
have to settle for classified ads or 
postcard mailers. But no matter 
what the month or budget, plan on 
being a consistent advertiser. 

Building steady toy traffic means 
steady advertising. A hit or miss 
ad campaign is rarely fruitful. In 
the long run it costs more than 
it’s worth. 

For every item you advertise, 
push a tie-in or companion item. 
Push credit or layaway. Don’t ad- 
vertise an item which won’t re- 
turn at least 10 times the cost of 
the ad within a week of the day 
the ad is run. 


Don’t run ads just because you 
have a space to fill. 
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Layaways make profits 








Use layaways for a double payoff. They increase over- 


all sales and profit, and they help you build up a cash 








Almost every dealer is familiar with the lay- 
away story. Those who use it swear by it. Those 
who don’t use it are usually hampered by limita- 
tions of their stores. 

Many dealers have used layaways for toys: 

(1) To sell big ticket items. 

(2) To keep abreast of ever-advancing dates 
for Christmas selling without stocking 
a large inventory. 

(3) As a substitute for credit. 

(4) As a sales barometer for new items 
before the seasonal rush begins. 

(5) To build repeat traffic. 

But many dealers have perhaps forgotten how 
layaway can cushion cash obligations to whole- 
salers and suppliers in the middle of the Christ- 
mas season. 

Let’s say you are going to attend one of the 
wholesaler toy shows listed on page 63. You'll 
be going to your wholesalers to buy toy assort- 
ments for August, September, and October de- 
livery. 

These summer toy shows have many advan- 
tages. They give dealers an opportunity to pre- 
view fall and Christmas selections of all the 
newest lines. If you place late-summer, early- 
fall delivery orders early you are rewarded with 
dating, the best possible selection of the year, 
and a chance to cash in. on the best selling items 
and lines. 

Dating means you won’t have to pay the bill 
until Nov. 10 or Dec. 10, while still getting the 
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reserve to meet fall toy-billing dates 


advantage of 2 percent discount for cash pay- 
ment. 

Buying hot lines early means you’re sure of 
having them when demand is heaviest. It may 
be impossible later on to buy these lines at 
any price. 

When you place August, September, and Octo- 
ber delivery orders, you are taking on obliga- 
tions. You will have bills to pay before you have 
had a chance to sell the bulk of your stock. 

Even with extended generous datings, you will 
have lots of toys still to sell when your $500, 
$1,000, $2,500 invoices come due. An extra re- 
serve of cash on hand would be a big help at 
this time. 

How to get it? 

Get into the layaway business early. 

When you go to your wholesaler’s show, be 
prepared to buy as always. Take along a little 
book marked “layaway items.” When you see 
an item on the wholesaler’s display that you 
plan to buy for delivery in September, ask your- 
self: “Is this a good layaway item?” If it is, 
make a note of it in your layaway book. 

What makes a good layaway item? 

Items for layaway should be at least $10 at 
retail. They should be non-fad items that will 
have sure fire demand right through the season. 

Better dolls, wheel goods, kits, and mechanical 
toys are most popular lines for layaway. 

After you have checked all the items on the 
wholesaler’s display, go over your separate lay- 
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two ways 








away listing. Make sure that you haven’t dupli- 
cated items or lines. Also be certain you haven’t 
overextended your limits for display or storage. 
Then place a sample order for at least one of 
each of your selected layaway items for delivery 
in July or early August. 

When you receive your samples, you start the 
layaway wheels in motion. 

You begin to expand your toy selection grad- 
ually. 

You ticket layaway floor samples: “Sample, 
Not For Sale.” This serves as a reminder to 
your salesmen, and it also hints to customers 
that these items are really new. 

You take deposits of from $1 to 20 percent of 
the retail price. Early business will surprise 
you. 

You tell customers they may add to payments 
at their convenience. Most customers will stop 
around each payday to make another payment. 
Each time gives you more traffic. 

Most layaways started in August or early 
September will be at least half paid off by early 
October. Early layaway customers will be prime 
targets for new layaway accounts while the 
season is still young. 

Each deposit and each subsequent payment 
gives you extra cash you would not otherwise 
have to meet your big invoices later on in the 
season. Many layaway dealers hold this money 
in a separate account specifically for paying toy 
invoices. 

Your investment in early layaway? 

Nothing. 

The cost of samples will be met when you sell 
them later on. 

The return you get? 

Many: sales that might have gone elsewhere, an 
early indication of customer merchandise prefer- 
ences, extra traffic for your other lines, more 
volume over-all, and extra cash on hand to meet 
invoice obligations. 
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How to be 


a better toy buyer 


Your wholesaler has taken on the respon- 
sibility of toy buying for the majority of 
its dealers. You'll be a better buyer if you 
let your supplier guide you around costly 


mistakes. 


“I don’t know a blessed thing about toys,” the dealer 
said when we asked him if he planned to put in a toy 
section. 

“And I’m getting a little too old to start learning,” he 
added. 

“I’d be a fine one trying to compete with the other 
stores on this street in a line I know nothing about. 
Right?” he asked. 

“Wrong,” we said. 

Here is why: 

Toy styles are always in a state of flux. They change 
rapidly with fads, new materials, and changes in con- 
sumer taste. 

What is a best seller this year may be a dud next year. 

The point is, how much you know about last year’s 
sales winners means little. Each year’s new items are a 
gamble. Odds are shortened by how hard and how well 
you promote. 


The big risk belongs to your supplier. Your wholesaler 
stages the toy shows, warehouses the merchandise, and 


(Continued on page 64) 














Here are toy suppliers’ 


Dates indicate start of show, check 


Alabama 
McGowan-Lyons Hdwe & Supply Co. 
APNE AE rary June 3 


Moore-Handley Hardware Co.* 


Birmingham ............May 28 
Arizona 
Zork Hardware Co.* 
ERTL Se er re June 3 


California 


Blatt Distributing Co. 
Se NE 6 és bse sk eae es May 6 


M. Seller Co. 
Sen Francisco .......... May 19 


Thomson-Diggs Co.* 
ESE EET June 18 


Union Hardware & Metal Co.* 


ae SRN o's bc was 0% ows May 5 
Colorado 
Century Distributing Co.* 
NN i eo weh va 46 ON OSS June 3 
ii cas aia eal Cea Gee Aug. 5 


Hassco, Inc.* 
EES ESSE DSS INL a June 15 


Janney, Semple, Hill & Co.* 


ES GREE ERC eee June 16 
Illinois 
Ace Hardware Co.* 

I ss ws ba wh eh we Oe June 2 


Cotter & Co.* 
SS ee ee ee June 2 


Hibbard, Spencer, Bartlett & Co.* 
Sp cchwden wen June 9 


Janney, Semple, Hill & Co.* 
Ne. a bs 4 Ke ee ie OSs June 16 


Sell-Rite Sales Co.* 


EN, SUA don os 6 eee ee oe July 21 
Indiana 
Auburn Hardware Co.* 

I ee se he June 9 


Hardware Wholesalers* 
Pa; See ives wan eee seat June 2 


Ohio Valley Hardware Co.* 


NT RN ie Ry SE June 5 
Kansas 
W. A. L. Thompson Hardware Co.* 
EE i Dae ws 0 he 8 ae June 9 
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shows where you can select lines to build volume sales during Christmas 1957 


your salesman for closing dates. Star by supplier's name indicates that toy catalog, broadside or circular is issued. 


Kentucky 


Belknap Hardware Ce.* 
rear oe Eee June 1 


Grossman Sales Co.* 
Louisville 


Rottgering Distributing Co.* 
| PE Ree Sy ..May 15 


Sterling Hardware Co.* 
NS ah eres as June 10 


Stratton & Terstegge Co.* 
REO 6. Bs baie dn Hi June 1 


Van Deren Hardware Co.* 
SIR June 15 


Louisiana 


Woodward, Wight & Co.* 
PB eee June 9 


Massachusetts 


Arvedon Distributors* 
ES aR Va tie nee pees June 1 


Decatur & Hopkins Co.* 
RRR ree ane orp July 1 


Michigan 
Buhl Sons Co.* 
RR it ee rs ree June 17 


Kalamazoo Variety Sales Co.* 
NE ea occ swnwse June 1 


Morley Brothers Distributors 


te BO! Pear ree June 15 
Morley Brothers Distributors 
PE GE 0 6 5 hae caea wns June 15 
Morley Brothers Distributors 
DE Be voc ove we Suwa June 1 
Minnesota 
Janney, Semple, Hill & Co.* 
ETE: 5 cca ees xis o0 June 10 


Marshall-Wells Co.* 


SES et ee ee a June 9 
Our:Own Hardware Co.* 

EER ca kien s ca ancna July 29 
S and M Co.* 

POE. os bea we k ba July 14 
Montana 
Marshall-Wells Co.* 

DR iit o wcnedttentie ds ace June 16 


New Mexico 


New Mexico Hardware Co. 
pF ay June 1 


Zork Hardware Co. of N. M.* 


pO Pe Pe June 1 
Zork Hardware Co.* 

IIIs a no 0 ccc cctess June 3 
New York 
Albany Hardware & Iron Co.* 

Es saath nen ie abo June 1 


Masback, Inc.* 
Be Ts cb wis de din nck eb July 1 


Morris Rosenbloom & Co.* 
a RR eee te oe June 9 


Onondaga Hardware* 
Subsidiary of W. W. Conde Hdwe. 


I Wi iRsk ieee cece v June 1 
Ohio 
W. Bingham Co.* 

EE Ce eee June 9 
Bostwick-Braun Co.* 

, SR ESAS ee aR eh. ent ee June 2 


Imex Corp.* 
ESE OEY Pe June 2 


Geo. Worthington Co.* 


SE. Ciuc wae de oee cs July 14 
Oregon 
Marshall-Wells Co.* 
ee ica dee June 9 


Northern Wholesale Hardware Co.* 
ET Ba ek ee June 9 


M. Seller Co.* 


PEE ha Pivos Miwebadand June 9 
Pennsylvania 
American Hardware Supply Co.* 
UR aoa vc vi ce ceues June 3 


Franklin Hardware & Supply Co.* 


pe ee June 2 
F'ulton, Mehring & Hauser Co.* 

WE Waku t eed dss cane bate June 4 
Herr & Co.* 

NE et an eek oe June 24 
I. Lodge* 

PS. si Shaw haeed June 3 
Smith-Woodwell Inc.* 

ES a July 1 
Supplee-Biddle-Steltz Co.* 

DE cc niwcccevce July 5 


Edw. K. Tryon Co.* 
PN ne wecewun June 15 


<. A. Williams Co.* 
, June 15 


South Carolina 
G. R. Dawson & Son* 


Ab bc LS TRS 6 SAE ian June 1 
Tennessee 
CG. M. McClung & Co.* 

RE 3 < Co Ce ado oo eo wd oe June 1 


C. M. McClung & Co.* 
CN, ws ceca bine June 1 


C. M. McClung & Co.* 
Nd a oaiirn so 6 o weak June 1 


Orgill Brothers & Co.* 


a a eka es bwene June 1 
Stratton-Warren Hardware Co.* 
DE a's ot 0 eee ene bse June 1 
Summers Hardware & Supply Co.* 
PN June 17 
Texas 
Cullum & Boren Co.* 
I as nee wea ide as June 30 


Hall Wholesale Co.* 
ON eT May 26 


Huey & Philp Co.* 
Rr ree June 2 


Zork Hardware Co.* 
EEN SE SR NE a CPanee ee June 3 


Utah 
Geo. A. Lowe Co.* 
is i ocbcneswaaew he or June 15 


Virginia 
Jennings-Shepherd Co.* 
nc ou phan eee ee June 9 


Piedmont Hardware Co.* 
I Se Be June 11 


Washington 


Jensen-Byrd Co.* 
| Ee 5 ere June 2 


Wisconsin 


Frankfurth Hardware Co.* 
PID. . oo dé hn eurees June 3 


John Pritzlaff Hardware Co.* 
PSs oct unadawe ues May 26 
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How to be a better toy buyer 





does your preliminary market estimating for you. 

Any item not on his shelves is probably not 
worthy of your consideration. Any items he 
shows you carry the value of his years of toy 
merchandising experience. 

You profit by his purchasing advantages and 
know-how. Your risks are few, indeed. 

The point ts, wholesalers have a big stake in 
toys. They don’t want to buy duds. They don’t 
want to saddle you with them. Wholesalers want 
your business long after Christmas. 


You are limited by style and price ranges in 
your basic assortments. 

Certainly, each toy department needs a few 
dolls, trains, and some wheel goods. But you 
don’t have to tie up all of your buying dollars 
with staple stock items. A representative selec- 
tion is important, but basic stock items need not 
account for much more than half of your open-to- 
buy. 

You should buy sufficiently wide assortments 
without laying in heavy back up stocks. There 
are two reasons for this. Heavy back up stock, 
even in staple lines, carries high-markdown risk 
if sales are a disappointment. 

Wide variety in narrow depth of stock means 


(Continued ) 


you'll please more customers with varied assort- 
ments, and you won’t have the risk of mark- 
downs. 

The point is, if you buy wide and light you'll 
have freedom to choose many more items and 
lines that appeal to you. You won’t be hamstrung 
by buying up to the hilt in staples. And you will 
have more traffic through having a reputation for 
variety in toy lines. 


As hardware stores increase their stature as 
family stores, toys become more important. For 
without toys you do not have a true family store. 

Each year, more dealers add toy lines, either 
seasonally or as a 12-month moneymaker to en- 
courage more family shopping trips. 

How to learn more about the toy market? 

Visit your wholesaler’s toy display showrooms. 
More than 10 percent of all the hardware whole- 
salers in this country will have (some have 





Toy quiz 

Did you know that ... toy sales rose between 12 
and 15 percent in all retail outlets last year? 
Volume edged close to the $1™% billion mark, 
for a gain of nearly $215 million. 





already begun) large toys shows and exhibits 
this summer. 

When you visit your wholesaler’s show you 
learn how big and profitable toy merchandising 
can be. Perhaps you’ll get your first glimpse of 
how big a hardware factor toys have become. 

You will find wholesaler salesmen and execu- 
tives eager to bring you up to date in sales 
trends, product knowledge, and promotional! 
Know-how. 

Trips to the showroom, a lot of questions and 
answers, and a close inspection of important toy 
lines will soon qualify you as one who knows his 
1957 toy market. 

Remember, in toys, experience with particular 
items or lines is not too important. It’s this 
year that counts, and this year may be com- 
pletely different than last year. 

Many of the wholesalers with summer toy 
shows have issued special toy catalogs or broad- 
sides to help you sell more. The job of promot- 
ing toys will be made much simpler if you put 
wholesalers’ promotional pieces to use. 

if your favorite wholesaler is not among those 
listed among the following, check him anyway 
for toy assortments. Our listing was as complete 
as possible when we went to press. 





More toy traffic needed? 


...a live Santa pays off 


A real Santa is a big promotional expense. But 


he can more than pay his own way in traffic and 


profit if you follow these steps 


Can’t afford a live Santa, you say? Before 
you make up your mind, consider this: 

Wherever there is a Santa Claus, there is 
usually plenty of traffic during the peak Christ- 
mas months. No one denies this. But, you say, 
there has to be plenty of extra traffic to support 
a non-selling employee who costs $60 to $100 a 
week. It can be difficult to break even. 

Again, no one would deny this. But Santa 
need not cost you anywhere near $60-$100 a 
week. 

Here is why: there is a surplus of retired and 
pensioned men over 65 everywhere. They would 
give anything for something to do as exciting as 
being a Santa Claus. They won’t need or ask 
for big wages. 

Also, a live Santa need not be a 48-hour-a-week 
employee. Let’s face it. You are not really busy 
that many hours a week, at Christmas or any 
other time. In brief, your Santa only has to be 
on his throne about 4 hours a day (or evening) 
to catch peak traffic loads. 

You'll get enough extra traffic during your 
best shopping hours to make this part-time em- 
ployee as valuable as a full page of advertising. 
You'll find plenty of potential Santas available 
for $1 an hour or less. Use them 25 to 30 hours 
a week at best selling times. Your extra $25 
payroll will be your best investment in years. 
But keep these facts in mind: 


A—Who to hire... 


* Men whom you know personally, or whose ref- 
erences you have checked. You can’t risk of- 
fending your trade with a man who lacks patience 
with children, a man who drinks, or a man who is 
anything less than neat and courteous. 

* A retired person to whom something exciting 
to do is more important than money. You'll be 
surprised at how many pensioned professional 
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people are available, and eager to play Santa’s 
role. A single classified advertisement will prove 
this to you. Advertise and hire your man early, 
though. You may be disappointed if you wait 
past October. 


B—What to teach him... 


* That his hours on duty will be advertised. 
Train him to be there on time, and not to overdo 
coffee and smoking periods. 

* That each child on his lap will report back to 
its parents. Each child deserves an equal amount 
of listening time and encouragement to whisper 
their dreams. Otherwise, angry parents may 
stalk out of the store, never to return. 

* That each day he should take extra care with 
his appearance. A clean uniform and boots, a 
clean beard, clean hands, and a tidy throne will 
give him a word of mouth reputation with the 
trade. This brings in still more traffic. 


C—Way to use him... 


* Promote Santa’s hours in your windows, ad- 
vertising, and mailing pieces. 

* Loan him to schools, clubs, and social groups. 
He carries your name wherever he goes. 

* Share him with another store in your neigh- 
borhood or shopping center. Costs can be lowered 
if two stores divide the hours. 

* Invite the local press on the day that Santa 
arrives. Get nearby merchants to join in an 
event with a parade and/or welcoming com- 
mittee of important people. 

Santa’s value to you is obvious. Every parent 
takes children to see Santa. Many parents are 
fed up with the crowded trip downtown and the 
long wait in many big stores. They would just 
as soon patronize a local store that has an au- 
thentic Santa. You get traffic, and you get sales 
that would be going elsewhere. 
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HARDWARE AGE 
Pocket Want Card 


You can't sell it, urless it’s in stock. Write 
down here all outs, low stocks and special 
requests. Give size, color, model, etc. Take 
@ new card each marning. Turn card in each 
evening. 











































(use back of card, if you need more space) 





This Pocket Want Card has ruled spaces on 
both sides for writing down outs, shorts, spe- 
cial requests and other information. I+ can be 
filed on a spike or nail at the store office. 











Note:—Copies of this Pocket Want Card can be ob- 
tained from HARDWARE AGE, at 70 cards for $1, or 
450 cards for $4.95 postpaid. Send check with order 
to Pocket Want Cards, HARDWARE AGE, Chestnut 
& 56th Sts., Philadelphia 39. 
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Stop throwing toy profits away! 


You can’t sell toys unless they are in stock. 
Here is a Hardware Age extra that will help you 


reduce outs and lost sales 


“Sorry, we’re just out of that item.” 

How many times a day do you... and your sales- 
people ... say that to customers? Each time you 
make that statement, you are needlessly throwing 
profits away. 

No store can expect to be perfect in avoiding toy 
lows and outs, but investigations have shown that 
most outs or short stocks can be avoided by the use 
of a good stock control system. If you don’t have stock 
control, then you must be certain that the Want Book 
is used properly and consistently. 

The big objection to the Want Book is that when 
the store is busy, salespeople do not take time to write 
outs in the Book. They are too busy to stop, or the 





Editor’s Note: This is the second repeat of a sell- 
out. On Nov. 22, 1956, and Jan. 3, 1957, we ran 
the Want Card story in our Management Idea 
File. We’ve thus far put 100,000 of these cards 
in the hands of dealers from coast to coast. The 
response got us thinking that many dealers may 
have missed the articles in the rush of business. 
And, because the majority of our orders were for 
hundreds of cards, we again offer the special 
price of $4.95 for 450 cards. 





Want Book is too far away. So the out item doesn’t 
get listed and more toy customers are disappointed 
and more profits are thrown away. 

How can you overcome this weakness in the Want 
Book? 

The best way is to use a Pocket Want Card of the 
type shown on this page. This card fits into shirt or 
jacket pocket. It has space on both sides to write outs, 
shorts, or special requests . . . the minute you dis- 
cover them. 

Each evening all salesmen put their cards on the 
store manager’s desk. Each morning -a ‘new one is 
picked up by all salesmen. This simple procedure helps 
you plug most losses due to outs. 

Your local printer can very easily and inexpensively 
print such cards for you, or you can obtain a supply 
from HARDWARE AGE. | 
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How to put a 


toy promotion to 


Here is an effective yet low-cost technique 


for staging a local promotion with the 


sales impact of a national campaign 


Most of your Christmas sales come from im- 
pulse buying. Most dealers agree that this is 
true. 


The amount of selling on impulse you do hinges 
directly on how much traffic you bring into the 
store. When traffic improves, impulse sales and 
volume improve. 

Few hardware store departments top a first- 
rate toy department as traffic maker during the 
three-month Christmas season. More dealers 
learn this each year. 

But a first-rate toy department is no accident. 
It is the product of planning. And one of the 
best ways to plan for more toy sales is with 
effective promotion. 

What would you call really effective promo- 
tion? Isn’t it a promotion that tells your com- 
munity that your store is headquarters for a 
wide selection of quality toys made by trusted 
manufacturers? And from your viewpoint, 
shouldn’t such a promotion be built around toys 
with stable prices, that you know will sell in 
volume? 

It would be hard for the average hardware 
dealer to run a promotion like this. Few dealers 
can afford the expense and time of merchandis- 
ing an event of this caliber. Your most practical 
alternative is to join a nationwide, manufactur- 
er-sponsored promotion. 

The American Toy Promotion, now in its 
tenth successful year, is especially suitable for 
hardware dealers who want an effective toy sell- 
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WORK... 





This string tag goes on the featured toys in the 
American Toy Promotion. It gives each toy more 
sales appeal by linking it with an important national 
advertising campaign. 


ing campaign. The American Toy Promotion 
embodies all of these aspects: toy quality, price 
stability, and volume sales potential. 

Highlight of the promotion this year is seven 
consecutive pages of four-color and black and 
white advertising in the Ladies’ Home Journal. 
This year’s advertising will run in the December 
issue (on sale Nov. 26) of the Journal. 

Dozens of popular, hand-chosen toys will be 
shown, described, and priced. Many of the toys 
will be shown on color pages. Some are on black 
and white pages. All will be seen and admired 
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A working promotion 





(Continued ) 


by one out of every two women shoppers during 
the 1957 Christmas selling season. And women 
are your prime toy buyers. Journal studies show 
that women buy about 80 percent of all toys. If 
you would sell more toys, you must concentrate 
on women as your most important customers. 

Television coverage will back up the Journal 
ad in 25 key television markets, five more areas 
covered than in last year’s promotion. TV pro- 
motion period runs from two to four weeks in 
each market. 

Besides the Journal and TV ads, Sunday news- 
papers in 50 major trading areas (areas that 
do not overlap TV ads) will further blanket the 
market. 

Millions of families will be made toy conscious 
through the wide influence of this largest Christ- 
mas advertising campaign in three major adver- 
tising media. Demand will be heavy everywhere 
for the toys in the American Toy Promotion. 

Dealers should tie in with this selling effort 
by using store trim kits that carry the “Adver- 
tised in the Ladies’ Home Journal and TV” 
theme. Dealers can also get mats to advertise 
the toys in their local newspapers. These ad mats 
tie-in with the general format of Journal ads. 
A big, attractive consumer catalog of the fea- 
tured toys is also available for dealers to mail 
out. 

The tenth-year American Toy Promotion of- 
fers better local coverage for dealers everywhere. 
Local dealers who have joined the promotion will 








be listed free of charge in the Sunday newspaper 
ads which will appear in 50 key markets. 

Dealers who join the promotion will be listec 
in the Journal immediately following the seven- 
page toy ad. This listing gives your store name 
and address, and names you as local headquarters 
for the American Toy Promotion featured toys. 

And the listing costs you less than last year. 
Charge this year for inclusion in the Journal 
list is $30. For an additional $25 you receive 
1000 Ladies’ Home Journal toy consumer cata- 
logs with your imprint. A companion store deco- 
ration kit is yours for $2. 

Of utmost importance in this promotion is the 
fact that the local hardware dealer can compete 
on an equal basis with his big department store 
competitors in key toy lines. The comparatively 
smaller dealer can offer his customers the same 
quality selection at the same prices. 

The department stores have long recognized 
the value of this toy promotion. Their ads are 
usually timed to run concurrently with Journal 
and TV advertising. Tota] tie-in retail adver- 
tising lineage for several years has been 1,000,- 
000 lines. 

Many hardware dealers have run ads of the 
same type as department stores, but on a smaller 
scale. These dealers have let their customers 
know that they, too, promote the Journal-TV 
toys. These dealer ads are known to produce 
plus volume. And this year, even more dealers 
will participate. 

This year, the toys of the American Toy Pro- 
motion are being carried in depth by many whole- 
salers in the hardware and toy fields. Included 
are: 

Hibbard Spencer Bartlett & Co., Progressive 
Wholesalers, Crans Supply Co., American Toy & 
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American Toy Promotion highlights 


(1) Top magazine coverage. The Ladies’ 
Home Journal circulation tops 5,600,000. Most 
of its readers are women. Most toys are bought 
by women. 

(2) Top TV coverage. Coast to coast TV in 
25 key markets will echo Journal ads. Count- 
less millions more consumers will see and re- 
member the American Toy Promotion and its 
featured toys. 

(3) Top newspaper coverage. Sunday news- 
papers in 50 leading markets, not conflicting 
with the TV coverage, will catch the eyes of 
still another large segment of consumers. 
Dealers who join the Promotion will be listed 
free in these newspapers. 

(4) Tie-in consumer catalogs and _ store 
trim kits. Available at small additional cost, 
these give every dealer the tools he needs to 
cash in on a national sales campaign. 








Plastic Co., Gale-Devon Co., Robinson’s Whole- 
sale Distributors, Freid’s Inc., Kelenyi & Son, 
Sell-Rite Sales Co., Grossman Sales Co. 

Also Rottgering Distributing Co., Interstate 
Electric Co., Arvedon Distributors, Sydney Kann 
& Co., S. Abraham & Sons, Kalamazoo Variety 
Sales Co., H. Corenzwit & Co., Greenville Mer- 
chandise Co., V & A Distributing Co., Samuel 
N. Horowitz & Sons, Morris Rosenbloom & Co., 
S & H Distributing Co., Greenman Bros., Inc. 

And William Gurdin Co., Smith Supply Co., 
Imex Corp., Ohio Notion & Paper Co., Klien 
Bros. Paper & Twine Co., I. Lodge, Milton D. 
Myer Co., Service Wholesale Co., Jennings-Shep- 
herd Co., Variety Sales Co., Thoreson Sales Co., 
Acme Sundries Co., Bruner Wholesale Co., and 





Blumberg & Saron, Inc. SS |S | > 
> | > 
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Your customers interest in 
Christmas toys is magnified by 
many pages of advertising in the 
Ladies’ Home Journal (plus 
dealer listings), TV coverage in 
key markets, and Sunday news- 
paper ads in dozens of major 
trading areas. 


FOR CHRISTMAS 1957 





with the hardest-hitting 


@ The nation’s most popular toys will be featured in a 


GIGANTIC, 7-PAGE 
SECTION IN THE 


becewser..” SOURNAL 


pre-selling to a huge audience of 16,000,000 readers. . 
thousands of them right in your own area! Women believe 
in Ladies’ Home Journal .. . buy what the Journal tells 
them to buy! 

Your store can be listed as headquarters for these toys 
next to this powerful ad. 

All you do is carry the advertised toys in your store and 
send us your check for $30 to cover listing. 


@ POWERFUL NEWSPAPER AD MATS... 


The American 


BRINGS YOU 


TRAFFIC! SALES! 


selling plan in toy history! 


@ 50 FULL PAGES OF SUNDAY NEWSPAPER ADVERTISING 
showing all the toys . . . making these toys the best known, 
most wanted gifts in America! 


PLUS 
@ COMPLETE PROMOTION KITS (36 pieces) .. . loaded with 
all the eye-catching promotional material you need for 
a bong-up selling job! 
letting you tell all 
the shoppers in your community that you have the toys 
they've heard so much about! 


Don’t miss out! Tie in with the American Toy Promotion 
make your store Christmas headquarters for all the gift- 
buyers in your neighborhood! Fill out, send in the 
coupon foday! 


@ And that's not all! This powerhouse program will be backed 
by a huge COAST-TO-COAST TV CAMPAIGN in which all 
toys will be demonstrated on live shows. 





Here are the official Amer- 
ican Toy Promotion Whole- 
salers who have every toy 
in the promotion and who 
can service your needs. 











Bruner Wholesale 
301 W. Madison 
Phoenix, Ariz. 


Progressive Wholesalers, Inc. 
1635 South Figueroa 
Los Angeles, California 


American Toy & Plastic Company 
655 Kennedy Street 
Oakland, California 


Freid's, inc 

1901 East Hillsboro Avenue 

Tampa, Florida 

Hibbard Spencer Bartlett & Company 
2201 West Howard Street 

Evanston, Illinois 

Kelenyi & Son 

542 est Grant Place 

Chicago 1/4, Illinois 


Sell-Rite Sales Compan 
1309 South Washington 
Peoria, Illinois 


treet 


Grossman Sales Company 
624 West Main 


Louisville, Kentucky 


Rottgering Distributing Company 
2600 Cairo 
Paducah, Kentucky 


interstate Electric Company 
100! South Peters Street 
New Orleans, Lousiana 


Arvedon Distributors, Inc. 
73 Portiand Street 
Boston, Massachusetts 


Sydney Kann & Company 

2755 West Fort Street 

Detroit, Michigan 

S. Abraham & Sons 

517 South Division 

Grand Rapids, Michigan 
Kalamazoo Variety Sales Company 
1012 North Westnedge 

Kalamazoo, Michigan 

H. Corenzwit & Company 


1444 North Broad Street 
Hillside, New Jersey 


Acme Sundries Company 


The Greenville Merchandise Company 
486 Ocean Avenue 
Jersey City 5. New Jersey 


Samuel N. Horowitz & Sons 
34-30 Steinway Street 
Long Island City, New York 


Morris Rosenbloom & Company, Inc. 


29-33 St. Paul Street 
Rochester 4, New York 


S & H Distributing Company 
4702 South Salina Street 
Syracuse 5, New York 


William Gurdin Company 
37 Hudson Street 
Yonkers, New York 


Smith Supply Compa 
Rockingham, North oo 


imex Corporation 
810 Main Street 
Cincinnati 2, Ohio 


Ohio Notion & Paper Company 
880 East Indianola Avenue 
Youngstown 2, Ohio 


Greenman Bros., Inc. 
85 Willis Avenue 
Mineola, Long Island,.New York 


Klien Bros. Paper & Twine Compaay 
1633 Hanover Avenue 


Allentown, Pennsylvania 


1. Lodge 
2016 North Second Street 
Philadelphia, Pennsylvania 


Milton D. Myer Company 
324 Third Avenue 
Pittsburgh 22, Pennsylvania 


Service Wholesale Company 
305 Broadway 
Nashville, Tennessee 


Robinson's Wholesale Distributors 
460 King Street 
Charleston, South Carolina 


Jennings-Shepherd aoe 
357 Salem Avenue, 
Roanoke, Virginia 


Variety Sales Company 
1212 North Howard Street 


Spokane |, Washington 


Crans Supply Company 
20i—20th Street 

Huntington 3, West Virginia 
Thoreson Sales Co. 

2602 Canton Street 

Dallas |, Texas 


Gale Devon Co., Inc. 


Blumberg & Saron inc. 
95-35 Sutphin Boulevard 
Jamaica, New York 


''s. WARING, AMERICAN TOY PROMOTION, 430 Park Avenue, New York 22, N. Y. (PLaza 1-3500) , 


Vv. & A. Distributing Co. 
Bridger, Montana 


1240 Michigan Ave. 
Chicago, Illinois 


23 South Fourth Street 
St. Louis 2, Missouri 


{ ] Please list our store’s name following the American Toy Pro- PLEASE PRINT 


motion’s ad in the Ladies’ Home Journal. My check for $30 is 


enclosed. * I agree to carry all the items listed in the promotion. 


Name Pe Title 


Send sample and full information on the 1957 American Toy | 

Promotion self-mailer or envelope enclosure. | 
, Store Name 1S ' “dees 

Send us __-»_ American Toy Promotion Kits. I enclose check | 


or money order for $ . Payment must accompany all kit 














orders ($2.00 each). ERE PS RN PE IE aA eee 
[ | Send information on ad mats prepared by Timely Features, Inc. 
*Make all checks payable to the American Toy Promotion ERE SC A ri Zone State _. alk 
oe" | 
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BIGGEST EVER 


TURNOVER! PROFITS! 


Here are the toys featured in the 1957 AMERICAN TOY PROMOTION. Order now. 
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LADIES HOME 


Toy Promotion “TOURAAL 


WORLD'S LARGEST WOMEN'S MAGAZINE 


SUGGESTED SUGGESTED 
RETAIL RETAIL 
CONTACT & MANUFACTURER ITEMS PRICE CONTACT & MANUFACTURER ITEMS PRICE 
Glenn Bever, Aids, Inc. Supersonic Defender #100 $7.95 Hugh Bohner, Hassenfeld Brothers Mr. & Mrs. Potato Head and Pets #2004 $1.98 
211 Arena St. 1033 Broad Street Charms-N-Chains Craft #2325 2.98 
El Segunda, Coallif. Central Falls, RI. Fearless Fireman #2615 1.98 
Deluxe Jr. Miss Sewing Case #1546 4.98 
H. W. Laros, S. L. Allen, Inc. Flexible Flyer #251 Oil Paint-By-Number Set #2225 3.98 
Fifth & Glenwood Ave. Flexi-Racer #300 Deluxe Doctor Cose #1370 (or Nurse) 2.98 
Philadelphia 40, Pa. Deluxe Travel Cosmetic Case #1926 4.98 
Pencil Craft Painting Set #3750 1.98 
Frank L. Kams, Amical, Inc. Amico Heavenly Twinkle 3.98 Charles Sussman, Irwin Corporation Batting Practice Game #2621 6.98 
1472 Merchandise Mart Star Lites #978 200 Fifth Ave. Army Motor Pool #1437 5.98 
Chicago 54, Illinois New York, N.Y. Tea Set #933) 2.98 
A. P. Sager, Amsco Deluxe Doll-E-Layette #348 3.98 R. N. Jefferson, Jefferson Mfg. Co. Lone Ranger Guitar #85 3.98 
Hotboro, Pa. 2433 North Orianna St. 
Philadelphia 33, Pa. 
A. B. Littleton, Auburn Rubber Co., Inc. Large Farm Set #953 3.69 : 
Auburn, Ind. Frontier Set #563 3.98 L. E. Wilson, Junior Toy Corp. AMF Jr. Trike Model G65! 
Div. American Machine & Foundry AMF Jr. Deluxe Chain Drive Trike G697 
Hammond, Ind. 
Charles A. Shea, Milton Bradley Co Redskin Finger Paint #4324 2.00 
74 Park St. Go to the Head of the Class #4175-8 3.00 Joseph Steiner, Kenner Products Co. Girder & Panel Building Set #2 3.98 
Springfield 2, Mass. Rack-O #4615 2.00 912 Sycamore St. 
Cincinnati 2, Ohio 
William Einhorn, Arthur Brown & Bro. Inc. Jon Gnagy “Learn to Draw" 
2 West 46 St. Outfit #3129 295 V. M. Truska, Northern Signal Co., Inc. Magic Designer 3.95 
New York, N. Y. 741 Forest Ave. Kearny, N_J. 
Stanley James, Parker Brothers Monopoly #9 4.00 
G. E. Bragg, The Burrowes Corp Pool Table #457 34.95 190 Bridge Street Sorry! #390 3.00 
200 Fifth Ave. Salem, Mass. Rook #690 1.25 
New York, N. Y. Coreers #42 3.00 
L. M. Cox, L. M. Cox Mfg. Co., Inc. Cub 105 Engine Powered Model Gordan Wolkenberg, Pert Pat Products, Inc. Living Room Doll Furniture #8 7.95 
Box 476 Airplane #C-52 7.95 200 Fifth Ave. 
Senta Ana, Calif. New York, N.Y. 
Robert H. Cowan, Daisy Manufacturing Co. Big Smoke Rifle #961 2.98 Henry P. C. Keuls, Petal Croft, Inc Petalcraft #300 4.00 
Piymouth, Mich. Frontier Scouting Kit #1965 9.95 175 Fifth Ave. 
Holster Set #2534 4.98 New York, N.V. 
Holster Set #2562 7.95 . 
G. F. Haley, Plastic Block City, Inc. Block City #8500 4.95 
4223 West Lake St. 
Fred Doepke, C. W. Doepke Mfg. Co. Mama's Helper Gift Pack #7500 7.50 Chicago 4 ~— : 
Rossmoyne, Ohio , 
James R. Stritch, Revere Copper & Brass Co. Miniature Revere Wore #5977 9.98 
Monroe Weil, Educational Products, Inc. Hi-'N-Lo Pogo Stick #696 6.98 P.O. Box 111 
26 Avenve 8 Rome, N.Y. 
Newark, New Jersey 
Keith Minthorne, Royalites, Inc. Multiple Tree Lites #8215 5.25 
Leonord Eisen, F. P. |., Inc. Animal Black-Board #680 1.50 1 4th Fi. Merchandise Mart 
336 Third Ave. (Happy Tiger) Chicago 54, Ill. 
New York.10, N. Y. 
Sidney A. Tarrson, Sidney A. Tarrson Co. Skill Drive #798 2.00 
712 N. Franklin St. 
F.C. Miller, The Gamecraft Company Face Off #33 7.95 oe hemes 
i Chicago 10, Ill. 
Red Lion, Poa. 
Frank L. Kams, Trees, International Visca Flocked Trees #424F 7.95 
Harvey Rath, A. C. Gilbert Co. Gilbert Microscope Set #13021 10.95 Syite 2310 
Erector Squore Gilbert Chemistry Set #12033 10.00 Prudential Bidg. 
New Haven 6, Conn. Chicago 1, lil. 
Glenn Ederer, Glolite Corporation Glolite Giant Twinkling 3 bell Tom Colcott, Tru-Vue Company Tru-Vue Gift Set #520 2.98 
1472 Merchandise Mart cluster #1306 2.98 Beaverton, Oregon 
Chicago 54, lt. William S. Loeb, Wilkening Mfg. Co. Mr. Wiggle’s Fire Engine #200 12 2.00 
; ; 2000 South 71st Street 
Henry P. C. Keuls, H & K Toy Company Cartoonist Magic Snap Board #600 2.98 Philadelphia 42, Pa. 
175 Fifth Avenue 
New York, N.Y. H. A. Swain, Winchester Roller Skates Winchester Super Speed Model 60 
Winchester-Western Div. Deluxe Roller Skates #60 5.95 
Edna Rooney, Halsam Products Company American Skyline Construction Set #93 6.00 Olin Mathieson Chemical Corp. 
3610 Touhy Ave. 275 Winchester Ave 
Chicago 45, Ill. New Haven 4, Conn. 
Ps ei 
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This Is It! KENNER’S NEW 


"yy GIRDER and PANEL 
“2s BUILDING SETS 


FEATURED IN THE AMERICAN TOY PROMOTION AD ON THE PRECEDING PAGES 











NOW! Build the way REAL MODERN BUILDINGS are built! 





Upright 
GIRDER 









Simple! 
Only 3 
BASIC PARTS 


Cross 
GIRDER 








"oO 
BUILDING GOES UP just like a real building of 


structural steel . . . First girder framework is constructed 
on the masonite foundation with interlocking plastic upright 
and cross girders. Next, plastic prefab walls and roof panels 
snap on. The finishing touch is colorful flags, signs, mar- 
quees, etc. Youngsters get a real thrill designing and build- 
ing original colorful modern buildings (“H. O.” scale), 
skyscrapers, railroad stations, factories, air terminal build- 
ings and hundreds more, each with different framework and 
panel arrangement. Set builds rigid structures on masonite 
foundation board that can be picked up and carried anywhere. 


to Mo, Stated dee BEET 69.59 “ame 
a prance 2 Fire LIST $4. yes 
my od amount 3¥s be, LIST $6. $595 
AND-here’s the most exciting NEW Toy in years!... 
LA s BATTERY MOTOR 


DRILL 


th oa on and 6 PLAY TOOLS 





Building shown here is 
built with set No. 2 


































DRIVES BOLTS that actually work—not just pretend! 


3.00 


DRIVES SCREWS 
up and down 
through WORK 
BENCH only 









GRINDS BUFFS MIXES Sete Traded 
Grinds Flint Buffsand pol- Mixes jello, $2.98 
AXE to throw ishes toy cars malted milk, | 

off harmless etc., with lambs _ efc., like a : 

sparks wool buffer real mixer 








No. 345 KENNER’S BATTERY MOTOR PLAY DRILL—Packed '/, doz. to shpg. case—wt. 6'/; Ibs 


KENNER PRODUCTS co. 912 Sycamore St., Cincinnati, O., Phone CH 1-7511 









: Ady “AMERICAN TOY PROMOTION SECTION] HARDWARE AGE, JUNE 6, 1957 
> — 











Sot 


a 






FI RST in the field... 
o EST made... 
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(6 big sets), Dest profit 
picture, MOST advertised, 
andyouhavethe  # ascii 
unbeatable reasons 
why BLOCK CITY is 
America’s favorite be en —« 


construction set.. 


In every price line 


B-500 {8 14 

B-750 t(Z} CRM So eaeee 
R_99F eo eee 
B-1500 950 pr 15.00 
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PLASTIC BLO CK CIT ar 


4295 W. Lake Street, Cl Ill... Van Buren 6-6 
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Today’s adventures in science 
will create tomorrow’s America 
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The Gilbert line for 1957 has brought dynamic 
merchandising to the toy industry. 





Here are traffic-stopping features in tune with 

the times, when all the world is more interested in 
Science than ever before — exciting adventures in 
Scientific Crime Detection, Space Exploration, Atomic Energy 
and Electronics and many other fields — presented to 
appeal to both child and parent. 


Here is self-selling packaging never seen before 
in the toy trade — brilliant Day-Glo and full-color 
printing superbly combined for maximum impact 


at the point of sale. Gilbert Chemistry, Microscope, Erector, 

; ‘ and Fun with Electricity Sets and Tool Chests 
Here is value the eye can appreciate, correctly can all be big profit-makers in your sales 
price-pointed for quick sales and easy trade-up. picture. Send for new full-color catalog to 


Advertising Depariment B.7, 


THE A. C. GILBERT COMPANY 


NEW HAVEN 2 CONN. 
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New “hook” for your tea — a’ 


All-new kettlette and new lower prices spearhead these 
Revere Ware Specials! 


Tea time’s profit time. . 
Revere Ware ‘specials’ 
thermometer. 


. and it’s iced-tea time now! These 
can boost your sales like the rising 


More Reasons to Stock up 


Tempting prices aren't all! There’s a natural interest now in 
making cooling summer drinks. And there’s a natural interest in 
the world’s finest utensils—Revere Ware—for their notable 
features! Stainless steel p/us copper bottoms. Large openings for 
easy cleaning, filling and pouring. Cool, cool Bakelite knobs 


and handles. And trigger-action control on the ever-popular 
whistlers. 


Easy to Display 
The idea above takes only minutes to set up. It displays the big 
Revere Ware line of tea kettles to eye-stopping advantage. Note 


how well it shows off the attractive all-new, all-copper kettlette 
. and tempts shoppers with the new lower prices! 


What to Do 


Check your stock today. Re-order promptly. Set up a display 
like the one above. And watch those stops in your shop turn 
tO music in your cash register! 


by REVERE COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division, Rome, N. Y. 


> 
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Theyre 
mine, 
all 
mine... 






















AMF Wheel Goods have a 
certain way of exciting kids. 
Maybe that’s why more kids 
get excited about AMF bikes, 
trikes, cars and tractors 
than any other kind. Here 
you see just three of the 
terrific models in the beautiful 
1957 AMF line. Isn't it time 
you did the kids in your 
neighborhood a favor by 
featuring these exciting 
whee! goods in your store 
to get parents excited, too! 


AMF Wheel Goods Division 


American Machine & Foundry Company « Hammond, Indiana 


AMF JUNIOR TRIKES AND SIDEWALK BIKES, AMF CARS, TRACTORS AND STROLLERS, 
AMF ROADMASTER AND AMF SHELBY MIDDLEWEIGHT BICYCLES, HERCULES ENGLISH LIGHTWEIGHT BICYCLES 
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FOLDING TABLE AND 
CHAIR ENSEMBLE 


for children 3 to 7... 
new Converti-Leg 
grows with the child! 


America’s biggest value in a 
juvenile table and chair set! 
A full 48 by 21% inches. Over 
7 sq. ft. of table space for 
extra usefulness ... nearly 
twice the size of ordinary 
tables. Opens at the touch of 
a button, folds in seconds for 
storage or easy carrying on 
its own handle. Convertible 
legs grow with the child. j 
Handsomely lithographed Big j 
Top Circus motif. Complete 
with 2 matching chairs. Light- 
weight yet sturdy ... big, yet 
compact ... quality, yet pro- 
motionally priced! 


Model K-25-S $19 95 * 


(Table and 2 Chairs) 
LIST CONVERTI-LEGS ad- 
> . ustable from 20°’ 
Extra chairs available ie as shown . 
to 23%," high by 
simple movement of 
four bolts. 
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” Guaranteed by 
Good Housekeeping 
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THERE’S FOLDING MONEY IN THESE FOLDING TABLES! 


Sensation of the Toy Fair ... and no wonder! These carrying on their own handles! They’re unique: the 
outstanding juvenile tables by All-Luminum Products Study ‘n’ Game Table was universally hailed last year, 
have so much. that’s new, different, appealing and and was a complete sellout! The BIG TOP table has 
useful! They’re sturdy and practical—yet they open at features and value never before offered in a product of 
the touch of a button... fold in a flash for storage or this kind! It adds up to volume and profit. Order today! 


ALL-LUMINUM PRODUCTS 36th and Reed Sts., Phila. 46, ne 








for children 6 to 11; | 
fun-filled playroom Wo" Say 
complete with 9 games! 











A large, well-made table— 
full 5 feet long—vast appeal 
for children and parents! 
Many interesting and excit- 
ing things to do... fulfills 
parents’ desire to help their 
children play and learn at the 
same time. The children’s own —_ Magnetic Darts 
table for homework, parties, 
television snacks. 2%” x 60” ne 
top, 2514” high. Gaily pack- \exs 

aged. Perfect gift. il 























Complete with Games Worth $9:95 


PMY 


Crayons Magnetic Darts ai. Game Pieces Space Ship 


oS & 


Instruction Booklet Die Dol! House Checkers ‘'Skelly’’ Pieces 









Folds to carry 











Model K-21 $14.95* 


List Price Homework 
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on own handle 
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it's easy to... 






With STE BER T action toys 


theyve got TOY APPEAL! 
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RUGGED APPEAL - : 4 ee ae STYLE APPEAL 
A-18 Convertible Train-a-Bike ee EYE APPEAL 7 = 7-60 Road Cadet 
. . . changes from boy’s to girl’s with 763 Polka Dot Stroller em... high class 
mere lifting out of the crossbar .. . . . “fringe on top.” eek action-styling 
removable trainer wheel. 








eee 







GROWN-UP APPEAL 


732 Princess Doll Carriage 
- . « with “‘air-glide”’ ride. 





Pr as 
The SCORE for Siebert Action Toys — 
TOY APPEAL all the way down the line. 
The SCORE for you — 
sky-high values at down-to-earth prices that 
are bound to bring in BIG PROFITS. 


Sieberts Sell . . . So Sell Sieberts 


S iE BER T 


So 2 2 2 BE 2, BA BB 


PERMANENT SHOWROOMS 
SPACE 1537, AMERICAN FURNITURE MART, CHICAGO 
SPACE 305, NEW YORK FURNITURE EXCHANGE, NEW YORK 


SOUTHERN PLANT — ALEXANDER ST. & VICTORY BLVD., PORTSMOUTH, VA. 
SPACE, STH FLOOR SOU. FURN. EXPOSITION BLDG., HIGH POINT, N. C, 


WRITE DEPT. HA6-6 
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Horseshoe Pitching, a favorite 

of young and old for years, now be- 
comes a family game. Here are 
genuine steel pitching shoes, just 


like Dad's, specially made 


for children. 





MIDGET SIZE PLAYING HORSESHOES 


Seay: 


















Little Diamond Midget Shoes are shaped ex- 
actly like the Regulation Diamond Shoes that 
champions use, except smaller. They are drop- 
forged of the same high grade steel, not made 
of cast iron nor rubber nor wood. Real shoes, 
real stakes, but lighter so that children from 
8 to 12, can use them easily. Weight | pound. 
Furnished in outfits of two pairs (A and B shoes) 
with two light weight stakes . . . or in pairs. 
Painted either red or green. Ask your whole- 
saler for a catalog of the full line of Diamond 
Pitching Shoes including three different models, 
as well as a Junior shoe (for older young folks), 
and now this new Little Diamond Midget Size 
for children. The most complete line of acces- 
sories such as ready-to-install courts, also 
included. Or write 


DIAMOND CALK 
~ Idee: Company 


DULUTH, MINNESOTA @ TORONTO, ONTARIO 
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ransogram PULLS PROFITS 


Whenever, wherever Transogram toys and games are dis- 
played there’s sales ACTION! Transogram’s national 
advertising brings them in. Transogram’s packaging, with 
full color illustrations, concise game information, easy-to- 
spot prices makes self-selection simple and fast. Inside the 
box, of course, is the secret of Transogram’s “repeat” busi- 
ness...a toy or game that has been child-tested for play 
appeal; designed for safe happy hours of fun. “Push” Trans- 
ogram...stock up on these fast moving items... display 
them “up front” ...and they'll “pull” big profits for you! 
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TRANSOGRAM COMPANY INC. © CHARLES S. RAIZEN, PRESIDENT © 200 FIFTH AVENUE, NEW YORK 10, N. Y. © FACTORIES: % EASTON, PA. © STURGIS, MICH. © SIKESTON, MO. 
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now...newly packaged 
to sell even faster 
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glittering Spane-tex 


Nirs. America’s favorite fire-proofed 
cotton snow holiday decoration. 





Packaging sells! And the colorful new Sparkl- 
Tex polyethylene package packs the kind 
of fast high-volume sell you’re looking for 
... the smart appearance, genuine conven- 
ience your customers reach for! 


Packaged perfectly, priced right, manufac- 
tured in a variety of sparkling colors and 
pastel shades, Sparkl-Tex will be your top 
decoration profit maker in 1957! Order Now! 


Prices are listed. Chain store buyer, check 
your catalog. 





It Pays to Stock Big Sellers so also stock 
Glaze-Tex, the new glimmering-glazed snow 
matting, and Fire-Proofed Cotton Rolls. 


ARCHIBALD SALES UNION WADDING 
EXCLUSIVE SALES AGENT COMPANY MANUFACTURED BY COMPANY 


P. O. BOX 412, LOCKPORT, N. Y, PAWTUCKET, RHODE ISLAND 
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Clep ahead of 
Competition with 


=) 0) OM ie = Ge 33 88 BD 
Doll Carriages! 





























The most complete line 
with the right combination 
of good design and finest quality 


37 models 
$2.95 to $27.50 f= 
retail 








Step ahead and keep ahead of competition with 
South Bend Toy, the one toy manufacturer with an 
84 year record for fine quality and smart, fast-selling 
styling. One source for doll carriages, strollers, chil- 





dren’s furniture, toy chests and croquet sets. 


10 models 
$7.95 to $19.95 


retail 
———————————————eeeee | 

























SALES OFFICES 


East —1107 Broadway, New York. 
Midwest — South Bend, Indiana. 
South — 3rd National Bank Building, Nashville, Tenn. 








7 


Denver & Pacific N.W.—2840 West 93rd St., Seattle 7, Wash. 
Calif. & S.W.—2330 W. 3rd St., Los Angeles 57, Calif. 
Canada — Toronto, Ontario. 





Sold by the most successful stores everywhere since 1874! 
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CAPTAIN KANGAROO TRI-PAK, (PD-159-CK) 


This is the sensational Play-Doh Tri-Pak that sold over 
1,000,000 packages last Christmas, then set new sales 
records after Christmas! Contains three large cans of 
Red, Yellow and Blue Play-Doh which blend together 
perfectly into every color of the rainbow. Colorful 
Display box, | DOZEN PER SHIPPER (approx. wt. 28 lbs.) 

$1.00 RETAIL 

RAINBOW CRAFTS, INC. 


2815 Highland Avenue 
Cincinnati 12, Ohio 














FOR GREATER PROFITS 
FROM TOY SALES 


Read the New 


HARDWARE AGE 
Toy Merchandising Guide 


(Starting on page 51) 



























\Speed-King 


ROLLER SKATES 


NOW- long-lasting rubber- 
tired wheels and double- 
rowed ball bearin 8 make 
the new “Silent 8” a sales 
sensation! It’s the at he 
easiest cong “pene 
of all! Double your shat’ 








Be eR eS. ‘an a a) 2 2a ee 








SOUTH BEND TOY 


sales this quiet way! 


SEE YOUR JOBBER TODAY—Write for New Brochure 
HUSTLER CORPORATION — Sterling, Hlinois 
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Model #22 (Copper Base) 
Ages |-7 * $27.95 Retail * Patented 


THE WONDER MARE. 


Patented 
Model #40 (Metal Base) 


Model #41 (Wood Base) 
Ages !|-7+ $19.95 Retail 


Patented F 
Model #10 + Ages |-7 
$14.95* Retail 


THE WONDER PONY 


Patented 
Medel #30 Ages !-3 $10.95* Retail 














Hardware dealers tell... 
how to get toy sales 


... We encourage parents to bring 
cameras and take pictures of their 
children sitting with Santa Claus. 
It’s cost-free good will and adver- 
tising. Vanleer I. Bond, Upper 
Darby, Pa. 

... We sell more than our share of 
dolls with a separate doll-room set 
up. All dolls and accessories are 
grouped here for more tie-in sales. 
Danville Hardware, Danville, Va. 
... We specialize in stuffed animals 
with wonderful results. Our prices 
range from 25¢ to $69.95, from a 
mouse to a lion. Snowden’s Hard- 
ware, Media, Pa. 

...Our biggest year ’round toy 
traffic maker is our 12 ft game dis- 
play. Prices range from 59¢ to $9 
for games for adults and children. 
Gillen’s Hardware, Lexington, Mo. 
... We specialize in toys for birth- 
days and toys for vacationers for 





big volume in our 12-month toy 
department. Fairmont Electric & 
Hardware Co., Fairmont, Minn. 

... We found that if you let chil- 
dren handle and test toys they’ll be 
more inclined to needle parents into 
buying. Our breakage from rough 
handling is only a few dollars a 
year. McManus Hardware, San 
Mateo, Calif. 











PLAN NOW... 


to increase your 1958 toy 
volume with a consumer 
catalog of your own. 


OFFER... 


your own dealers traffic-pro- 
ducing catalogs, imprinted 
with their names, all ready to 
mail. 


| ot 


the best-selling, most profit- 
able items you want in your 
catalog. Set your own prices. 


DELEGATE... 


all the work to us: layout, 
coordination, copy, art, 
printing. Just give us a dead- 
line date and we’ll handle the 
rest. 


SAVE... 


yourself time, trouble; 
money, too —our quotations 
prove that. 


WRITE, PHONE OR WIRE 
FOR INFORMATION NOW 


MEYER 
MERCHANDISING 
SERVICE 


400 N. Wells Street 
Chicago, 10 
WHitehall 3-0698 
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NEW “ROY ROGERS-DALE EVANS” KIT 


Now Under the Thermos® Brand 





NEW PRESSURE SEAL 
a 






Now on all standard 
neck 10 oz. vacuum 


ee e 
Exciting New 
. bottles manufactured = 
i ® ——=-} 
{ol (=e gilelitia- be TaRaOR 2 


1. Place stopper in neck 
easy for tiny fingers 


opening and place cap- 
to remove and replace. yp in position. 














This color ad appears 
in the Saturday Evening 
Post, August 31st. 








This advertise- 


__ ere awed 
Powerful (|; AY 
e e i 
Advertising and | *@» “) 
= a ment appears in 
Merchandising oak 





= Good Housekeeping 


Ladies’ Home Journal 


” . —— 
ne ‘4 
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There are many brands of vacuum and insulated ware.. 
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Brand Lunch Kits Belong in Every 


-to- School 


PROMOTION 





PLUS the always popular 
flat school lunch kit with 
the silver-grey cover, the 
red and green junior dome 
kits and the promotional 
Brave Eagle and Tweed 
Plaid kits. A complete line 
designed to suit every taste. 
NEW LUGGAGE-LIKE NEW “TEEN-AGER”’ KiTS NEW “RED BARN” KIT 
““TWEED” KIT 





POLLY RED TOP* STOPPER 





AND FREE School Lunch Menu Booklet Packed with Every 
THERMOS® Brand Lunch Kit 


Here is a real help to 
mothers which will help you 
close sales faster. This 









- is | —_— 

















bookl i 

} ' et contains twenty 
nutritious lunch menus and 

2. Tighten cap-cup firmly. 3. To remove, un- b the P ts’ M 

Pressure seats stopper snugly. screw cap-cup and cars we Parents aga- 

Properly tightened, it can’t lift stopper out. zine Seal of Approval. 


pop out, won’t leak. 









— 


i _—. 


a See your wholesaler or write for 
pone 


complete details and FREE 
merchandising materials for your 









ot LUNCH uit 















_ ye! we | | own Back-to-School lunch kit 
—y eis : 4 promotion. 
| S82 See P| THE AMERICAN THERMOS PRODUCTS COMPANY 
zs, . | formerly THE AMERICAN THERMOS BOTTLE COMPANY 
onsen NORWICH, CONNECTICUT 


DISPLAY CARDS | Canadian Thermos Products, Ltd., Toronto » Thermos (1925) Ltd., London 
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the best known and most used bear the name {HEAMDS 
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Posting newspaper ads of sales familiarizes sales 
personnel with offerings. 










Coordinated ads, sales boost store traffic 


Advertising and special sales go hand-in-hand. 

You can’t conduct a special sale and expect custom- 
ers to come flocking in unless they know about it. 
Neither can you expect your advertising to draw ex- 
ceptional results unless you have something special to 
sell. 

That’s why Westphal’s Hardware, in Manitowoc, 
Wis., plans its advertising and sales programs in ad- 
vance. The two are coordinated for effective results. 

C. Wernecke, who manages the store, and his staff 
set up their program a year in advance. They prepare 
their ad budget, arrange bulk advertising contracts 
with local newspapers and radio stations, and then 
prepare special buys of goods to be featured in store 
sales. 

The store bases its advertising budget at 2 percent 
of its yearly sales. 

Sixty percent of the budget is set aside for news- 
paper space. The other 40 percent goes to two local 
radio stations, some direct mail, and ads in church 
bulletins. 

Contracting for bulk advertising rates give the store 
more advertising mileage from the same amount of 
money. 

Ads are prepared so that the store’s name and the 
types of products it carries are repeated often enough 
for customers to associate Westphal’s with the lines. 
When a customer wants to buy an item in these 
lines, he will automatically think of Westphal’s as the 
place to buy it. 

During sales, special promotions are advertised in 
full-page and half-page ads in two local newspapers 
and as many as 18 spot announcements are used on 
radio during a day. Westphal’s finds the radio an- 
nouncements particularly effective. They often bring 
in many customers who heard of the sale on their car 
radios and drove over to the store. 

At the same time, the newspaper ads are posted in 
at least five different locations within the store. Post- 
ing the ads this way familiarizes store employees and 
customers alike with the current special offerings and 
leads to increased sales. 

By preparing special buys for sales and advertising 
these specials, Westphal’s brings many new customers 
into the store. These same sales also increase store 
traffic from regular customers and lead to sales of 
items not included as sale merchandise. ®End 
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You get a ‘double helping’’ of sales because 








“CHARKY” GRILLS 


have (1) most wanted features, (2) best known name 
8 Models — Complete popular price range — $9.95 to $59.95* 


Sales start sizzling as soon as customers see the Arvin ““Charky”’ line—8 models 
built to famous Arvin quality standards, introducing new conveniences and 
providing the features most-in demand in the mass movement to outdoor cook- 
ing . . . There are 2 models with 18-inch, and 6 with 24-inch firebowls—all with 
adjustable, rotatable, removable chrome-plated grills . . . Models throughout 
the line offer various attractive combinations of equipment, including motor- 
driven and hand-operated spits, adjustable draft dampers, smoke-retaining 
hoods, utility trays, rubber-tired wheels. Low-priced promotional model has 
foldable legs for easy storage and portability. 


Model 7404 ONE YEAR GUARANTEE ON ALL MODELS 
Firebowls are guaranteed for 5 years against burn-out 


Medel 7404. Makes master- 
chef skill almost automatic. 24- 
inch, 16-gauge steel firebow!l; 
chrome-plated rotating grill 
adjusts 314%” vertically, lifts 
out; motor-driven spit with 2 
adjustable forks; smoke-retain- Model 7801 \ $9 95° Model 7802 , 
ing hood with baked enamel \ 

finish; removable utility tray. 
6” rubber-tired wheels. Grill 
height, 31”. $39.95* 


















Model 7402 | | \\ $39.95* Boece 


For full information write or wire Gordon B. Sutton, General Sales Manager, Furniture and Housewares Division. 


Arvin INDUSTRIES, Inc., Columbus, Indiana 


Manvfacturers also of Arvin Outdoor Furniture, Ironing Tables, Home Radios, Fans, Lectric Cook, 
Portable Electric Heaters and Automobile Heaters. 


"Suggested retail price; slightly higher far West or South, 
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A fire has a bright side 


This dealer turned disaster into good fortune by building a 
modern store that now does a higher volume than the old store 


Every hardware dealer fears the 
thought of having a fire in his 
store. 

But being hit by a fire is not 
necessarily tragic. The alert hard- 
ware dealer capitalizes on his mis- 
fortune by rebuilding his store 
along modern lines. He turns 
tragedy into good fortune by com- 
ing out of his disaster with a store 
developed for modern merchandis- 
ing. 

Often the result is a stronger 
business than before the fire. 

Take the case of Okauchee Hard- 
ware & Variety Store, operated by 
Mr. and Mrs. Henry Luko in 
Okauchee, Wis. 

When their store was destroyed 
by fire, the Lukos were determined 
they would rebuild their store along 
modern lines for additional display 
and sales opportunities. 

The end results have been more 
than gratifying. In the first year 
after reopening, sales volume was 
up 50 percent. In the housewares 
department, which was moved to 
the front of the store, volume in- 
creased 200 percent. 

There was a lapse of more than 
five months, however, between the 
time of the fire and the time the 
rebuilt store was opened for busi- 
ness. 


838 








Study in contrasts. Note the modern store front of Okauchee Hardware as 


contrasted with the rest of the building. 


During that time, Mr. Luko kept 
busy by selling and servicing water 
systems and doing plumping and 
tinning work. 

Okauchee, a vacation area sur- 
rounded by farms, offers a good 
market for this type of merchan- 


dise. Mr. Luko sells about 60 water 
systems each year, and follows up 
many of his sales with sales and 
installations of bathrooms, water 

heaters and kitchen equipment. 
The water systems work pro- 
(Continued on page 90) 
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ALL OTHER LINES 
PUT TOGETHER! 


@ Here’s the Jeadership line of metal. 
household stools . . . the one complete line 
... the only line your customers ask for by 
name! Sixteen matchless models, all smartly 
styled and sturdily constructed ... with 
smooth, washable surfaces in a host of dec- 
orator colors. Remember: Cosco becks you 
with more national advertising, and more 
free sales aids, than all other lines put to- 
gether. And Cosco sells rings around all 
other lines put together. So forget the rest 
and sell the best! Contact your distributor 











today, and discover how it pays to concen- 
trate on Cosco! 


HAMILTON MANUFACTURING CORPORATION e COLUMBUS, INDIANA 


ILLUSTRATED AT RIGHT: 
4-M De Luxe Step Stool, $13.95 - $14.95" 


1 oF 
<< . Une oF 


" Guaranteed by > 
Good Housekeeping 





ry 
no? as aoveanrsto Ht 











4-A Special 40-A Super DeLuxe 3-G De Luxe nS T © © 2 S 
Step Stool Posture Step Stool Kitchen Stool 5-E Utility Stool 
$9.95 « $10.75* $17.95 « $18.95* $10.95 « $11,75* $3.45 « $3.75* 





*Price Colorado and west. All prices shown are retail list. 
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A fire has a bright side 





vided some income while he and 
Mrs. Luko planned the remodeling 
of their store. 

Their major changes started 
with the store’s exterior. The first 
thing they did was install a visual 
front in the 70-ft wide store front. 
The expanse of glass in the front 
now makes it possible for passing 
motorists to see inside the store. 

The Lukos find this is important 
in a resort area where there are 
many owners of summer cottages. 
These summer cottage owners 
spend much time fixing up their 
places and are in need of tools. For 
this reason, the Lukos moved their 
tool department up to the front of 
the store alongside a window. The 
tool display, being visible from the 
street, draws many of these sum- 
mer customers into the store. 

Likewise the relocation of house- 
wares, giftwares, and _ electrical 
housewares to the front of the 





The tool display unit, alongside the front window, serves as an effective traffic 


puller. 
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(Continued ) 











The housewares department facing the front window. 


store has boosted volume in these 
lines. The store is L-shaped, and 
these products are displayed in the 
part of the store that would be 
the short leg of the L, facing the 
window. 

New wall fixtures with per- 
forated panel backs and adjustable 
shelving were installed around the 
store. The valence at the top of 
each fixture hides a fluorescent 
light which lights the display and 
also serves as the background light 
for the sign indicating the depart- 
ment. 

The six island units are made of 
perforated pressed metal in 3 x 4 
ft units. The Lukos used the units 
in combination so their island dis- 
plays are 3 x 8 ft. End platforms 
on the island units provide extra 
display space. 

Several spotlights are in the 
store’s ceiling, in addition to the 
fluorescent fixtures, to help in high- 
lighting particular displays. *End 
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ACTUAL SIZE 





FULL 


Whichever size your customers prefer 


16.2 OZ. CAN ie ... SHEFFIELD has the answer! 
READY | Regular or GIANT SIZE... both should 
TO SPRAY \ ' be on your shelves for BIGGER 


PROFITS ...and faster sales! All the: 
same SUPERIOR quality...all with 

the EXTRA profit that is yours with all 
Sheffield products ! 


Non=-Toxic 
and even 
faster drying 
than ever... 


as advertised in 


NOW 
LIFE . you can feature 
t ~~ he GIANT SIZE 
For further details _:. ) 


and descriptive ‘ | | [ QUIK-SPRAY 
literature, ; 





and 


write Nee: 


Sheffieled BRONZE PAINT CORPORATION 17014 waterioo road 


HARDWARE AGE, JUNE 6, 1957 


regular size 


Cleveland 19, Ohio 
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For Hardware Dealers: 





No “Special Order” Penalties. 
Order in Small Quantities 


f/f 1. Five Trays contain the 91 items that account for 80% of 
the average hardware dealer’s bolt and nut business. This 
means FAST TURNOVER and BIGGER PROFITS. 


Jf 2. All bolts are Brite-Plated. Five assortments 
— Carriage Bolts, Machine Bolts (2), Cap 
Screws and Stove Bolcts. 


f 3. All bolts come with nuts on. 


4. All products come in small-quantity cartons 
with the right amounts to fit into the tray sec- 
tions. Eliminates over-stock storage. 


5. The Lamson Serve Yourself Tray “adver- 
tises’” and sells your “back room” stock. Burt, 
remember, it does not replace it! 








eer TRAY 
Order from your Lamson distributor STAND 


Assortment No. 1245S 





_ 
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NEWS 


(Continued from page 10) 





Average employee in retail 
store earns $1.41 an hour 


How do the earnings of your em- 
ployees compare with the average 
earnings of all retail employees? 

Average hourly earnings of all 
retail employees last October were 
$1.41, according to the Labor Dept. 
Lowest earnings were in the South, 
$1.16; highest in the West, $1.68. 

In metropolitan areas, earnings 
averaged $1.50 an hour. In com- 
munities with populations under 
5000, average hourly earnings were 
$1.11. 

Sixty percent of all retail em- 
ployees are men and their average 
earnings were higher than those 
for women. The national average 
was $1.58 an hour for men and 
$1.11 for women. 

Copies of the report, BLS Report 
No. 119, are available for 25 cents 
from Superintendent of Documents, 
Government Printing Office, Wash- 
ington 25, D. C. 


Population rate is soaring, 
according to Census Bureau 

The nation’s population is in- 
creasing more rapidly than ever 
before, the Census Bureau reports. 

It means an expanding market 
for goods and services, according 
to most business experts. 

On the average, the population is 
increasing at a rate of 8,000 per 
day. 

For more information about the 
population boom and its effect on 
the toy market, turn to page 51. 


SBA booklet gives pointers 
for buying a new business 


If you should buy another busi- 
ness, how much should you pay? 
Pointers to help you answer that 
question are in a new leaflet pub- 
lished by the Small Business Ad- 
ministration. The leaflet is called 
“Buying a Small Going Concern.” 
Copies of the leaflet can be ob- 
tained from any SBA Field Office. 
(Resume reading on page 11) 
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Special Of jeu 


from 


Master 


THREE FREE PADLOCKS 








ORDER THIS NEW NO. 320 DISPLAY 
a OE ee OY YOUR WHOLESALER 


. 


Retail value of 42 Padlocks 
No. 320 Display Special costs you . 


Your profit margin (over 61% on cost) $ 7.85 








x 7-4 






$20.65 
$12.80 


ee ee oe ee 


Fast-selling, low priced Master 
Padlocks, with free display, and 3 
FREE padlocks, to give you more 
profit — over 6] 


You buy 39 Master Padlocks at 
regular price and get THREE FREE, 
plus a free display. 6 each of num- 
01-1 6 C Sue fo Ba oo EY 2 Sn BO bo Bo fale to 10) 0) 
Taleo I 4elaale’samidelaiela Mm olitLMmelal-m-lelda 
of the six numbers mounted on 
the display. 42 padlocks in all. 
You are charged for only 39: The 
THREE FREE Padlocks — numbers 
44, 66, and 500 — have total re- 
tail value of $1.45 







Get in the BIG MONEY with a STEADY WINNER! 











RETAILS FOR $81.70 
COSTS YOU 46.55 


YOUR PROFIT 35.15 
Plus... steady repeat business from sales of Bernz-O-Matic Propane Fuel Cylinders 





HERE’S WHAT YOU GET IN ONE GIANT JACKPOT CARTON: 





-ONE BURNER “)-ONE BURNER ]-TWO BURNER 
COOK STOVE COOK STOVES COOK STOVE 2-LANTERNS 
Retail Valve Each Complete Retail Value Each Complete Retail Value Each Complete Retail Value Each Complete 





419.95 } 712.95 


TX-800A 









TX-700 | 





For extra-fast cooking 








of large meals. Each Adjust it from a 

Coffee and Meals in minutes! burner operates independently with bright, bright beam to a soft glow. 

Here’s a lightweight stove that fits in anywhere! Ideal its own fuel cylinder! Carry anywhere! Ideal for cottages, camps, boats, pic- 

for hunting, fishing, camping, picnics, beach, cottages For picnics, camping, cottages, hunt- nics, night fishing, farms and emer- 
and emergencies. ing, fishing and emergencies. gencies. 


Flus. .. FREE Merchandising Material 
to help you SELL! 


Se rn er ee, 


Big Advertising Fush! 


Timely national advertising in Saturday Evening 
Post, Better Homes and Gardens and True Maga- 
zine plus Trade Magazine advertising will stimulate 
potent consumer and dealer demand for these Bernz- 
O-Matic appliances during the fishing, camping, 
vacationing, picnicing and hunting season. 


GO! for the JACKPOT Now! 

















JACKPOT OFFER TX-578 | (OX" RETAIL 









COLORFUL 
ENVELOPE STUFFERS 














ATTRACTIVE 3-COLOR DISPLAY 1—TX-500 1-BURNER STOVE FREE $11.95 
CARDS FOR STOVES AND oe. 








1—TX-800 2-BURNER STOVE 13.35 19.95 
2—TX-700 LANTERNS 17.30 25.90 


your Prorit $35.15 | $4655 | $81.70. 


Packed in Jackpot carton in Individual cartons — Wht. 4712 Ibs. 















































OTTO BERNZ CO., INC. me CHESTER, NEW YORK 
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Convention Calendar 
1957 1958 





conventions conferences 








Convention Check List 





For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list 


1957 29-31 Our Own Hardware Co. Summer 
Merchandise Show & Stock! 
June Meat Mi : 
eeting inneapolis 
13-15 Texas Hardware Boosters Club & : 
Texas Wholesale Hardware Assn. 
on tions n Antoni ; 
18-20 acme ‘S dh Gites San 4-7 Gift Show, San Francisco 
ri U dt onve ‘ : 
Setar ee 11-14 Gift Show, Portland, Ore. 
- 18-21 Gift Show, Seattle 
25-27 Gift Show, Spokane 


August 


YOU’LL PROFIT MORE WITH 


30-July 4 Second International House- 
wares Show, New York 


July September 
7-11 National Retgi! Hardware Ass . 22 25 National Builders’ Hardw jre Con 
Conaress. Dallas vention 
8-12 National Housewares Exhibit, At- 
lantic City October 
22-26 West Coast Housewares Show 14-18 National Hardware Show 
San Francisco 20-23 National Hardware Convention 














PLANTS 


National Events 


ELECTRIC 
GENERATING 


O 
O 
= 
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American Hardware Mfrs. Assn. joint John R. Schoemer, managing direc- 
annual convention with the National tor, and American Society of Archi- | 
Wholesale Hardware Assn., Oct. tectural Hardware Consultants, Wil- 
20-23, at Atlantic City, N. J. Head- liam S. Haswell, acting secretary. 
quarters, Marlborough - Blenheim Administrative offices, of both asso- 
Hotel. Arthur L. Faubel, AHMA ciations, 515 Madison Ave., New 
secretary, 342 Madison Ave., New York 22, N. Y. 

York 17, N. Y. Thomas A. Fernley, 

Jr... NWHA managing director, 1900 National Hardware Show, Oct. 14-18, 

Arch st., Philadelphia 3, Pa. at the Coliseum, New York City. 
Sponsored by National Hardware 

Industrial Supply Convention, June Show, Inc., 331 Madison Ave., New 
18-20, at San Francisco, Calif. At- York 17, N. Y. Frank Yeager, di- 
tendance restricted to members. rector. 

Mark Hopkins Hotel headquarters , as 
for American Supply & Machinery National sunsanr nae et sree so July 
Mfrs. Assn.; Fairmont Hotel head- 8-12, Convention Hall, At antic City, 
quarters for National Industrial N. J. Sponsored by the National 
er Housewares Mfrs. Assn., 1140 Mer- 
Distributors Assn. and Southern In- : hi me Ip} 
dustrial Distributors’ Assn. Spon- chandise Mart, Chicago wi Dolph 
sored by ASMMA, W. B. Thomas, Zapfel, executive secretary. 
Hunter- Thomas Associates, 2130 Togs . a. 
Keith Bldg, Cleveland 15, Ohio, -"™ eeiey age mr pe 
business manager; NIAD, 1900 arate gk pe le tga prelims yr 
Arch St., Philadelphia 3, Pa., Rob- min —~ gems Bpensered by 
ert C. Fernley, executive secretary; eae Paar c betsy my — 
SIDA, 712 Volunteer Bldg., Atlanta, onan 4 tee : ” 
Ga., E. L. Pugh, secretary-treasurer. P . 
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S841 West Dickens Ave., 








National Wholesale Hardware Assn. 

National Builders’ Hardware Exposi- joint annual convention with the 
tion, Sept. 22-25, at Chicago, III. American Hardware Mfrs. Assn.., 
Headquarters and Exhibition at Oct. 20-23, at Atlantic City, N. J. 
Conrad Hilton Hotel. Exhibition Headquarters, Marlborough - Blen- 
dates are Sept. 23-25. Sponsored by heim Hotel. Thomas A. Fernley, Jr., 
National Builders’ Hardware Assn., NWHA managing director, 1900 


MOWERS 
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LUBRIPLATE 


MAKES OUTBOARD MOTORS 
RUN BETTER — LAST LONGER 








Complete LUBRIPLATE 
Outboard Lubrication 


FOR ENGINE LUBRICATION (to mix 


with gas) New Lubriplate 2-C Mo- 
tor Oil. A fine new oil especially 
processed for outboard motors. Lu- 
bricates better, burns completely— 
keeps engine clean—insures quicker, 
surer starting, economical. 


FOR UNDERWATER GEARS 


Lubriplate 105—grease type lubri- 
cant for use in underwater gears of 
non-gear shift types of outboard 
motors. 

Lubriplate Hypoid-90—Fluid type 
for underwater gears of gear-shift 
type outboards. 


NATIONALLY ADVERTISED 


Outboard owners everywhere will 
read about LUBRIPLATE outboard 
Lubrication in The Saturday Eve- 
ning Post, American Legion, Popular 
Mechanics, Outdoor Life, Field & 
Stream, True, Motor Boating, Out- 
board and other magazines. 


SEE YOUR HARDWARE 
AND MARINE JOBBER 


LUBRIPLATE 


_ THE MODERN LUBRICANT 











Convention Calendar 
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(Continued ) 


Arch St., Philadelphia 3, Pa. Arthur 
L. Faubel, AHMA secretary, 342 
Madison Ave., New York 17, N. Y. 


Second International Housewares 
Show, June 30-July 4, at the Coli- 
seum, New York, N. Y. Sponsored 
by Orkin Expositions Management, 
19 W. 44th St., New York 36, N. Y. 


Regional Events 


Gift Shows: San Francisco, Calif., in 
Civic Auditorium, Sheraton-Palace, 
St. Francis and Sir Francis Drake 
Hotels and Western Merchandise 
Mart, Aug. 4-7. Portland, Ore., in 
Portland Public Auditorium and 
Plaza and Benson Hotels, Aug. 11- 

| 14; Seattle, Wash., in Civic Audi- 

| torium, Olympic and New Wash- 
| ington Hotels and Terminal Sales 





| building, Aug. 18-21; Spokane, 
| Wash., in Davenport Hotel, Aug. 


25-27. Western Merchandise Ex- 
hibitors Assn., Kay Leber, show 
manager, 1355 Market St., San 


Francisco 3, Calif. 


Our Own Hardware Co. Summer Mer- 
chandise Show & _ Stockholders’ 
Meeting, July 29-31, at company 
offices and warehouse, 618 N. Third 
St., Minneapolis, Minn. 


West Coast Housewares Show, July 


22-26, at Western Merchandise 
Mart, San Francisco, Calif. Spon- 
sored by Western Housewares 


Assn., Western Merchandise Mart, 
1355 Market St., San Francisco 3. 


State Events 


Texas Wholesale Hardware Assn. and 
Texas Boosters Club Annual Con- 
ventions, June 13-15, San Antonio. 
Howard Weddington, 1327 National 

| City Bldg., Dallas 1. 





HARDWARE HUMOR 











"A little off for the crooked handle 
| eh boy... 










most 
profitable way 
te buy, steck and sell 
SPRING LOCK WASHERS 


> UNI PAK 





Your customers will welcome the 
convenience of buying spring lock 
washers in NEW UNI PAK®. 
These sturdy, visible, space-saving 
paks make these spring lock wash- 
ers easier to handle on any job. 
Sell UNI PAK®@® because they’re 
the most up-to-date and most use- 
ful package of spring lock washers. 
They'll boost your profits by boost- 
ing lock washer sales. 

Write for complete details, job- 






bers discounts and FREE 

SAMPLES. 

PHILADELPHIA STEEL AND WIRE 
CORPORATION 







Penn St. and Belfield Ave., Phila. 44, Pa. 
Sales Offices and Warehouses: 
New York, Detroit, Chicago, Cleveland 


NEVERSLIP 


SPRING LOCK WASHERS 


HAE—PS346—1 256 






















oy 4 i - yi. 


quality caulk products 






CAVLKICS economical 
COMPOUND BULK gem 





DROP-IN TYPE 


CALBAR PAINT & VARNISH CO. 








ielaLthiel aati a ta mela el 4ilallaelmaacleltiar: 


Phila. 25. Pa 





2612-26 N. Martha St 
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BURGESS 


MAKE LIGHT OF THE DARK 






































40,000 candlepower sealed-beam headlight America's newest focusing lantern. Over-size 
and a flashing red beacon make this light head and large reflector give a long clear beam 
a must for motorists, campers, sportsmen or wide flood of bright light with a twist of the 
and homeowners. Silver contact switches; wrist. Has comfortable handle. Silver contact 
brilliant chrome finish; lightweight and switch is positioned for one-hand operation. 
comfortable to carry. Radar-Lite is Attractive red finish. Rugged and compact—it 
America's leading sealed beam flasher is a "Bearcat" for the boat, car, home, cabin or 
lantern. = Retail: $11.95 with battery form. Retail: $6.95 with battery 


Radar Flash ( 


Low cost emergency flasher gives 85 
hours of continuous service. 250,000 
life-saving warning signals visible a 
mile. Steel-clad battery is leakproof, 
weatherproof. Ideal ‘i autos—air- 


ports—docks—police and fire depart- 
ments—highways. As essential as a 
tire jack. Packed in individual stor- 


age cartons. 


Retail: $6.40 with battery 








The perfect portable light. Obsoletes flame 
pe lanterns. Gives safe bright light at the NEW—Powerful battery 

flick of the switch. Iiluminates a wide area. Used on all Radar-Line lights. 
Ideal for the boat, cabin, home, tio or Six volts. Gives 4 times the ser- 
farm. Safe for women and children. uipped vice of old fashioned lantern bat- 
with new French gray or rust-tone batteries teries for only 2!/2 times the cost 
to compliment chrome or one finish. The —plus a sealed in 
newest idea in portable lighting. steel, leakproof 


and weatherproof 

construction at No. TW34 
no extra cost. Battery forms its 
own case—no danger of leakage, 
corrosion or rust to damage the 


light. Retail: $2.45 


Retail: $8.95 with battery 
Radar-Line Accessories 


Storage bracket, lens guard, carrying strap and other 
accessories are available for all Radar-Line products. 
Ask your distributor for the sheet showing the com- 





















POWERFUL CONSUMER 
NATIONAL AD PROGRAM 


- 


oo a Toe Ae Backed by the most powerful national advertising in lantern 


it ; history Consistent Burgess advertising in— 
Lape. Life Saturday Evening Post 
Sports Afield Field aad Stream 
nt i ecloee 
Batteries for: Flashlights, Lanterns, Toys, Ignition, Telephone, - are _— ii mee ne han 
us cai newspapers an uncay su men m 
Radio, Model Ignition, Photo-flash, Hearing Aids, Industrial ‘ieee qnanbation centers. er a 
Electronics. Flashlight Cases, Penlights and Pocketlights. Contact Your Burgess Distributor Today! 


BURGESS BATTERIES 
BURGESS BATTERY COMPANY FREEPORT, ILLINOIS 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 101. 


(Continued from page 15) 


bulbs will add spark to Christmas 
displays and can be used indoors 
and outdoors. Available in trans- 
parent green, amber, blue, red, and 
fuchsia. Multiple type bulbs come 
packed in pilfer-proof packages. 
Also available is a compact mer- 
chandiser for Beauty Tone Aqua 
and Bug-A-Way light bulbs to tie 
in with the company’s summer liv- 
ing bulb promotion. Westinghouse 
Electric Corp. 


For more data circle No. 14 on postcard, p. 101 


Flashing electric lantern 


Delta has added the Flashing 
Powertop 6-volt electric lantern to 


its line. The warning and emer- 
gency light has a sparkling red 
fresnel top lens, with a G.E. 407 
flashing bulb, visible more than % 
mile. Its 800 ft piercing spot light 
head swivels 180 deg. Two toggle 
switches operate independently or 
together. The compact unit, with 
red enamel! finish, folds for storage. 
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Lists for $5.69 with conventional 
bulb, less battery. Lists for $6.98 
with G.E. sealed beam unit, less 
battery. Delta Electric Co. 


For more data circle No. 15 on postcard, p. 101 


Beveled edge drawer pull 


No. 541 concave beveled edge 
drawer pull is a companion piece to 
the Ajax concave beveled edge 
drawer knobs. The drawer pull 
shown with No. 054 matching back 
plate (sold separately), has 3 in. 
centers and comes in all standard 
finishes including polished copper. 


Brass, bronze and copper finishes 
are covered with clear baked enamel. 
Ajax Hardware Sales Coe. 


For more data circle No. 16 on postcard, p. 101 


All purpose screw anchors 


Jordan all purpose screw anchors 
are useful in attaching screws to 


any type wall for hanging heavy 
mirrors, shelves, signs, machinery 
and so on. The anchors spread out 
when the screw is inserted and 
securely hold heavy weights. An- 
chors provide a permanent instal- 
lation in wallboard, masonry, tile, 
concrete and so on. Jordan Indus- 


tries, Inc. 
For more data circle No. 17 on postcard, p. 101 


Measuring and pouring pail 
This handy pail has a capacity of 
1% gal and has graduation mark- 


ings in U. S. and Imperial standard 
measures on the side. The polyethy- 
lene pail is lightweight, noiseless, 
rustproof and unbreakable. It is 
handy around the home, garden or 
garage. Comes in red, yellow, or 
natural at $1.49 each. Beacon Plas- 
tics Corp. 

For more data circle No. 18 on postcard, p. 161 


Weatherproof receptacles 
Here are four additions to the 


Royal Flip-Tite line of outdoor 


weatherproof devices. No. 412 Uni- 
versal Plate (shown) will fit any 
standard duplex receptacle. It can 
be used on new work or added to 
open outlets. No. 415 is for single 

(Continued on page 100) 
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FOR THE MONTH OF APRIL 1957 


Tatees 


WINNERS 


ss 


HERE THEY ARE! $= 











HARDWARE CO.. 
White Pine, Tenn. 


es; , 
2 al a 
$ 00 WINNER ¢ 00 WINNER 
ALLEN BAUDINO 


$ 00 WINNER $ 00 WINNER 
PACKARD & VIRGIL BLASER, 
ROBBINS, Reynolds, Illinois 


HARDWARE CO.., 
334 Fifth Street, 
Calumet, Mich. 









Washburn, Illinois 





















ANOTHER LINE OF WINNERS...RED JACKET 
“"CJ'' CONVERTIBLE AND "'SJ'' SHALLOW 
WELL PUMPS AND WATER SYSTEMS 








FEATURES 


THAT MAKE EASIER, MORE 
PROFITABLE SALES 


*% CONVERTIBILITY 

The "CJ" line features quick 
economical conversion from 
shallow to deep well operation 
when necessary. 


¥% FLEXIBILITY 

30 and 42 gallon pressure tanks 
can be set either horizontally 
or vertically, self-priming in 
either position. 


*& PACKAGING 


Both the ‘'SJ'' Shallow Well and 
"CJ" Convertible water system 
are completely packaged — 

















THIS ready to hook up. TRY : 
COLORFUL % RANGE OF MODELS , AGAIN: PES 
Available in '/; and ‘2 H.P. lf you are not one of the lucky winners 
Free DISPLAY Sales te 4, 12, 30 and above, try again. Send in your entry card 
SELLS PUMPS for the May drawing. Ask your jobber 
... PUT IT salesman for entry card. 
TO WORK 
FOR you! coccccccesossesss MAIL COUPON TODAY eccecesccsccecs 





~ 


Sa Pa 


‘water 
service 
products 


ae 
ed 


RED JACKET oivtnrorr, town 


"The Choice That's Made Friends’ — SINCE 1878 
HARDWARE AGE, JUNE 6, 1957 








RED JACKET MANUFACTURING CO. 
Dept. HA-67, Davenport, lowa 


Yas 


NAME 


| would like to have one of your complete catalogs 
Fand price sheets on your new Models "CJ" and "SJ" 
Jet Water Systems. 








ADDRESS 





ciTy STATE 





NAME OF YOUR JOBBER 








WHAT’S NEW 








(Continued from page 98) 


receptacles and switches. Each is 
packed in polyethylene bags. Also 
available are two 3-wired ground- 
ing duplex receptacles with U 
shaped ground. No. 413, with paral- 
lel slots, is 15 amp-125V; No. 414, 
with tandem slots, is 15 amp-250V. 
Both are UL and CSA listed. Royal 
Electric Corp. 


For more data circle Ne. 19 on postcard, p. 101 


Push-type hand grease guns 


Do-it-yourselfers will be custom- 
ers for these two push-type grease 





guns. The guns are for servicing 
lawn mowers, motor boats, power 
tools and so on. One model has a 
curved nozzle extension and a 3 oz 
lube capacity. The other (shown) 
has a straight nozzle extension and 
5 0Z capacity. Both guns will con- 
tact all push-type grease fittings 
and also can be used like an oil can. 
Lincoln Engineering Co. 

For more data circle No. 20 on postcard, p. 101 


Convertible jet water pump 


Here is an addition to the Mc- 
Donald line, the Series 4200 
Adapto-Jet. These convertible jet 
pumps feature an N.E.M.A. stand- 
ard capacitor motor. This auto- 
matic system comes in 3 series: 
SW capacities to 875 gph at maxi- 
mum pressures of 59 psi; L to 675 
gph at 75 psi; and H to 408 gph 
at 102 psi. The packaged systems 
come with a 6 gal top mounted 
tank or mounted on 12 or 30 gal 
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horizontal pressure tanks or with 
a 42 gal vertical tank. A. Y. Me- 
Donald Mfg. Co. 


For more data circle No. 21 on postcard, p. 101 


Self-propelled rotary mower 


This Reo rotary power mower is 
power propelled by a front wheel 
chain drive that requires no oiling, 
greasing, or adjusting. The TKS-18 
is powered by a Reo 2\%4 hp 4-cycle 
engine. Finger tip height adjust- 


' ment is made without tools. An 


electric starter and power edging 
wheel are optional. Retails for 
$149.95. Price for the 21 in. model 


— 





is $169.95. Appliance Div., Motor 
Wheel Corp. 


For more data circle No. 22 on postcard, p. 101 


Polyethylene winch rope 


Boat trailer users will be cus- 
tomers for this completely assem- 
bled winch rope unit. It is made up 
of stock size 35 ft lengths of Jack- 
son Super-Tuff Poly Winch Rope 
with attached steel safety hook and 





spliced-in thimble. The rope is made 
in 44, 5/16, % and 1% in. diameters. 
The polyethylene rope sells for 
$4.50, $5.75, $7.50 and $11, accord- 
ing to diameter size. Thomas Jack- 
son & Son Co. 


For more data circle No. 23 on postcard, p. 101 


Water-soluble fertilizers 


Here are three lines of water 
soluble fertilizers, each packaged 





in paper tub containers. Plant-L- 
Izer (15-30-15) is for all plants; 
Lawn-L-Izer (24-12-12) is for an- 
nual and perennial grasses; and 
Azalea Acid (30-10-10) is for acid 
loving plants. All can be mixed with 
insecticides. The tub containers 
come in % to 3 lb sizes. Fertilizer 
is also available in 25 to 80 lb bags. 
Kapco Div., Summers Fertilizer 
Co., Inc. 


For more data circle No. 24 on postcard, p. 101 


3-piece housewares gift set 


Here is a colorful gift set in the 
Androck housewares line. In the 
3-piece set is a flour sifter, nut 
meat chopper, and onion chopper. 
All are lithographed in a red, char- 
coal and white star pattern, and 
are packaged in gift box of match- 
ing design. The sifter has three 

(Continued on page 104) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 









































































CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 





FIRST CLASS 
PERMIT NO. 3% 











New Yor N.Y 
BUSINESS REPLY CARD —_— 
No postage necessary if mailed in the United States ——ee 
POSTAGE WILL BE PAID BY a 
2 ema 
Post Office Box 60 pany ccoseen 
Village Station eae 
NEW YORK 14, N. Y. ee 
niieetheeseteiaienie nail 
Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 6/6/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 101. 


(Continued from page 100) 





tinned mesh screens with clover 
leaf agitators, and 4-cup capacity. 
Onion chopper has stainless steel 
blades and vapor confining cover. 
Nut chopper has l-cup jar. Set sells 
for $3.98. Washburn Co. 


For more data circle No. 25 on postcard, p. 101 


.410 shotguns in colors 


The Topper Deluxe .410 gauge 
shotguns feature colored stocks and 





fore-ends in yellow, red, green, 
blue, pink, purple, and black. These 
colorful guns also have chrome- 
finished frames and 28 in. barrels. 
Retail for $30.50. Harrington «& 
Richardson, Inc. 


For more data circle No. 26 on postcard, p. 101 


Air cleaner for engines 


Here is an air cleaner with sim- 
plified design for small combustion 
engines. Principal feature of the 
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new unit is the specially treated 
polyurethane foam which makes a 
soft sponge like filter element. Be- 
fore use, the element is impreg- 
nated with an oil and additive. Ele- 
ment is partially self cleaning; in- 
creases vibration when clogged to 
give warning to operator; disas- 
sembled without tools; cleaned 


Vv. * ¥ ss 
v : 
7 





with water; operates at any angle. 
Power Products Corp. 


For more data circle No. 27 on postcard, p. 101 


Tank mounted water system 
Here is a horizontal tank mount- 


ed model of the Deming “75” con- 
vertible jet water system. The “75” 
is a low cost system for small 
homes and cottages. The new model 
has a 30 gal horizontal tank and is 
shipped assembled. It is built in 
1/3, 4%, %4 and 1 hp sizes. Delivers 
1080 gph from shallow wells and up 





to 1300 gph from deep wells. Dem- 
ing Co. 


For more data circle No. 28 on postcard, p. 101 


Low priced pipe vise 
This 4% to 2% in. pipe and con- 
duit vise features improved design, 





durability, and low cost. Toledo No. 
22 vise has a large diameter acme 
screw thread connected directly to 
the upper jaw. The yoke mounts 
quickly for right or left hand use. 
Other features include hardened 
steel, interchangeable jaws, large 
bolting area for mounting and non- 
slip pipe benders. Toledo Pipe 
Threading Machine Co. 


For more data circle No. 29 on postcard, p. 161 


48 in. masons’ wood levels 


No glare, easy to read oval lenses 
are the main feature of this line of 





wood levels. The 48 in. levels come 
in kiln dried sugar pine or genuine 
mahogany and have 6 metallic 
sealed vials, 4 plumbs and 2 levels. 
They are offered in plain and brass 
bound models with finger grips or 
open hand grips (shown). Levels 
are packed in a shock proof carton. 
Columbian Vise & Mfg. Co. 


For more data circle No. 30 on postcard, p. 101 


Redesigned sump pumps 


Here are two sump pumps fea- 
turing nylon corrosion resistant 
(Continued on page 106) 
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—YOUR CUSTOMERS 
WILL BE ASKING FOR 
i NE WARISIEIRS 

ae 


EE 






Over 3'/, million hand tool customers 
... yours among them .. . are being told 
and sold on the usefulness of the new 
Channellock No. 415 Smoothjaw Plier. 


They’re reading about it now in Popular 
Mechanics, Popular Science and Mechanix 
Illustrated. And we’re asking them to 
come into your store to buy. 






The Thing 


ond 


Fixtures * 
Fittings 





_-¢ tools you'll —_ Be profit-wise . . . be ready to sell 
ne of the handiest ress . — them. Get your supply of the new Chan- 
1 ww CU gis: : ; 
Poy , » the Werips withow Brome nellock No. 415 Smoothjaw Pliers now .. . 
we ° oe a ss 1g 
jaw Pe ticket for gr d and — and then put them out front 
Jvated gttings: P Especially loo y where your customers caneye , 
Kmooth surlac | reg and O° a ystable em and buy ’em. fed 
| chrott - ng jaws quickly avourselt a | 
| to-nandle yoo oni Get chic Plier: 
| > full 2 No 5 agit tool’ on 
“ cK + aT y 
| Channern ‘t's 7 oom shop- SHIPPED IN ATTRACTIVE 
: You Te of jobs in home * . DISPLAY CARTON 
-ores 0 Man For ° 
ware | ow PLIER 6 Pliers Per Carton 
moe 


<n — 


, ToNL CO 


ns ¥t 


| \¢ See ce CHAMPION DEARMENT TOOL COMPANY 
| aera MEADVILLE, an an) a) ee ee 
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° 
Milwaukee Tool g 
is “dealing” indeed 

this | 


spring! Order 


12 vises and you get one free. 
And the deal applies to every 


one of the vises you see 


No. 823, 41/,”* 


here 

. . - smallest to largest. 
No “cut corners” in 
quality either. Each vise 
is built to the same 
traditionally high Mil- 
waukee standards... 
finest castings, machining 
and finishing. rite 
today for the deal... 
but hurry, offer is for 

a limited time only. 


NEW RED 
GIANTS. 
No. 807, 4”* 


No. 808, 5”@. 





No. 600, 2%4”* | 


No, 700, 3”# 








No, 805, 312.”* 


No. 806, 4”* 


No. 822, 3.”* Gam 


®jJow Width = 


MILWAUKEE TOOL 
& EQUIPMENT CO. 


2785 S$. 29th St., Milwaukee 46, Wis. 


WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 101. 


(Continued from.page 104) 





impellers and stainless steel shafts. 
No. 6105, with bronze construction, 
sells for $63.25. Iron constructed 
pump No. 610501 sells for $52.75. 
Iron parts in this pump are treated 
with an epoxy coating for corro- 
sion resistance. Both pumps have 
a capacity of 3000 gal. per hour at 
a 5 ft discharge head. F’. . Myers 
& Bro. Co. 


For more data circle No. 31 on postcard, p. 101 


Shotgun, rifie cleaning kits 


Shooters will be interested in 
these Winchester shotgun and rifle 





cleaning kits in fitted plastic cases. 
The shotgun kit can be ordered for 
12, 16 and 20 gauge guns. One rifle 
kit covers guns from 22 to 270 eali- 
ber and the other kit is for 30 
caliber and over. A new bore clean- 
ing solvent is also available from 
Winchester. Winchester - Western 
Div. Olin Mathieson Chemical Corp. 


For more data circle No. 32 on postcard, p. 101 


Shingle anchor shank nail 

Here is a triple-duty roofing nail 
for roof decking, re-roofing or new 
The Stormguard asphalt 
shingle anchor shank nail is zine 
dipped to prevent rust, stain, or 
streaking. Anchor shank provides 
increased holding power, impor- 
tant where asphalt roofing is fas- 
tened to soft insulating material in 


roofs. 





roof decking. The extra large head 
is % in. in diameter. W. H. Maze 
Co. 


For more data circle No. 33 on postcard, p. 101 


Cafe rods and pole sets 

Style conscious homemakers will 
be customers for these extending 
cafe rods and pole sets of solid 
brass. The final ends that fit tightly 
on the tubes are also brass. Steel 
brackets are brass plated and ad- 
justable from 2 to 3 in. Cafe cur- 
tain rods have outside diameters of 
34 in. in 30-52 in., 52-90 in. and 





(Continued on page 109) 
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im hemington 


RECOMMENDED 
SERVICE STATION 








Announcing! 
oe ~ Service Stations 
= in all areas for 
the Remington Line of 
Mall Electric Tools 
« and Chain Saws 


MALL TOOL COMPANY 
DIVISION OF REMINGION ARMS COMPANY, INC 
25000 SOUTH WESTERN AVENUE 








RECOMMENDED 
SERVICE STATION 











PARK FOREST. (LLINOIS 


™ <Canaca Ma OO (1 % QUEEN BLZABET! BiWD §'OSONID Orlane 








———————————__ 


— 


Factory-trained personnel in every shop tor expert maintenance! 


To add to the satisfaction of owning a Remington tool by Mall and to increase 
its long service-life, we have established a network of recommended Service 
Stations throughout the United States and Canada. This extensive chain is 
ready now to serve you and your customers. 

The personnel of these conveniently-located service stations is factory trained 
in every phase of adjustment, repair and parts replacement. As specialists, they 
will help you and your customers to save time and money in maintaining your 
electric tools and chain saws in top condition. 

For free copies of our Electric Tool Service Station Directory and Chain Saw 
Service Station Directory, just send the convenient coupon. Also, if you have om 
not yet received quantities of our 16-page Electric Tool Catalog or our 24-page Toy Remington few e 
Chain Saw Catalog for free distribution to your customers, just check the proper 
square on the coupon and we will take care of your needs. 


| 


il 
aH 




















REMING TON— manufacturer of sporting firearms ; 
and ammunition—famous for quality for 141 years. : MALL TOOL COMPANY 
~ Division of Remington Arms Company, Inc., Dept. F25A 
. 25000 S. Western Ave., Park Forest, Illinois 
° 0) Please send your Electric Tool Service Station Directory. 
* “ O) Please send your Chain Saw Service Station Directory. 
Omir On a C) I would like to receive quantities of your 16-page Electric 
m Tool Catalog. 
PAP... Mall’ . O I would like quantities of your 24-page Chain Saw Catalog. 
MALL TOOL COMPANY, NAME 
Division of Remington Arms Company, Inc. . ewe 
25000 S. Western Ave., Park Forest, lilinois : 
In Canada: Mall Tool Ltd., 36 Queen Elizabeth Bivd., Toronto, Ont. . city ZONE STATE 
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These famous shooters... 


help you sell 


Burnett P. ‘‘Hipshot’’ Hall 
Newport, Tenn. 


boost your Peters 


Paul Fullop, 
Carmi, Illinois 





support your 





John A. Hunter, 
world famous lion hunter, 
Kenya Colony, Africa 





HESE well-known guides and hunters know 
f ters value of power and accuracy in their 
ammunition. That’s why they all choose Peters 
“High Velocity” when they are out after wood- 
chucks, ducks or even lions. 


And what’s more important they have been 
telling your best customers why it pays to 
shoot Peters. Colorful and interesting testi- 





Peters “High Velocity” 22’s 


“High Velocity” shotgun shell sales 


Peters “High Velocity” 
center fire sales 


PACKS THE\ POWER! 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 


**High Velocity’’ is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. StS. u.5. par 


monials appear monthly in the nation’s leading 
outdoor books. Testimonials that survey after 
survey prove shooters read and believe! 


It’s a powerful sales story for you that means 
bigger Peters sales. Check your stock now. 
Make sure you have a good supply of the en- 
tire Peters line. More of these exciting ads are 
on the way. They'll mean more sales than ever! 


pales 
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WHAT’S NEW 





@® For more information 
on these products and 
services use free post 
card on page 101. 


(Continued from page 106) 


66-120 in. lengths. Extending pole 
sets have 1 in. dia. in 30-52 in., 
52-90 in., and 66-120 in. lengths. 
Packed 10 to a carton. Stanley-Judd 
Div. Stanley Works. 


For more data circle No. 34 on postcard, p. 101 


Pipe gripping machine chuck 
Owners of 2 in. Oster pipe and 
bolt threading machines which re- 
volve the work, and prospects for 
new machines, will be interested in 
this pipe gripping chuck. The 
Power-Matic is a universal grip- 
ping chuck operated by a hand 





wheel and requires no bars or tee 
wrenches. Grips the work securely 
for right and left hand threads. 
Removable jaws grip pipe from % 
to 2 in. and bolts from ™% to 2 in. 
in diameter. The unit can be adapt- 
ed to most 2 in. Oster Mfg. Co. 


For more data circle No. 35 on postcard, p. 101 


Girder, panel building set 


Youngsters and grownups, too, 
will go for this different kind of 
building set that comes with panels 
and girders. The framework of a 
building is constructed first. The 
plastic interlocking upright and 
cross girders fit into a masonite 
foundation. Then, the panels are 
added much like a modern building 
is constructed. Flags, signs and 
marquees are included. Three sets 
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available are: Junior at 
Standard at $4; DeLuxe 
Kenner Products Co. 


For more data circle No. 36 on postcard, p. 10! 


$2.50: 
at $6. 


Powered wheel 16 in. tiller 
Powertiller is a heavy-duty pow- 
ered wheel tiller featuring all pur- 
pose tines and simplified controls. 
The 3.6 hp engine is rear mounted 
and drives the wheels with a side 
(Continued on page 112) 





WHEN YOU PLAN WITH AN 
M&D STORE PLANNING 
ENGINEER AND INSTALL 
M&D STORE FIXTURES 


Let the M&D QUALIFIED Store Planning Engineer show you on the premises—right in your store — 


7 the best possible floor plan 
d the proper type of fixtures 
7 the right fixture accessories 


SO THAT EVERY INCH OF YOUR SELLING FLOOR SPACE IS PUT TO WORK PROFITABLY 


THIS is why M&D fixtured stores have become the 
standard — THE FIXTURES OF CHOICE — in Hardware 
Stores all over the nation. 


And because these premium quality fixtures are sold 
nationally on such a large scale, prices are competitive. 
You get the best — without paying a premium when 
you order M & D. 


M &D is represented nationally by the leading Hard- 
ware Associations and large Wholesale Hardware firms. 
Contact your local association or Wholesaler for cata 
log and general information. OR 

lf you're planning over-all store improvements — a new 
store —or just a sectional upgrading. Whether it’s dis- 
play islands—gondolas—platforms—or wall sections, 


let the M & D man assist you with your plans without 
charge. 





Wall Cases 


NAME 


TEAR ME OFF AND MAIL ME TODAY to our nearest office, please. 


Have your Store Planning Engineer contact me. I am interested in: 
Complete Store Installation #§ Upgrading or remodeling O) 
Islands () 
M & D Store Fixtures, Inc. Dept. 

245 Vineland Avenue — La Puente, California 


or 
502 South Green Street — Cambridge City, Indiana 


Gondolas 0 
Platforms") 
HW A-4. 








STREET 








CITY 


STATE 
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pipe 





MACHINE BOLTS 


REPUBLIC STEEL 


Sst fi 22 SS 


oe 





yy Si a cas oy 














FLEXIBLE PLASTIC PIPE—for livestock watering, lawn sprinkling, irrigation uses. ROOF DRAINAGE PRODUCTS—a complete line that’s competitively priced 
Supplied coiled from 2” thru 3” dia. In straight lengths in 4” and 6” dia. Plus and ready to use. These uniform products are supplied in galvanized stee! 
@ complete line of fittings. and ENDURO® Stainless Steel, 


REPUBLIC 


Repusiic)) Lotlad Widest Kange of, Standard Steels 
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Beltre Pnoftla... All 


LTS and NUTS | 








Good will is a priceless asset of any healthy con- a nationally known and respected name as a 

cern. It helps attract new customers. It promotes result of broad corporate and product adver- 

repeat business. It is built on the thoughtful selec- tising. 

tion of every item stocked and sold—to assure e You get effective literature to help you and 

customers of full value in every purchase. your customers choose the fastener best suited 
Maintenance of your good will in every detail to any given use. 

is sound reason for selecting Republic whenever e You get intelligent packaging and labeling to 

you order bolts and nuts. Through complete simplify stocking and handling. 

manufacturing control, from iron ore blending e You get a complete line of fasteners to provide 

to finished product, Republic builds quality into your customers the exact type and size needed 

every fastener you receive. In turn, you can be for every application. 

sure each sale will be a source of customer e You get all of these advantages, and yet Repub- 

satisfaction. lic Bolts and Nuts cost no more than ordinary 
But beyond building better fasteners, Republic brands. 

offers you material assistance in building better So, the next time you order fasteners, specify 

profits: Republic. For full information, contact your local 





e You get pre-conditioned public acceptance of — distributor, or mail coupon. 





ePVUIiLO Bre ay es @ 









eae ke eee oo te le 


CHAIN PRODUCTS — include all types of welded WIRE NAILS AND STAPLES—a complete line for STEEL PIPE—for plumbing, heating, air condi- 
and weldless chain, plus farm and animal chain every farm and home use. Also ideally suited to tioning and all other home and building uses. This 
assemblies. Complete line is attractively packaged. and accepted by the building trades. Made from high-quality pipe is available in a full line, in 
Easy-to-read labels provide quick identification. wire specially produced for nail manufacture. sizes you want. 




































 ERRERRE CTR RRR Pe 
REPUBLIC STEEL CORPORATION | 

| Dept. C-3936 | 

| 3154 EAST 45th STREET, CLEVELAND 27, OHIO | 

| Please send more information on: | 

- Fasteners —- Steel Pipe | 

| [} Chain (General) [) Nails and Staples | 

[} Chain (Farm and [) Flexible Plastic Pipe 

| Animal) [ Roof Drainage Products 

WT Ib Stee fi Noducd | Name Title 
| Company 7 

7 Address 

| | 

elma J 
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iS THE TIME FOR SALES 
with SEYMOUR SMITH 


ELECTRIC LAWN 
TRIMMERS %y 


A growing and prof- 
itable market. Thou- 
sands of do-it-your- 
selfers and electric 
tool enthusiasts are 
going for this easy, 
time-saving way to 
trim lawns. 

FREE SALES AIDS 
Display stand 
(see below), 
Streamer, Cir- 
culars, Ad 
Mats, etc. 
Order form 
with each trim- 
_mer—or use 
\ postcard. 







yy 


\\ 
% \ 
\ 


No. 70 


Trimmer 


$21.95 














No. 700 33, %, 
Trimmer dealer 





with Underwriters’ 
approval 


$29.95 





This FREE display 
will make you mon- 
ey. Yours for the 
asking. Order form 
with each trimmer. 


Made by the makers of the famous “‘Snap-Cut"® 
pruner and backed by the best known name in 
garden tools. 





Luatity Toots 


Swace 7850 


SEYMOUR SMITH & SON, INC., Oakville, Conn. 








® For more information on these products and services 
use free post card on page 101. 


(Continued from page 109) 





chain drive. The fully hooded 16- 
tine tiller cuts a 16 in. swath at 


| four speeds from % to 1% mph. 


Rotor diameter is 14 in. with 10 


| replaceable tines. Bolens Products 


| Dov.., 


Food Machinery & Chemical 
Corp. 


For more data circle No. 37 on postcard, p. 101 


Heavy-duty bolt anchor 
Here is a heavy-duty bolt anchor 


| for anchoring heavy equipment to 





The Rawl 


with bolts. 
Multi-Calk has a precision cast 
sleeve of Rawloy, a special lead 


masonry 


alloy. The device is useful where 
economy is a factor. Rawlplug Co. 


For more data circle No. 38 on postcard, p. 101 


Slip-on pipe rail fittings 


Homeowners planning pipe proj- 


will be customers for these high 
tensile aluminum fittings that need 
no threading or welding. Each fit- 
ting slips over the pipe and is 
firmly secured with self-locking 
screws. Speed-Rail fittings come in 
eight different shapes to fit all 
needs. Complete line is available in 





34, 1,114 and 1% in. standard iron 
pipe sizes. Hollaender Mfg. Co. 


For more data circle No. 39 on postcard, p. 101 


Smartly styled jardiniere 


Homemakers with either modern 
or traditional furnishings will be 
interested in this fashionable jar- 
diniere with the Brass-Tone Alumi- 
lite finish. The finish will not chip, 
tarnish or peel and needs no polish- 
ing. Mirro jardiniere holds a 3 in. 
clay pot. Also available is the Mirro 
Brass-Tone planter of patterned 





metal. Comes in two sizes. Alumi- 


num Goods Mfg. Co. 


Sales Representatives: John H. Graham & 


Co., Inc., 105 Duane St., New York 8, N. Y. ects such as railings, awning 


frames, access ladders, and so on 


For more data circle No. 40 on postcard, p. 101 


(Continued on page 114) 
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"Ais -pecoRATES «PRESB .. 
WET On Day SURFACES | .e 
a 
a 
* 
i ‘ 
® 
| * 
* 
| °. ee 
extra profits | Se one 
. a 
SEAL-KOTE’s universal uses—exterior and interi- | ° . 
| or—guarantee strong month-by-month sales without | | .®, 2 
| seasonal lag. . . eliminate need for stocking “‘spe- | e*e ® 
| Clals.’”” Wide range of attractive decorators’ colors, es 
| Customers are pre-sold through national adver- eve 
| tising and publicity. A complete line of sales aids ® ec Se ee 
| plus 45-second “Sight Sell’? demonstration turns oe 
store traffic into sales. AA-3757 ee 
oe 
+ 
THE WOOSTER SEALKOTE COMPANY ae 
6 6 
Wooster, Ohio e*e 
ee 
« 
ee 
| 
| Wuppy, 
nee “te yD OVD 
| Ever tried to start a power mower when its car- 
| buretor is clogged up with gasoline gum? What 
a job! That’s the problem your customers have 
—for just about every power mower is clogged 
with gum deposits right now! 
Here’s how you can help. Tell your customers 
about GUMOUT. There’s nothing like it! 
GUMOUT, added to the fuel, dissolves gum 
and varnish quickly and effectively ... permits 
the engine to “breathe” again. 
lf you are not already selling this nationally 
advertised, fast moving carburetor cleaner, 
order from your jobber, or write: 
GUMOUT DIVISION 
Nothing’s too good for McGinnis — since he started Pennsylvania Refining Company 
suggesting “Scorcn’”’ Brand Masking Tape 2680 Lisbon Road, Cleveland 4, Ohio 
with every sale! eseeeeeveeveeveeeee eee eee ee eee 
®eeeeeseevoeeeeeeee eee eeee 8 
eeeoeeeeveeeeese ses eee @esees 
eeeeeseevovseeveeeseeseeeeeee2 @ 
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DALTON °c AGAIN... 


with a SENSATIONAL, NEW, LOW-PRICED 
All-Purpose Cutting Tool that will Take 
Your Hobby and Homeowner Trade by Storm! 
IT’S THE NEW MODEL D-600 
PORTABLE 
DALTON {orAr JIG SAW 
with 
Grip-Switch 
Handle—and 
’ Featuring a 
New, Unique 
SQUARE 
RECIPROCATING 
SHAFT 
With this reyo- 
lutionary im- 
provement, 


Pressure ig 
distributed evenly over 





two surfaces of the 
Square Reciprocating 
Shaft as Saw is fed 
into muterial being cut—pre- 
venting blade from twisting— 
giving you a clean, true cut. 


Has Other Exclusive Features 
to Help You Sell More Saws 


It saws circles, straight lines, 
intricate designs in wood, plas 
tics, metals, composition 
boards, etc. Grip-Switch han- 
dle provides COOLER han- 
dling, better control. Special built-in motor insures 
fast feeding speeds—no jumping or chattering. 
Oilite bearings are locked in place. Has 3-conduc- 
tor cable and adapter for safety. Makes own 
scerting hole for inside cuts. Air stream blows 
sawdust off guide line. Light weight. well bal- 
aneed. Saw is mounted on an angle, pitching 
blude slightly forward and resulting in faster. 
easier, truer cuts. 


Another New Item from DALTON 
with BIG Profit Potential for You! 


New DALTON ,.cctn. 


MECHANICAL 
SAWHORSE 
LEGS 


Made in Two 
Sizes — 24" and 
30" Heights — for 
Home, Shop and 

Farm Uses. 





Retail 
$29.95 


Complete with 
3 Different 
Biades and 

Allen Wrench 






















Sturdy, All-Stee! 
Construction with 
Wide Saddles 
for Holding 
Crossbar Secure 
ly. Crossbar can 
be Any 2” Lum- 
ber—in Any Lengiu! 





Retail 

wihy $4.90 

Legs. br. 99-00 
Slightly Higher 


on West Coast 


These Features Make Selling Quick & Easy: 
Fully Mechanical—requires no nails. bolts or 
acrews. Safe—can't slip, wiggle or fall apart, 
Sturdy, Quality Built—made of heavy gauge steel, 
fabricated for strength, gray enamel finish. Con- 
venient, Portable—has self-locking braces—axsem- 
ble sawhorse on the job, fold in a flash for storage 
or carrying. Use for ping pong, train and bananet 
tables, platforms, carpenter’s horse, barricades. 
etc. Will safely withstand a load of 1500 Ibs. 


SPEE-DEE 
Sawhorse brackets 


with the Exclusive 
Flanged Nail Holes 
for Quick, Easy 
Disassembling. 
Takes Dressed 
Fat. OF Common 2 
Pend. x 4 Lumber 





Produces aie sturdy 
sawhorse that won't 
fall apart when 
lifted by rail! Employs nails to se- 
cure assembly. Made of heavy gauge 






Pr. $1.19 


Slight! steel, rust resisting finish. Use 
Higher a for ping pong, train. display tables. 
W. Coast carpenter's horse. etc. Dismantie fer 


carrying or storace. In display pke. 


Your Jobber Stocks, or Can Get for You! 


20 S. Central Ave. 
$+. Louis 5, Mo. 


DALTON MFG. CO. 
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WHAT’S NEW 








@® For more information 
on these products and 
services use free post 
card on page 101. 


(Continued from page 112) 


Car flash safety light 


Motorists will be customers for 
this plug-in flashing emergency 
warning signal. The Big Beam Car 
Flash flashes 72 times a minute and 
will operate over night without 
running the car battery down. 
There is a model for 6-volt and one 


_ oF 2a me 
4 $ 
; ff eii 
: ‘ ; 


RR : 





for 12-volt car systems. The small 
light retails for $2.98. U-C-Lite 
Mfg. Co. 


For more data circle No. 41 on postcard, p. 1061 


Aluminum garden safety edge 


Home flower gardeners can make 
a neat garden with this do-it-your- 
self kit of 8 in. aluminum safety 
edge. The light-weight gardenette 
comes in a 40 ft length which is 
then cut by the user to 16, 12, 8 
and 4 ft lengths. Directions in- 













































tr ¥ 
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Dire srryerys 








cluded show how to form the gar- 


den. Nichols Wire & Aluminum Co. 
For more data circle No. 42 on postcard, p. 101 





Bathroom wall gas heater 
Here is a new style unvented cool 
cabinet gas wall heater for bath- 


AMY 


SOO 


i 








room 


use 
diant heat. The unit, with stainless 
steel radiant, is easily attached to 


that provides quick ra- 


the wall with two screws. No flue 
is required. The unit uses natural, 
manufactured, mixed, or LP gases. 
Comes in white and silver finish or 
hammertone beige in gold silicon. 
Measures 13% in. high, 14 in. wide 
and 4%4 in. deep. Quaker Mfg. Co. 


For more data circle No. 43 on postcard, p. 101 


Children's play sport kit 
Youngsters will go for this Pee 
Wee Sports Kit which includes a 





. mae et BE, 


football, playball and whistle. The 
vinyl football is 6 in. long and 3 in. 
in diameter, an exact replica of 
Sun’s official size football. Comes in 
assorted colors with two white 
stripes, air filled and permanently 
sealed. The vinyl playball is 4% in. 
with a soccer ball design. Sun Rub- 
ber Co. 

For more data circle No. 44 on postcard, p. 101 





Portable spray paint unit 
Twin Tuffy is a portable spray 
painting unit designed for big do- 


(Continued on page 116) 
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NOTHING LIKE 


THE MASTER 


(THE KING-SIZE PLEASURE CHEST) 


FOR CONSTANT PROFITS 


The Master—king of portable coolers for larger or 
longer outings—assures constant demand, constant 
profits. 





/ / \ All heavy-gauge steel zinc-coated bonderized exterior 
and galvanized interior with fiber glass insulation. 
Bottle opener—lift-out food tray. Baked-on red finish MODEL A9 
with white letters. 
CAPACITY: 
Also available in medium (standing upright) 32 6-oz. 


ORDER NOW FROM YOUR JOBBER’S STOCK 


. . _2 , LA” . a4" ” 
size A-3,14Y2”x1134”"x16 ASK YOUR JOBBER FOR FREE ADVERTISING MATS 


and small size (The Pal) 
AG, 18”"x834"x113,4” OUTSIDE DIMENSIONS: 


18” length x 13” width x 17” 
overall height. 


bottles or 24 12-oz. bottles, 
ice and lunch. 


Packed one to carton 
Shipping wt. 28 lbs. 


THERE’S PROFIT IN 
ip 





_ een 





REFRIGERATOR CO., LOUISVILLE, KY. 


complete Qutdbor Bubbler’ tine 


. > 




















The perfect answer for outdoor bubbler Model Fastest moving _ seller Model 

use where faucet can't be reached 156MB during ‘56 redesigned 156 

conveniently — whether too high... for ‘57. Attaches instantly 

too low ... hidden behind bushes, the to any outside faucet... 95 
Patented originally ond exciusively new Model 156MB has an exclusive no extra parts or tools 3 

mounting bracket complete with screws needed. It's as simple as retail 
by CAMCO (Patent No.178,894) d 6’ flexib! : Bubbi a. 4 : son 

tother patents pending) se ee ee ee Oey Lee attoching your gerden P 


can be mounted any- 
where within a 12’ 





hose. Simply press the 
button and cool, refresh- 


Completely Sanitary and Hygienic 


as Required by National Code circle of — -s ing water, bubbles up. 
Retelers mee Soon osking for i of house ... by your gorden hose to be used 
... demanding it — a complete borbecve ... on a esa Cate 
outdoor fountain line to meet fences = _ see 

patios and piayrooms . ; 
every home need, every home too. Sells on sight. J 
location -— outdoor bubblers 


that feature “no splash’ drain 
lines, 10 foot extensions, all- 
chrome construction, life time 
brass valve. Sell the really NEW 


The top quality bubbler in 
the new CAMCO line... 
first for 57. it's all metal 


and finished in gleaming 
lo 











/ retail 
features in ‘57... features that ce, eae mee ages cng The mies 
will double last year’s sales and ; a-£ ccniennnth ilk tila tnnets deh Std 
profits for you. Write or wire eo,’ | market, including new 7 

; ; — “no-splash drain line. > | 
collect for full information on our Pe a ae er 
attractive discounts and many iz The savdak enuuet fas 
dealer aids. ( those who want the very 

s best. 
> Model 266MB fully 
equipped with mounting 
ONLY COMPLETE LINE 4 95 bracket, screws and 10’ 
4 | extension can be 
retail mounted anywhere. 
price } 


MANUFACTURED BY: 


63 Gorham St., Somerville, Mass. 
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Sales-Making 
Wrench Set Display 











Exclusive with Vichek, this attrac- | 


tive wall display is available in 
two styles: (1) polished chrome 
plated and (2) Velco finish. 


Each holds 19 wrench sets. 


This permanent display is sup- 
plied free when you order the 19 
wrench sets, as illustrated. 


A real sales-producer. Write now 
for information and prices. 





Fast Selling VLCHEK 
PLASTIC BOXES 


Attractive, practical, durable. 
Hinged cover closes securely. 
Various compartment arrange- 
ments to fit any need. Molded 
from sturdy, crystal clear poly- 
styrene plastic. Twenty standard 
boxes of various sizes available 
from stock. 


Write now for catalog and prices. 


THE VLCHEK TOOL CO. 


3001 East 87th Street, Cleveland 4, Ohio 
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WHAT’S NEW 








@ For more information 
on these products and 
services use free post 
card on page 101. 


(Continued from page 114) 


it-yourself jobs. It is equipped with 
a \% hp electric motor with double 
shaft that runs two % hp dia- 


SX 


aa 





phragm compressors. Delivers 4.6 
to 5 cu ft of air per minute and is 
fitted for medium production guns. 
Accessory items available are 
wheels, an axle, and a handle. 
DeVilbiss Co. 


For more data circle No. 45 on postcard, p. 101 


Bailing sponge for boatmen 


Boating enthusiasts and fisher- 
men will be customers for this 
giant O-Cel-O sponge of many uses. 
Sailor Bailer absorbs up to % gal 
of water. Handy for washing the 
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decks, too. O-Cel-O Div. General 
Mills Inc. 


For more data circle No. 46 on postcard, p. 101 


Small bore pneumatic rifle 


Blue Streak pneumatic rifle fea- 
tures an adjustable sight and sells 





for $23.95. This companion piece 
to the Silver Streak rifle offers 
accuracy and greater penetration 
by the .20 cal ammunition. Other 
features include a blue black, micro 
rifled barrel, full length walnut 
stock, automatic safety, and con- 
trolled air-power. Sheridan Prod- 


ucts, Inc. 
For more data circle No. 47 on postcard, p. 101 


Riding 21-in. rotary mower 
Rangerider 21 is a 2l-in. riding 
rotary mower that features non- 





tipping construction. The unit has 
forward and reverse gear shift, 
mows in both directions and goes 
up to 5 mph. All moving parts are 
enclosed and cutting height is ad- 
justable. It is equipped with a 
Briggs and Stratton 234 hp, 4-cycle 
engine with recoil starter and 
throttle control. Root Mfg. Co., Inc. 


For more data circle No. 48 on postcard, p. 101 


Built-in barbecue grill 


Home craftsmen will be inter- 
ested in this charcoal unit for in- 
door or outdoor installations and as 
a portable grill. Char-Grill comes in 
Imperial and Deluxe models, both 
with stainless steel tops, heavy steel 
firepan which is moved by turning 
a crank, and black finished fronts 

(Continued on page 118) 
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MONEY-MAKING 


MORE 
THAN ITEMS IN THE 


AMERICAN LOGGING TOOL LINE 








Here are just 4 of the more-than-500 separate items 
in the American Logging Tool Line. Our specialty 
is log handling tools — cant hooks, pike poles, pea- 
veys, tongs, hookaroons and handyman equipment. 
Write—call today for illustrated catalog and prices. 


PIKE POLE—high- 
carbon, one-piece 
forged points and 
hooks, available 
in straight or 
curved pike, with 
aluminum or white 
ash handles. 


LOAD BINDER—quickly tight- 
ens and holds chains to bind 
lumber, logs, automobiles, 
pipe, steel to truck. 













SNOW SHOVELS —stur- 


dily built, light weight. 
CANT HOOK — ily built, light weight 


forged steel! hooks 
and toe rings, 
select rock maple 
or hickory han- 
dies. Available in 
all sizes. 


GET FULL LINE 
CATALOG 
from 











wey 


American LOGGING TOOL CORP. 


* a Subsidiary of Broderick & Bascom Rope Co. 


ns 
4% *% Factory: EVART, MICH. General Office: 4203 Union Bivd. 
ST. LOUIS, MO. 














NEW 


WHIZ-SAW 
SALES BUILDER 


wu * 4-COLOR 
| DISPLAY 


® FREE 


® READY 
TO SELL 














AMERICA’S FIRST AND FINEST 1B) ) 
| RECIPROCAL ACTION SAW [Rg | 





Order your choice of Whiz-Saw assortment today. 
Big profit on each. Display is free. Write for in- 
formation or ask your hardware wholesaler. 

THE FORSBERG MFG. COMPANY 
Seaview Avenue, Bridgeport 1, Connecticut, U.S.A. 
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eee No Equal for 
Quick Pipe Threading 











; 
| 





Popular—and no wonder. . 


. a die head for each 
_ size, 4’’ to 2’’—snap into ratchet ring from either 
_ side, can’t fall out—reverse for close threads. Tough 
malleable and steel heads, famous RIZAID long-wear 
dies—conduit or special dies available, (No. 12R, ! 
to 2’’). Your fastest selling pipe threaders— order 
today from your Wholesaler! 


The Ridge Tool Company e Elyria, Ohio, U.S.A. 

















and burns for 15 hours per filling. 


e A promotion kit of envelope stuff- 
' ers, counter cards and other pieces ma 
is available for the $3.75 lantern. Las 


R. Bb. Dietz Co. 


For more data circle No. 50 on postcard, p. 161 








® For more information on these products and services 
use free post card on page 101. Quiet hydraulic float valve 


(Continued from page 116) Lantern and fuel-igniter kit Water pressure instead of me- 
chanical pressure is used by this 
A Comet kerosene lantern and a < used by thi 


pint container of fuel-igniter make 
up this handy kit that will interest 
outdoorsmen. Home owners and 
drivers will be customers for the 
lantern as an emergency light. The 
Comet is 8% in. high, in bright red, 





with gold panel. The Imperial is 
talinless steel on sides and back. 
The Deluxe has black sides and 
back. The units are sized for use in 
modular or custom-built cabinets of 


hydraulic ballcock for toilets. Hush- 
flo reduces the noise of tank refill- 
ing and fills the tank in less time. 
Water hammer and metering noises 
are eliminated over a_ pressure 
(Continued on page 121 


wood or metal plus any masonry. 
Majestu Co., Ine. 


For more data circle No. 49 on postcard, p. 16! 











ANOTHER 






It’s ““Easy-Wrap” Season 
FOR EASY ~ 
SALES AND It — 
INSTALLATION 

Sells 


Itself! 










‘““FASY-WRAP”’ 


STOCK THEM 

TODAY... © Stops Pipe Sweating 

SELL THEM ¢ Insulates Hot Water Pipes 
TOMORROW © Helps Prevent Pipe Freezing 


* Improves Room Appearance 


Famous F & W 
Varijet Shallow 
Well delivers 40- 
70”. more water, 
yet reduces motor load and current con- 
sumption. Best of all, it's packaged com- 
pletely assembled with tank, pump, and 


accessories. No extra parts to buy or stock. F & W VARIJET i 
A ee eeletny P : for Shallow Wells. Order from your jobber 


Installation easy and quick. A natural for low- %4-% HP. Motors, 
expense, high-profit selling. Send for details today! 120-1000 OPH. Packed: In individ. 

(a t.@ © se f ”“ 
FLINT & WALLING MANUFACTURING CO., INC. ll oye RHOPAC, INC. 


688 Ocak Street, Kendallville, tadiana 
One dozen car- 
tons in Master 3427 Cieveland Street, Skokie, Illinois 


FAW steers Fooig Won by Flint & Walling ae. ] 
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lt is a quality glass fibre insulation and an 
ouvter-wrap vapor sealing tape designed for 
the do-it-yourself home owner. All you do is 
put it on your counter and replace it as fast 
os it sells. Quick, easy profit for you. 
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New Hodell Pailettes in lithographed colors work for you 
three ways—all at no extra cost! 

Here’s a chain package you can proudly display. New 
lithographed Pailettes are beautiful for floor, window or 
counter display . . . individually or massed. These attractive 
colors add a splash of brilliance to grouped displays. Stop 
customers! Make them look! Help you sell! 

Printing is lithographed mght on the pail...on both sides 
of each Pailette! No more troublesome paper labels! New, 
lithographed Hodell labeling can’t scuff! Can’t peel, smudge, 


tear or be ruined by moisture! 


HODELL CHAIN COMPANY 


wt 
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Labeling is big, with large printing for easy reading. Label- 
ing is uniform... printed in the same position on every 
Pailette you receive! 

The color of the Pailette tells the chain grade—green identi- 
fies Proof Coil, red indicates BBB Coil. Stock taking is a cinch! 

And remember, Hodell Proof Coil and BBB Coil chains 
are color-coded and length marked every 10’—with color- 
coded tags on the ends—anside these beautiful, sturdy, all- 
steel Pailettes. Pailette covers are self-sealing. 

Ask your distributor for complete details. Better still, send 
him your initial order today. 


ationa 


exo’ 


a 
Cleveland 3, Ohio 


Division of The National Screw 4 Mtg. Co. 





MAN-TALK ABOUT TIRES 
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’ i RY . 


If grandfather were in this picture, he would remember the U.S. Royal 
bicycle tires he used as a boy. Ever since 1893, United States Rubber 


has been making bicycle tires without interruption .. . 


an all-time 


record among American tire makers. 


There’s nothing “fuddy-duddy” about 
this remarkable 63 year record. U.S. isn’t 
resting on past laurels, but instead uses 
this unmatched experience to pioneer 
new tire developments such as the pre- 
mium grade U.S. Royal Rider and the 
1.75 Middleweight which has revolution- 
ized and revitalized the entire Industry. 

But, U.S. Rubber’s 63 year record of 
being the leading American maker of 
bicycle tires isn’t the only thing you've 
got to talk about. U.S. Royal bike tires 
represent the most advanced designs 
and research . .. appearance and perfor- 


W.> ROYAL 


See Your U. S$. ROYAL Bike Tire Jobber — Get rolling with Royals — the fastest moving bike tires in America. 








mance is something men of all ages 
understand and appreciate. 

And, when you’re talking bike tires 
to the big and little men who come to 
you, you can be sure of every sale... 
U.S. will always protect it’s enviable 63 
year record for quality. You’re sure, too, 
of quick service, a full margin of profit, 
a complete line and the pre-selling help 
of U.S. Rubber’s biggest advertising 
program ever. 

So, the next time your door opens, be 
ready to talk tires, know the facts about 
U.S. ROYALS and be sure your stock 
is complete... check now! 





CYCLE TIRE DEPARTMENT © 549 East Georgia Street © Indianapolis 6, Indiana 











U. S$. ROYAL CHAIN 
Tough, easy-riding and sensibly 
priced. Features the exclusive built- 
in skid chain. 


U.S. ROYAL RIDER 
The easiest pedaling, longest coast- 
ing balloon tire around. Distinctive 
tread design, extra tough construc- 
tion make this a favorite with 
everyone. 


U.S. ROYAL MIDDLEWEIGHT 
The popular size now used on 80% 
of the industry’s bicycle production. 


U.S. ROYAL LIGHTWEIGHTS 
A complete line of sizes to fit 
all standard American and most 
foreign lightweight rims. 


Wed 
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WHAT'S NEW 








@ For more information 
on these products and 
services use free post 
card on page 101. 





(Continued from page 118) 


range of 5 to 200 lb. Anti-syphon 
or vacuum breaker design is avail- 
able where such valves are required 
by code. Romar Mfg. Corp. 


For more data circle No. 51 on postcard, p. 101 


Clear satin finish varnish 


Neptunite satin finish varnish 
offers clarity, scratch, and mar re- 
sistance and a hand rubbed look. 
The new finish is almost crystal 
clear and won’t cloud or settle in 





the container. Resists beverages, 
fruit juice and alcohol and won’t 
scratch white. Contains no soaps or 
wax and can be used over blond and 
pastel colors. Lowe Brothers Co. 


For more data circle No. 52 on postcard, p. 101 


Tray shows Mayflower voyage 


The latest in the Masonware line 
of historical trays is this version 
showing the Mayflower and a chart 
of its original voyage in 1620. The 
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subject is timely because of the re- 
cent voyage of the restored May- 
flower. Sells for $1.98. Masonware 
Co. 


For more data circle No. 53 on postcard, p. 101 


Honed edge cutter wheel 


This Beaver Black Magic honed 
edge cutter wheel combines the 





easy cutting of a thin wheel and 
the durability of a heavy-duty 
wheel. The new wheel fits all stand- 
ard No. 2 pipe cutters and pipe 
machine cutoffs. Beaver’s Model-A 
pipe machine and the Speed-O- 
Matic pipe machine now features 
this wheel as standard equipment. 
Beaver Pipe Tools, Inc. 

For more data circle No. 54 on postcard, p. 101 


(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 16) 


shipped with an assortment. Mea- 
sures 15 in. high, 20% in. wide, 644 
in. deep. Cable Electric Products 
Inc. 


For more data circle No. 55 on postcard, p. 101 


Lawnsweeper cutaway model 


Slim Jim cutaway display model 
enables you to display a lawn- 
sweeper in a minimum amount of 
floor space. Plastic sections over 
the chassis permit the salesman to 
direct attention to specific Lambert 
features of brush design. Another 
plastic section shows the steel drive 
gears in operation on the working 
model which can be loaned to cus- 
tomers. Slim Jim can be returned 

(Continued on page 122) 




















(Advertisement ) 


Sometimes even something as sim- 
ple as a plain ole Hacksaw Blade 
can be modernized, idealized and 


generally pepped up. It can't 


‘always be done, but we’ve man- 


aged to do just that with these 


GRIFFIN HACKSAW BLADES. First 


off, we put the teeth on there in big 
letters ... you can read ‘em with- 
out your glasses. Then to make it 
easy, we've printed right on the 
blade what it'll cut. . . you know, 
24 teeth for tubing and small 
sections, 18 teeth for bolts, pipe, 
etc. Makes it easy for any clerk to 
pick out the right blade for the 
customer. 


Then we mark each blade like so 
FRONT ——» , means your cus- 
tomer can't put the blade in his 
frame backwards. And the whole 
blade is painted a genuine antique 
satin black . .. looks good in your 


stock ...no rust, no scale, no oil. 


And these are really nice blades, 
made by an outfit that’s been mak- 
ing GOOD HACKSAW BLADES 
since 1880. Why not write today 
for a sample blade ...see for 
yourself just how good they are. 
Just drop a card in the mail to 
GRIFFIN, 105 Duane Street, New 
York 8, New York and we'll send 
you a modern Griffin Hacksaw 
Blade. 





Subls 


FRANKLIN, NEW HAMPSHIRE 


Sales Representatives 


JOHN H. GRAHAM & CO. INC. 








105 Duane Street, New York 8, New York 
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the carton. 
LIST PRICE 
$523 
EACH 
Write for illustrated 
catalog page and 
prices. 
DISTRIBUTORS: 
Ask about open 
territories. 


GARCO MFG.CO. 


746 N. ADA ST. ° CHICAGO 22, ILL. 
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TO HELP YOU SELL 
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@ For more information on these products and services 
use free post card on page 101. 


(Continued from page 121) 





to the factory in exchange for a 
regular model made up for Christ- 
mas displays. Lambert Inc. 


For more data circle No. 56 on postcard, p. 101 


Spray paint display rack 

The giant size Quik-Spray paint 
cans now have a special display 
rack for display on the counter. The 
functional trim rack is available 
with an assortment of 17 colors and 
zinc chromate primer in the giant 
16.2 oz cans. The alkyd non-toxic 
enamel also comes in 12 oz cans. 








This size also has a display rack. 
Sheffield Bronze Paint Corp. 


For more data circle No. 57 on postcard, p. 101 


Toy catalog insert in color 


The leading items of a newly 
styled South Bend line of doll car- 
riages, strollers and children’s fur- 
niture are illustrated in their actual 
color combinations in a catalog in- 


sert. Color plus complete descrip- 
tions and specifications will help 
buyers make selections. The toy 
firm’s 16-page 3-color catalog cover- 
ing the full line of 18 carriages, 10 
strollers, 7 table and chair sets, 6 
rockers and 3 toy chests is also 
available without cost. South Bend 
Toy Mfg. Co. 


For more data circle No. 58 on postcard, p. 101 


Fishing float display pack 


This float display pack is de- 
signed to make it easier for dealers 


casTin® 
poo’ eo er ad 
- 





to reorder fast moving sizes and to 
speed up shipping. The pack con- 
sists of 2 doz each of Dayton %, 1 
and 1%, in. diameter models; 1 doz 
each of 1% and 1% in. diameter 
sizes; a total of 8 doz standard 
model floats. Floats are positioned 
and priced by size in the compact, 
partitioned counter display. Dis- 
play is free’with the assortment. 
Total list is $22.20. Dayton Bait Co. 


For more data circle No. 59 on postcard, p. 101 


Builders’ hardware catalog 


The Welch line of quality locks 
and builders’ hardware is described 
and illustrated in this 27 page cata- 
log. Prices, operation, measure- 
ments and all other pertinent 
information about the line are in- 
cluded in the book. Welch Broth- 
ers Co. 

For more data circle No. 60 on postcard, p. 101 


(Continued on page 124) 
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‘100% Switch to KLEARCOR plastic pipe 


for QUALITY, SALES APPEAL”’ 


O. A. Forslund, President 
Forslund Pump & Machinery Corp., 
Kansas City, Mo. 
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ALEARCORY 


AVAILABLE AT POPULAR PRICES 


9 out of 10 dealers prefer KLEARCOR to ordi- 





Lightweight, flexible, corrosion-proof, smoother- 


nary plastic pipe; has even greater sales appeal 
because of availability at new popular prices. 
Smooth, pearl-clear inner core shows it’s made 
of premium grade virgin polyethylene. Black 
sheath provides protection against checking in 
sunlight. 


greater flow, KLEARCOR lasts indefinitely. Real- 
ly a seller from Home Water systems, Farms, Jet 
Pump Well installations, Municipal Water Lines, 
Food Processing applications, Chemical Process- 
ing solutions and Water Distribution lines. 


® Registered; Patent Pending 
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Write, Wire, Call: 


WESTERN PLASTICS CORP. 


Box 436-M Hastings, Nebraska 


Phone 3-1361 
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MAIL THIS COUPON TODAY 





° [ ] | am interested in a dealership. 
[ | Please have representative contact me. 
[| Please send literature on KLEARCOR PIPE. 


NAME 


- 





ADDRESS 





CITY COUNTY STATE 











Name and address 





of your distributor 
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© BCH: again 
with merchandising 
at its finest! 




















The VACO Tool Center can be 
furnished with any assortment 
of VACO tools since any and all 
shelves in the complete VACO line 
fit the perforated back panei of 
the VACO Tool Center display. 

















The New VACO Tool Center 


brings versatility, efficiency and showmanship 

to one concentrated selling area. Occupies only 

5 square feet of floor space! Completely 
self-illuminated back display panel! Large storage 
compartments with sliding doors! Modern 
wrought iron legs! A truly modern merchandiser 
for a modern sales approach. You can place 

this in your store for practically the cost 

of the merchandise alone. 


Write at once for complete details! 








VACO PRODUCTS COMPANY, 317 E. Ontario St., Chicago 11, Ill. 





\/ 
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o Lynn Products, Ltd., Montreal 1, Que. 











WHAT'S NEW 


@ For more information 
on these products and 
services use free post 
card on page 101. 
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(Continued from page 122) 


Aluminum toy packaging 


Kiddykook toys are now available 
in the Skin-Pac method of packag- 
ing. The aluminum cooking toys are 
sealed tightly with a plastic film on 


a cardboard backing. Customers can 
clearly see the items in these pilfer- 
proof packages which are useful 
for rack selling. Aluminum Spe- 
cialty Co. 


For more data circle No. 61 on postcard, p. 101 


Water systems catalog 


Here is a loose leaf catalog show- 
ing the complete Commander line of 
water pumps, water systems and 
sump pumps. The line includes jet, 
submersible and piston pumps in a 
variety of shallow well, convertible 
and deep well models. Well depths 
ranging to 500 ft can be reached, 
with pressures of 20 to 80 lb and 
capacities to 1250 gph. Tait Mfg. 
Co. 


For more data circle No. 62 on postcard, p. 101 


Concrete repair display 


Homeowners and maintenance 
men will be attracted by this color- 
ful Latex Concrete counter display 
poster. The free 15 x 22 in. card 
holds a piece of hardenci’ material 
applied 1/16 in. thick over an as- 
bestos-cement board base. This 
demonstrates that the repair mate- 
rial can be spread very thinly over 
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masonry. Photographs and descrip- 
tions cover properties and uses of 
the masonry repair item. Comes in 
3 kit sizes. Camp Co., Inc. 


For more data circle No. 63 on postcard, p. 101 


Plastic pipe fitting carton 


Plastic fittings for Carlon flexible 
plastic pipe are packaged 12 per 
box in sizes 4% to 11% in. The at- 
tractive red cartons are marked on 
five sides for quick identification in 
stock. Illustrations explain recom- 





mended installation for pipe fit- 
tings. Carlon Products Corp. 


for more data circle No. 64 on postcard, p. 101 


Pocket lighter display 


This attractive counter, window, 
or wall display helps build volume 





(Continued on page 126) 
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No wetting.. 


No waiting. 


Just a press of the finger and 


it’s labeled with 
Dennison PRES-a-ply* 


Look at the other unique advantages 
that PRES-a-ply labels offer: 


~ Clean, easy and labor-saving. 


~ Adhere to surfaces usually difficult to label — smooth non-porous 
surfaces like enamels and plastics. 


¥ Broad choice of stocks including litho-coated, high gloss, foils, 
casein coated metallics, tag, acetate, latex impregnated. 


4 Available in a wide range of shapes, sizes, colors — Dennison- 
designed to fill your requirements. 

¥ Available with permanent or removable adhesive. 

¥ Long shelf life. 

Dennison offers four convenient PRES-a- 
ply Dispensers — manual or electric. They 


are easy to load and operate. They speed 
labeling, insure against label spoilage. 


For more information write 


 Sewnioon 


DEPT. 112, FRAMINGHAM, MASS. 
*Registered trademark for Dennison self-adhering labels and seals 
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GREENLEE 


your highly dependable source 
of fine hand tools 





WHEN you stock the GREENLEE 
line, you can be sure that you have 
tools of inherently outstanding value 
and excellence. You can be sure, also, 
that you have a reliable source upon 
which you can always depend. 


For nearly 50 years this firm has been 
famous for fine products. It is equipped 
with the best of modern production 
machinery and factory facilities... 
uses only the finest grades of materials 
for its tools...employs highly ex- 
perienced craftsmen to produce them. 


And each year finds more new develop- 
ments in work at GREENLEE. New pro- 
duct improvements, better packaging, 
consistent national advertising — al 
designed to make this a top selling line 
for you. Ali are reasons why it pays to 
stock and build extra volume with 
GREENLEE... . a progressive, highly de- 
pendable source for you. 






= 
GREENLEE 


STOCKED BY LEADING WHOLESALERS 


GREENLEE TOOL CO., 1806 HERBERT AVE., ROCKFORD, ILL., U.S.A. 
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TO HELP YOU SELL 














@ For more information 
on these products and 
services use free post 
card on page 101. 


(Continued from page 125) 


in pocket lighter sales. The colorful 
merchandiser displays four Ronson 
Windlite windproof lighters in a 
3-dimensional golfing scene. Three 
lighters are satin finish at $3.95 
and one engraved design model is 
$4.95. Lighters come mounted on 
ecard with gift boxes included. Dis- 


play is free. Ronson Corp. 
For more data circle No. 65 on postcard, p. 101 


Automatic color dispenser 


Colorobot permits the paint buyer 
to select any color, insert a card 
and in a few seconds have the exact 
color mixed and ready to take home. 
The color dispensing machine as- 
sures a full range of colors with a 
small inventory and investment. 
The unit takes up 2% x 4% ft of 


space and is available with manual 
dial selector and automatic punch 


card. Martin-Senour Co. 
For more data circle No. 66 on postcard, p. 101 


Builders’ hardware catalog 
The 19th edition of the EPCO 


Builders’ Hardware Specialties. 
catalog covers the advantages, ap- 
plications and methods of installa- 
tion for this line of friction 
catches, tracks and glides, cabinet 
framing and so on. Illustrations and 
diagrammatic sketches, dimensions 
and instructions make this a help- 
ful selling aid. Includes price, 
weight, and packaging information. 


HARDWARE AGE, JUNE 6, 1957 


The loose leaf book is free. Engi- 
neered Products Co. | 


For more data circle No. 67 on postcard, p. 101 


Carburetor cleaner package 


Carb Master carburetor and fuel 
line conditioner is now being pack- 








in a 


aged round easy pour can. 
The 16 oz Accu-Por type can has 
an extra long neck for easier pour- 
ing into automobile gasoline tank 
fill pipes. Rust Master Chemical | 
Corp. | 


For more data circle No. 68 on postcard, p. 101 


Rubber base pool paint 


Swimming pool owners will be 
interested in this quality rubber 
base pool paint. The special paint is 
made with Pliolite (Goodyear) for | 
painting concrete and steel sur- 
faces. It is resistant to acids and 
alkalis and also resists the growth | 
of mildew and algae. 20th Century 
Paint & Varnish Corp. 


For more data circle No. 69 on postcard, p. 101 





Bicycle merchandising aids 


Evans Car-Style bicycles and 
Custom-Quality velocipedes can be | 








(Continued on page 128) | 
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367 Million Messages Sell 


CLINTON ENGINES fo Your 
Customers During The 
Next 4 Months 


SHOULDN’T YOU BE FEATURING 
THE GASOLINE POWERED 
EQUIPMENT WITH THE ENGINE 
FOLKS ARE MORE FAMILIAR WITH 


MILLIONS WILL SEE THE 
CLINTON NAME IN AMERICA’S 
LARGEST FAMILY WEEKLIES 


Every major magazine with a million circulation or 
more will carry Clinton advertising. Prospects for 
gasoline powered equipment will read about and 
be sold on Clinton Engines. You can tie in with 
this history-making effort. Send the coupon below 
and find out how. 


36¥ CITIES WILL CARRY 
CLINTON ADVERTISING 
LOCALLY TO MORE MILLIONS 


This is advertising right in your local newspaper— 
right in your own neighborhood. Clinton is using 
both national and local impact to sell the gasoline 
powered equipment you feature. 


Clinton has a big schedule of 
advertising in the leading construction, 
transportation and maintenance 
publications. Big space advertising 

is aimed directly at local businessmen 
in your area who buy and use 
gasoline powered equipment. 


— — 


Clinton Machine Company 
Engine Division, Dept. ©-4 
Maquoketa, lowa 


Send me complete facts about the Clinton Engine promo- 
tion and what Clinton is going to do in my area to promote 
the sale of gasoline powered equipment. 








Name 





Firm Name 





Address 
Chty 











Lit: Biggest Promotion in Gasoline Engine History 
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Sells Itself, 
This Popular 
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EVERYTHING YOU NEED FOR PROFITABLE SOLDER SALES 
is available in the profit-maker Kester Solder line. But your 
“do-it-yourself” customers won't buy it if they don’t see it. Make 
a display for Kester products, be sure it’s in a good location, then 
see how it attracts the trade. Don’t forget to feature Kester’s free 
16-page “how-to-do-it” booklet, “Soldering Simplified.” A liberal] 
supply is yours for the asking! 











TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 127) 


promoted with these merchandising 
aids. The kits are part of a year 
‘round program to promote the 
bikes. Included are window and 
wall streamers, mailing pieces and 
newspaper ad mats. In addition, 
there are materials on the layaway 
plan, specification sheets displays. 
Evans Products Co. 


For more data circle No. 70 on postcard, p. 101 


Modernizer kit display 


This counter display carton mer- 
chandises Weslock Modernizer Kits. 
The display comes as a compact 
carton that holds 15 modernizers. 
Each kit is packed separately with 





full instructions. Western Lock 
Mfg. Co. 


For more data circle No. 71 on postcard, p. 101 


Decoy anchors in '/2 doz packs 


Companion sales of decoy anchors 
with decoys will be simplified by 
these packages containing % doz 
anchors. The smaller packages of 
Quaker and Honker anchors elimi- 
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nate the need for breaking a dozen 
display of anchors to go with a sale 
of 6 decoys. A new braided polye- 
thylene 75 lb test anchor line in 
coils of 42 ft per each % doz pack 
is provided with each pack. /deal 
Fishing Float Co., Inc. 


For more data circle No. 72 on postcard, p. 101 


Sponge and basket deal 


Forty-eight oval Super-Cel 
sponges and a polyethylene utility 





basket make up this “special deal 
offering more than a 45 percent 
profit to dealers. The basket serves 
as a display for the sponges and it 
is supplied in one of four colors. 
The sponges come in various sizes 
with a total value of $29.65. Amer- 
ican Sponge & Chamois Co. 


For more data circle No. 73 on postcard, p. 101 


Carded replacement basket 


These kitchen sink replacement 
baskets are available mounted on 


UNIVERSAL -TYPE REPLACEMENT 


STRAINER BASKET 
KITCHEN SINK 





s 


cards. The package consists of a 
copper-nickel-chrome plated all 
brass basket with solid neoprene 
Seat on a colorful hangup card. 
Baskets come 12 to a carton. Reed- 
Cromex Corp. 


For more data circle No. 74 on postcard, p. 101 


(Resume reading on page 17) 






























NEW BOONTON 


QWUCUL 


PATTERNS 


PREFERRED BY CON- 
SUMERS 2 to 1. New Patrician 
Patterns were consumer tested 
nationally against best-selling 
competitive designs by a famous 
research firm. They were clearly 
preferred 2 to 1. The survey 
revealed definite preferences in 
each of 11 areas (including your 
own). Write for the results and 
find out what your customers 
prefer, so you can stock the pat- 
terns that will sell the fastest in 
your area, or order from your 
representative. 

All Boonton Patrician Patterns 


attractively gift-packed 
16 Piece Starter Set—EVERYWHERE 


BOONTON MOLDING CO., 
Boonton, N. J. 


: 


ASSURED 
IN 
ADVANCE! 





MEADOW SPRAY 
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threads are 
galvanized ! 





Bright, gleaming 
finish. from 
tip to top! -- 


On the shelf 
or in the ground, 
they stay new 
— 3-3 donger! 


Your customers prefer the advantages 
of Clayton Mark Well Points ...and now 







From point 
to threads, 
one steel forging! 











CHROMATE keeps them new-looking longer 


and— 


Now—thanks to the Clayton Mark Chromate 
process—you can sell well points that look as 
good as they are! Clayton Mark Chromated 
Well Points resist rust and corrosion—the dam- 
aging effects of condensation and electrolysis— 
many times longer than unprotected points. 
And this wonderful protection lasts and lasts, 
even after the point is in the ground. 

This is another BIG well point FIRST for 
Clayton Mark! First to make well points... 
first with forged steel well points . . . first with 
one-piece well points . . . and now first with 


the bright, long-lasting protection of Chromate 
—the protective film that retards corrosion! 

Even the threads are galvanized, so Clayton 
Mark Well Points are easier to assemble and 
use. No messy greases to contend with. And 
Clayton Mark Well Points have a forged steel 
body from tip to threads; they’re stronger, and 
it’s easier to drive them straight and true. 

You sell the best when you sell Clayton 
Mark. So be sure to get the well points that 
LOOK better—because they ARE better—they 
WORK better—and they SELL better! 


The GREATEST name in water! 


CLAYTON 





CLAYTON MARK & COMPANY 
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the ONLY well point 





that has EVERYTHIN 


7 
7 


..,and it costs 
no more! 


Octagonal forged 
driving point means 
Straight driving 
every time! 


Rectangular 
holes in body 
give full 
water flow / 














1900 DEMPSTER STREET - EVANSTON, ILLINOIS 
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Dear Editor/ 


A hardware man offers a new version of HA’s fast-selling 





Pocket Want Card, while another seconds a popular editorial 


..» here are the views, expressed in letters to the editor 


Pocket Want Card 
Dear Editor: 


I thought you might be in- 
terested in seeing our want card. 
We developed it after seeing your 
Pocket Want Cards (HA, Jan. 3 
1957, page 104). 

We have had a great deal of 
difficulty in getting our clerks to 
record the markdowns that they 
make, besides listing items that 
are out of stock on want cards. 
In addition, we’ve had a problem 
in recording some of our sales- 
men’s commissions. 

This is why we developed our 





Who’s to blame? 
Dear Editor: 

Re your editorial of April 11th 
entitled “Blame the other guy.” 

I want to take time out to con- 
gratulate you on this article. It 
expresses my thoughts 100 per- 
cent. It seems to me that most 
manufacturers (not all, but, a big 
majority) are turning on the heat 
to get business with new models, 
new promotional plans, etc., with- 
out knowing the possibilities. Some 
of this stuff makes one wonder if it 
comes from the mind of a “ten-year 
old” or possibility from extreme 
inexperience. 

Floyd Atkins 

Sales Manager 
Henkle & Joyce Hardware Co. 
Lincoln, Nebraska 
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expanded version of your want 
card. I thought it would interest 
other dealers who might be fac- 
ing the same problems. Our want 
card is stapled to the cover of 
each sales book. 

The reverse side (shown below) 
for commissions and mark downs 
is stapled to the inside cover of 
the sales book. We know that 


senpemansncennenptmenenamre I © coxeseisattsenasnsiattietaieatinmnecasien 


salesmen always have their sales- 
books handy, and markdowns, 
want items, and commissions can 
be recorded quickly and easily. 
I hope our card will be useful 
to other dealers. 
Yours sincerely, 
Reliable Distributors 
Edward Vos 
Holland, Michigan 


I catttalicinciaititncineiied Watien 
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TOTALS 





TER Tht 


Afugh aE: citi 
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INSTRUCTIONS 


Enter all personal cash sales only ex- 
clusive of sales tax. Enter spiff or 
special comm. am't as per your sales 
agreement. Give this card to office 
when filled or as office requests, which- 
ever occurs first. 
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: E = our customers’ problems in masonry drilling = zs 
3 are problems to us, too. As originator of the - -Z 
#3 carbide masonry drill, Super Tool has met and ; rc os Zs 












answered every conceivable masonry drilling 
question. That’s why Super has the most com- 
plete line of tipped masonry drills today—and 
all stocked for immediate delivery—for general 
purpose use, for specific jobs, for handy you- 
do-it kits, for heavy duty contracting and 
maintenance. We alse stock special types for 
drilling tile, glass, porcelain and extremely 
hard materials. 
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Your customers’ satisfaction is your first con- 
sideration. You can be sure, regardless of the 
final use of the Super drill you sell, that it 
does the work for which it was intended. It 
cuts faster, easier and at lower cost. It cuts 
cleaner and lasts longer. And it brings your 
customers back when they again run into a 
masonry drilling problem. In short, when you 
sell Super Tools, you sell TOP QUALITY, a 


product of experience. 


= 
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Write for catalogs on Super “Core Vent’ and “Speed Spiral’ 

Masonry Drills and the new “Super Jr.” Kit, the fastest moving 

masonry drill item in the industry. Attractive counter displays 
available. 


. =a TOOL COMPANY 





WAREHOUSES: CHICAGO + DETROIT + NEW YORK » LOS ANGELES 





: 
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How's the Hardware Business? 


















































Don’t expect trading stamps to 
be a magic cure-all for your busi- 
ness. 

Although customers in record 
numbers are saving trading 
stamps, they still shop in stores 
that offer service, quality, value, 
and variety. 

These are the findings of two 
researchers at Indiana University 
School of Business. The research- 
ers, Dr. Albert Haring and Dr. 
Wallace O. Yoder, studied the 
effect of trading stamps on food 
prices. 

They found that trading stamps 
have not raised food prices. They 
also found that stamps were a sec- 
ondary consideration in selecting 
a store in which to shop. 

In their report they note: 

“Stamps cannot be expected to 
compensate for failure to offer the 
variety and quality of merchan- 
dise, or the combinations of con- 
venience and services which con- 
sumers find basically attractive, or 
for a pricing policy which is out of 
line with that of competitors.” 

A store’s pricing policy can also 
be a key to whether or not it 
needs stamps, according to the re- 
searchers. 

“If the retailer’s competitive 
position is so strong that he can 
raise prices on his merchandise 
without considering the competi- 
tive effect on his volume and profit 
position, he does not need to take 
on a promotional program as ex- 
pensive as trading stamps. 

“By the same token, if the use 
of trading stamps will not provide 
the retailer with enough extra vol- 
ume to more than cover his costs 
without raising prices, it becomes 
obvious that stamps are not for 
him.” 

There is no doubt, the study 
goes on, that higher volume is 
necessary to cover the increased 
cost of a stamp plan. An Indiana 
University study last year showed 
that for several types of stores, 
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Trading stamps are not the number one reason 
that customers buy in a store, study reveals 


volume would have to increase at 
least 10 percent just to keep the 
store’s pre-stamp operating profit. 

A store located in a _ slowly 
growing or declining area will find 
that even the best stamp plan can- 
not do much in the way of provid- 
ing additional volume, according 
to the study. 

Also merchants who have done 
little aggressive promotion in the 
past will usually find the results 
disappointing when they take on 
trading stamps. 


New home construction 
picks up during April 

New home construction picked 
up slightly in April, but the figure 
was below a year ago. 

The Labor Dept. reports that 
housing starts in April totaled 92,- 
000 units. This was an 11 percent 
increase over March but down 17 
percent from April 1956. 

The monthly increase in housing 
starts was the first since last Octo- 
ber. However, on a yearly rate, 
housing starts are still below 1 
million units. 

The Veterans Administration re- 
ports that appraisal requests for 
proposed home construction in 
April were about even with March. 
Requests totaled 19,381 during 
April compared with 19,508 during 
March. 


Retail sales in April 
rise to $16.3 billion 


Retail store sales in April totaled 
$16.3 billion, the Commerce Dept. 
reports. 

This compares with $15.8 bil- 
lion in March and $14.9 billion in 
April 1956. 


April sales for the hardware, 
lumber, building and farm equip- 
ment group totaled $1.2 billion. 
This compares with $1 billion in 
March and is equal to the sales 
total of April 1956. 


Customers are tepering 
off their credit buying 


Customers seem less inclined to 
buy goods on credit these days. 
That’s according to the Federal 
Reserve Board. 

During March, customers added 
only $40 million to their instal- 
ment debts. This compares with 
$197 million in March 1956, and 
$447 million in March 1955. 

In February 1957, they added 
only $5 million to their instalment 
debts and in January decreased 
their time payments by $250 
million. 

Charge account buying dropped 
$162 million during March follow- 
ing a $61 million drop in Feb- 
ruary. 

At the same time, customers are 
paying a little better now than at 
the start of the year, according to 
the Credit Research Foundation. 

Retail credit collections as of 
April 1 were slightly higher than 
on Jan. 1. Payments were 82.5 per- 
cent of current debt on April 1, 
compared with 82.2 percent on Jan. 
1. On April 1, 1956, payments were 
85 percent of current debt. 


Soft, muted colors are 
choice for wall paints 


Soft, muted hues are being 
stressed in new colors for wall 
paints. 


That’s what Martin-Senour Co., 
Chicago, Ill., reported when it 
unveiled its new Colorobot, a device 
for mixing any shade of paint. 

The trend to softer, more natural 
tones in wall paints is in contrast 
to the strong, clear hues that were 
favored when Martin - Senour 
launched its Nu-Hue Custom Color 
System 11 years ago. 


Number of unemployed 
workers shows decline 


The number of persons out of 
work continued to drop during 
April. 

The Bureau of Employment Se- 
curity reports that the number 
of persons drawing unemployment 
insurance dropped for the sev- 
enth week in a row in the week 
ended April 20. The total was 
1,481,500 persons. 
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“Memo to our advertising agency — Keep on plugging Smooth-On as a 
high temperature tron cement that expands as it sets. It withstands water, gas, 
steam and exposure to flame. And let’s come up with an ad that’s different.” 





Smooth-On Manufacturing Co., 570 Communipaw Ave., Jersey City 4, N. J. 











So profitable to sell,so easy to handle 


KIMBLE GLASS BARS 


All Kimble Glass Towel _ tive appearance and practical utility. Don’t delay, place your order today 
Bars are priced to give you. Fittings are bright and streamlined. with your wholesaler or write for one 
a good profit margin... Rodissparkling clear glass. It'sacom- nearest you. Address Kimble Glass 
priced to turn fast. Each _ bination that makes KimbleGlassBars Company, subsidiary of Owens- 





bar is individually designed for attrac- a natural, self-service item. Illinois, Toledo 1, Ohio. 
KIMBLE cLass Barks | Q)WENS-ILLINOIS 
AN (I) PRODUCT GENERAL OFFICES « TOLEDO 1, OHIO 
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NEW ADDITION TO | 
A FULL LINE © Fp 

















gravity type E 


LETTER PLATE £ 


BRASS, STEEL or ALUMINUM — 


1%” x 7” opening meets Federal Specifications. 














@ beautifully 
finished 

@ priced for 
profit 


Write for FREE illustrated catalog of Safe's 
competitively priced, complete line. 


ORDER FROM YOUR JOBBER 


PADLOCK AND HARDWARE COMPANY 


Lancaster, Penna. 









































The ALL-NEW 


UNION MT-7 
Super Steel 


MACHINIST'S CHEST 


A Proved 
Sales Leader! 


UNION has translated the basic de- 
sign of the famous UNION B-20 
quartered oak Chest into sturdy, 
streamlined steel. The result is the 
MT-7 ... the first really new Machinist’s 
Chest in years...a Chest painstakingly designed 
and built to include every wanted feature .. . 
ultra-modern appearance... rugged construction 
. Increased capacity .. . easier accessibility. 



































































































JOBBERS: | Write for literature and CASH-IN 
DEALERS: ty ge 


stock orders now! 


prices on the New MIT-7 























STEEL CHEST CORPORATION 


LE ROY, NEW YORK 


















Promotions 


Manufacturers’ New 
Merchandising Plans 

















Ekco offers teaspoons 
for penny in promotion 


Geneva Div., Ekeo Products Co., 
Chicago, Ill., is promoting the sale 
of stainless steel teaspoons in a 
one-cent sale promotion. Full dealer 
mark-ups remain. 

Customers can buy a stainless 
teaspoon in either the Innocence or 
Strand pattern for a penny with 
the purchase of another spoon at 
the regular retail price of 25 cents. 

The promotion is part of a spe- 
cial assortment that includes 10 
dozen extra spoons. The teaspoons 
may also be obtain separately. 

During the promotion the 24- 
piece boxed set of both patterns has 
been reduced from $8.75 to $7.77. 


Millers Falls schedules 
summer "Sawbuck" sale 


National advertising in leading 
consumer publications will be used 
by Millers Falls Co., Greenfield, 
Mass., to promote its “Sawbuck” 
sale during the summer. 

Featured in the sale are the 
No. 888 Dyno-Mite power unit and 
No. 8811 saw attachment, regularly 
listed at $63.90. The units, as the 
No. 10888 “Sawbuck” sale combi- 
nation, will sell for $53.90. Full 
trade discounts will apply. 

Free dealer aids, in the form 
of display streamers, counter cards, 
sales folders and newspaper ad 
mats, are available. 


U. S. Steel promotion 
for giftwares underway 


U. S. Steel Corp., Pittsburgh, 
Pa., is promoting the sale of house- 
wares, electrical appliances and 
tools made of steel as wedding 
gifts. The promotion is entitled 
“Operation Shower.” 

The promotion’s theme is shower 
the bride, bridegroom, with gifts 
of steel. 

A complete kit of advertising and 
editorial materials is being dis- 
tributed to daily and weekly news- 
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papers. Special consumer advertis- 
ing is scheduled for weekly news- 
papers. Other ads will appear in 
the society sections of 75 Sunday 
newspapers on June 9. 


Shower 
the bride 
with 





Give her gifts of steel 


This is the ‘‘Operation Shower" logo- 
type which dealers can use in their 
advertising and on banners to indi- 
cate thir tie-in with the promotion. 


Television announcements are 
scheduled for “The U. S. Steel 
Hour” on June 19. A four-color 
spread will appear in the July 
bridal issue of Vogue. 

Kits with tie-in materials are be- 
ing sent to dealers by U. S. Steel. 


Hoover Co to feature 
its polisher in ads 

A national advertising campaign 
for the Hoover polisher has been 
scheduled by the Hoover Co., North 
Canton, Ohio. 

Ads will appear in the June is- 
sues of Life, Look and Saturday 
Evening Post. 

Ads will appear in other con- 
sumer publications in July and 
August. 


Dealers can win prizes 
in Chlordane promotion 

Dealers can compete for prizes 
for best displays of Chlordane in- 
secticide by tying-in with a na- 
tional advertising campaign pre- 
pared by Velsicol Chemical Corp., 
Chicago. 

The campaign calls for color ads 
in Better Homes & Gardens, Popu- 
lar Gardening, Flower Grower and 
Sunset. Other ads will be run on a 
regional basis. 

Dealers compete for the prize by 
featuring a Chlordane insecticide 
display for two consecutive weeks 
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PENNSYLVANIA SAW 
CORPORATION 


OFFICES NEWARK,N.J. FACTORY YORK, PENNA. 





ra _ Here is a new idea that offers faster 


sales, /arger sales, and greater 
profit than ever before in the sell- 
ing of screws, bolts, and nuts. 


GREAT NEW PACKAGE! 
This sparkling, clear-plastic box 
provides good display of the mer- 
chandise and brilliant labeling — 
plus a DraweRack storage system 
that is tops with the customers. 


stock: shop 


SCREWS + BOLTS « NUTS 


—— Forty most-wanted types and sizes are packaged in 
; generous quantities to sell at the uniform price of 
59c per box. (Example: 114 x 8 Zinc Plated Flat 
Head Steel Wood Screws—dquantity per box, 51.) 


GREAT NEW MERCHANDISER! 


Revolving wire rack takes minimum counter space, 
displays all 40 selections. Customer simply pulls out 
bottom box in stack. Easily restocked! Wonderful 
attention-getter! Great for do-it-yourselfers! 


~— weer, 


For information, write . 


ELCO TOOL & SCREW CORP., 1800 Broadway, Rockford, Ill. 
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IT'S SO MUCH 
Easter with 


the (Sromes 
DRILL 
DISPLAY 





ee ppists = 
Arm EZ 
ee 
PILFER PROOF 
STIMULATES IMPULSE BUYING 


KEEPS RIGHT SIZE IN RIGHT PLACE 
MAKES INVENTORYING EASY 


CONTACT YOUR JOBBER OR — 
RRR RR > NR 
HENRY L. HANSON COMPANY 


WORCESTER, MASS. 
i 





(Continued) 


through June 30. They send a 
photograph of their display and an 
official entry blank to the company 
for judging. 

To help dealers with their dis- 
plays, a promotion-display kit has 
been prepared. The kit contains 
folders, window streamers, illustra- 
tions of common lawn and garden 
insects, and a Chlordane display 
piece. 

Six Regional display prizes, from 
$50 to $500, will be awarded. The 
national winner will receive an 
expense-paid vacation for two, to a 
choice of five places or $1500 cash. 

Dealers can receive entry blanks 
and more information by writing 
to Velsicol Chemical Corp., 330 E. 
Grand Ave., Chicago 11. 


Arvin runs promotion 
for 2 ironing tables 


A special ironing table promotion 
is being conducted by Arvin Indus- 
tries, Inc., Columbus, Ind. 

During the promotion period, a 
foam pad and cover set is being 
packaged with every model 2531 
and 2631 ironing table. 

The model 2531 package, valued 
at $13.95, has a suggested retail 
price of $10.95. Model 2631 pack- 
age, valued at $15.95, has a sug- 
gested retail price of $11.95. 


Springfield mower is 
featured as TV prize 

Quick Mfg. Co., Springfield, 
Ohio, has worked out a tie-in for 
its Springfield riding rotary mower 
with “Queen for a Day” radio and 
television program. 

The mower will be one of the 
top prizes awarded each Wednes- 
day, during the summer, to the 
program’s winning contestant. 

Merchandising tie-ins based on 
the “Queen for a Day” promotion 
are planned. 


Montague-Ocean City 
offers fishing guides 


Montague-Ocean City Rod & Reel 
Co., Philadelphia, Pa., has free 
maps and guides for East Coast 


























The OHIO Lawn Sweeper is one of the 
best... and it’s a real fall profit builder. 
Ask your jobber or write today for full 
information on the OHIO line... lawn 
rollers, lawn sweepers, wheelbarrows, 
spreaders. 


Manufactured by 


OHIO MACHINE PRODUCTS, INC. 
~ COLUMBUS 11, OHIO 


Sales Representatives 


John H. Graham & Co. Inc. 
105 Duane St., New York 8, N. Y. 

















@ EYE-APPEALING 
© BUY-APPEALING 
@ PREPRICED 2 FOR 15¢ 


Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO. 


MARENGO ILLINOTS 
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SERVICE SHARES 















Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Also, we are now pro- 
ducing a mew line of Star Blade-Type Plow 
Shares —in regular and short patterns — 
made from solid steel, rolled to our own 
strict specifications, and automatically heat 
treated for maximum strength and wearing 
qualities. You'll want complete details now. 


| FULLY GUARANTEED 


AS TO QUALITY, FIT AND FINISH 


: _ STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S. A. (EST. 1873) 








INCREASE YOUR SALES-DOLLAR- 
VOLUME INSTANTLY with 


the NEW, 


Sensational 


dwt {ater (encrete 


REP AIR-TOPPING-WELDING 


REVOLUTIONIZES cement and ma- 
sonry repairs — ELIMINATES the 
CHIPPIN Gor ROUGHENING, 
PRIMING and CURING thot are 
necessary with ordinary cement 
patching materials. 


What's more it is applied as THIN 








They Sell 
Themselves | 
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MOTORS 
HERE'S WHY!. 


@ Exclusive Design 
Features 


@® Complete Line 
@ Self-Selling Motor Display 


@ Motor Tags, Highlighting 
Motor Features 


@ National Advertising 


© Free Motor Selector Guide 


“silent salesman” tells 
customer instantly the motor he needs 

. eliminates indecision, stimulates 
customer to buy now. The most ef- 
fective motor sales aid ever devised. 





vd 















This unique 


ad 


Use This Convenient Coupon To Order 
Your Free Motor Selector Guide Today 





A terrific 
seller in the 
** Fix-1t-Your- 
self’’ market! 


SMALL KIT — 8 /bs. 
(sufficient to repair 50 
to 150 ft. of average 


cracks 
LIST PRICE ... $2.95 


LARGE KIT xe ibs. 
goub/ie size 
LIST PRICE..... $4.95 








rubber latex and a tro 


> 4 ¥ f{ 
j - 
a: Aa & ' | 


ARS OF 





AVAILABLE IN 3 SIZES 


BOTH KITS iaclude powder mix, liquid 


See Your Wholesale Supplier or 
Write Today for Complete Information 


» Sa COMPANY, ea 
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as 1/16"' or more than 1°’ whatever 
thickness needed. 


Saves contractors, 
farmers, maintenance men hundreds 
of dollars in concrete replacement 
and repairs. 


home owners, 















CONTRACTORS UNIT 

52 Ib. drum 
Includes 40 Ibs. powder 
mix, 1galion latex mixer. 
Sufficient to cover ap- 
prox. 100 sq. ft. 1/16" 


thick 
LIST PRICE ..... $10.00 
ALL PRICES 


FOB-Chicago 





wee - 


6958 South State Street 
™ 5 


ERY ‘ 


go 4 





| enamel 
| Electric 





of St. pare Since 1890 


> 


THE EMERSON ELECTRIC MFG. CO., Dept. V-126 
ST. LOUIS 21, MO. 


Send me a MOTOR SELECTOR GUIDE at no | 
cost to me. 


Eee eNOS MN, IM eee Nel 
/ 
COMPANY moods j 
RAE | 
| 
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P PURITAN 


displays turn 
store traffic into 
profitable sales! 





Ask your wholesaler 
for facts on 
PURITAN’S national 
advertising and 
sales aids! 














AA.-2435 

















PRODUCTS, INC. 
Cleveland 2, Ohio § 



























“Continental 
Console 


Styling” 


BS o? 
-— 
wh , Heaters 


a* 
ers: 
a & 


A 










the many 
Heaters 
showing the 
new concept 
in Style. 


Send for 
complete 
of 


new 
catalog 

vented and 
safety Heaters. 





New Merchandising Ideas 
Looking for more profits, 
better salesmanship? Hun- 
dreds of dealers have used 
this Hardware Age reprint 
as a source of ideas for 
sales training meetings, etc. 
Self-Service Salesmanship 10¢ ea. 
Selling in a self-service store re- 
quires a new type of salesman- 
ship. Here is an easy to under- 
stand explanation of how you 
can train your sales people to 
get the most out of self-service. 
4 pages. 
order copies from 
Editorial Reprint Service 
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Chestnut & 56th Sts., Phila. 39, Pa. 
Cash must accompany order 














poccesecceccese 


Peat a 


Here's every toy and hobby 
kit you need for setting up oa 
successful toy department. Educatione! pre- 
school items, woodworking and woodburning 
kits, metal tepping, work benches and boking 
tables, hond tool sets PLUS escfusive Disney- 
fland and Mickey Mouse Club crections. Write 
for your copy today. 
AMERICAN TOY & FURNITURE “COMPANY 
6130 N. Clerk S¢#. Chicege 26, J 











Manufacturers’ Promotions 


(Continued ) 





salt water fishing available for 
dealer distribution. 

The guides are published by 
the Railroad Fishing Promotion 
Agency in cooperation with Mon- 
tague-Ocean City. 

Fishing maps and guides are 
available for fishing sites in Con- 
necticut, Long Island, Massachu- 
setts, New Jersey, Maryland, 
Maine, Rhode Island, Virginia, 
South Carolina, North Carolina, 
Georgia and Tennessee. 

Maps and guides for Florida and 
California are being prepared. 


General Electric seeks 
tea kettle trade-ins 


A tea kettle round-up is being 
conducted by General Electric Co. 
to promote its automatic speed 
kettle. 

Dealers can offer a $6 trade-in on 
any tea kettle toward the purchase 
of a GE automatic speed kettle. 
This brings the fair trade price 
down from $18.95 to $12.95, includ- 
ing trade-in. 

GE has reduced the price of its 
Model C-100 skillet from $14.95 to 
$12.95. 


Proctor is featuring 
table-pad combination 


Proctor Electric Co., Philadel- 
phia, featuring its ironing 
tables in a combination offer with 
a Zedalon ironing table cover and 
pad. The promotion will run 
through June. 

The combination offer saves the 
customer $3 from the regular 
price of the items if purchased 
separately. The pad regularly re- 
tails for $4.95. 


1S 


Archer-Daniels-Midland 
mails contest material 


Archer - Daniels - Midland Co., 
Minneapolis, Minn., has mailed an 
announcement to 30,000 civic clubs 
urging them to sponsor a “Paint- 
ing the Town” program. 

The company also has a colored 
sound movie, available for club 
showings. The movie shows how 
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Tomah, Wis., organized its “Paint- 
ing the Town” project and success- 
fully completed it. 

The contest is intended to stimu- 
late paint sales in the communities 
participating. Cash prices totaling 
$1,750 will be awarded to the com- 
munities that do the best job. 

The value of a paint up—clean 
up—fix up campaign to hardware 
dealers in boosting paint sales was 
played up in the Paint Merchandis- 


ing Guide, March 15, 1956, issue. 





Maintenance book being 
given to mower buyers 


A comic strip-style maintenance 
manual is now being given to pur- 
chasers of power lawn mowers 
using engines made by Power 
Products Corp., Grafton, Wis. 

The manual features 29 carton 
illustrations and captions telling 
a step-by-step story on engine 
care. It covers the complete range 
of operations from break-in 
through winter storage. 

The theme of the manual is 
“keep equipment clean to make it 
work better.” 


Department store sales 
gain 3 percent over 1956 


Department store sales in the 
week ended May 11 were 3 percent 
higher than the corresponding 
week of 1956. That’s what the 
Federal Reserve Board reports. 

Here is a breakdown of depart- 
ment store sales by Federal Re- 
serve districts: 


Four wks =. l 


Federal Reserve One Week Ending Ending 
District May 11 May 4 May ll May ‘ 
Bos ton 8 & %S 5 2 
New York + 3 + 6 + 6 + 2 
Philadelphia . + 3 + 6 6 + 2 
Cleveland 2 + 6 + 7 0 
Richmond + 5 + 5 +12 + > 
Atlanta g + 2 + 6 + | 
Chicago . +13* + 9 + 4 
St. Louis , + 4 + 7 + 4 iD 
Minneapolis + 6 +12* +11 + 3 
Kansas City + 3 + 8* + 0 
Dallas + 7 ~ 3 1 2 
San Francis sco + 1 — 2° 2 l 
U S. Total + 3 + §* 7 + 2 


* Revised 


Personal income sets 
record high in April 

Personal income in the nation 
rose to another record high in 
April. 

That’s the report from the Com- 
merce Dept. after tabulating in- 
come from wages and investments 
during the month. 

Personal income in April was at 
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No. M-S Victor 
2-Pac, 15¢ 
2 Victor mouse traps) 


No. M-O Victor 
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4-Pac, 29c 
" Victor mouse traps) 


tes ee ec 
ANIMAL TRAP COMPANY OF AMERICA 














No. M-P Victor 
Twin-Pac, 15 
(2 Victor mouse traps) 


» Gone are the days of one-at- 
= » a-time mouse trap sales when 
“7 you sell Victor traps. Victor 
mouse traps are ‘“‘dressed-up 
to sell’ 2 or 4 at a time in 
the new Twin-Pac, 2-Pac or 
4-Pac display packages. 
When you add this sales ap- 
peal and quantity buying to 
the big mark-up Victor gives 
you to start with, you've got 
the trap to catch more profits 
than ever before. 


Order Victor mouse and rat traps from 
your wholesaler, today ! 






beaten PA. « BASEASOTA. MISS. © BERKELEY, , Se e NIAGARA FALLS, CANADA 





WHAT MAKES couRo2 
the Original PLASTIC ALUMINUM 














SUCH A FAST SELLER? 





FACT #1. It doesn't duplicate anything 
on your shelf. Duro Plastic Aluminum 
is actually metal in putty form, pig- 
mented with Alcoa Aluminum. Ap- 
plied cold—hardens into metal. Gives 
you big markup .. . fast turnover. 


FACT #2. It Has Tremendous Do-it- 
Yourself Appeal. No mixing, easy to 
use. Just squeeze it out of 
the tube. It seals, solders 
and repairs! 


FACT #3. lt adheres to 





concrete. 


WOODHILL CHEMICAL MFG. CO., 1391 E. 33rd St., Cleveland 14, 0. 


"Originators and World's Largest Manufacturers of Plastic Aluminum” 







FACT +4. It gives value! BIG 5% oz. 
tube retails for only one dollar! Other 
sizes available. 





FACT +5. It Sells On Sight. 
Colorful 12-Pak Coun- 
ter Display and new 
show pak card do the 
selling for you. Counter 


display includes self- 
demonstrating sample 
application. 


FACT #6. Hundreds of uses for 
home, auto, boat and shop... makes 
repairs never before possible. 


FACT +7. Nationally Advertised and 
Publicized in Life, Popu- 
lar Mechanics, Popular 
Science, Parade, Time, 
et. al. 





LIFE 


metal, wood, leather, glass, 


ar) 


Order DURO Plastic 
Aluminum and DURO 
handy-patch from your 
jobber. 
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IF YOU SELL THESE 
PRODUCTS... 


send for 
the world’s most 
complete, illustrated 
catalog of 
ELECTRIC 
LANTERNS 


and 


SAFETY 


VALUABLE DATA: 
The world's first comprehensive table 
of lamp and battery operating 


searchlights 


JUSTRITE Mfg. Co. 


2061 N. Southport, Chicago, Ii 

















He just figured out he loses 
money selling fasteners! 


Poor Mr. Phxz! By the time his salesmen 
hunt around for the fastener the customer 
wants, figure out the price, and make the 
nickel sale, it costs money instead of making 
it! Too bad he hasn't heard of the Sharon 
line—with the picture of the fastener on the 
outside of every box to speed sales. He'd 
save with Sharon on valuable shelf space, 
too—only 13 ft of space for 1000 sizes of 
fasteners. No broken boxes, no wrong selling 
price, no hunting for sizes, no refill problems 
—he'd have none of these fastener headaches 
with the Sharon Assortment! 


A profit with every sale is one important 
reason why it pays to stock the Sharon line! 


ASK YOUR JOBBER, OR WRITE: 


Sharon Plt and, Seheu' Co. Vorwood, Mass 
Lo 

















a record yearly rate of $339.5 bil- 
lion. This is $1 billion higher than 
in March and $18 billion more than 
in April 1956. 

Higher wages and increased old 
age benefits from changes in the 
Social Security law were responsi- 
ble for most of the gain. 


Industrial production 
off slightly in April 

Fewer goods rolled out of the 
nation’s factories in April, the 
Federal Reserve Board reports. 

Its index of industrial produc- 
tion stood at 146 percent of the 
1947-49 average. This is down 2 
percent from the record high in 
March, but still 2 percent higher 
than in April 1956. 

In March, when production was 
at its peak, manufacturers’ sales 
totaled $30 billion, according to 
the Commerce Dept. This was $2.2 
billion higher than in February 
and was $1.5 billion higher than in 
March 1956. 

New orders placed with manu- 
facturers during the month totaled 
$29.5 billion. The backlog of un- 
filled orders totaled $61.3 billion. 
Both figures were higher than in 
the corresponding month last year. 

Factory shipments of automatic 
gas water heaters in April were 
the largest for any month this year, 
the Gas Appliance Mfrs. Assn. re- 
ports. 

April shipments totaled 240,900 
units, just 200 units fewer than in 
the same month last year. For the 
first four months of 1957, ship- 
ments are down 11.5 percent from 
last year. 

Production and sales of tele- 
vision sets during March dropped 
below last year’s figures, but out- 
put and sales of radio sets climb- 
ed. That’s what the Radio-Elec- 
tronics-Television Mfrs. Assn. re- 
ports. 

TV production totaled 559,842 
units in March compared with 
680,003 in March 1956. Sales came 
to 534,115 units in March com- 
pared with 544,411 in March 1956. 

Radio sales, excluding auto sets, 
totaled 730,584 during March. 
This compares with sales of 527,- 
649 in March 1956. Total radio 
production, including auto sets, 
totaled 1.6 million in March com- 
pared with 1.3 million a year ago. 


Standard 
of value for ever 
65 years 


WEIGHMASTER 
BATH SCALE 


POSTAL 
SCALES 


RECIPE 


E| | HANGING 
im.) \e\ las: 


See Your 
_ Jobber 


HANSON SCALE Co. (Est 1888) 
NORTHBROOK, ILLINOIS 





CHAIR-LOC 


Amazing New Liquid 

S-W-E-L-L-S§ Wood 

@ Penetrates wood fibre— 
makes them e-2-p-a-n-d 
permanently. 

@ Quickest and easiest way 
te fix loose chair rungs, 
legs, handles, dowels, 
deve-tails, etc. 

A Fast-Selling impulse item 

Write fer Free Samples and 

Literature 


CHAIR-LOC CO. 
Lakehurst 3, N. J. 

















GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


ny Nickel — — Spring Action 


tting Poin s Hold Most Handles 


GIBSON GOOD TOOLS, INC. Sidney 6, N.Y. 

















THERE IS A DIFFERENCE IN CHAMOIS 
STAN TN 


fromoh U, p4A 
GENUINE 
CHAMOIS SKIN 
FULL COD Ol TANNAGE 
MADE IN USA 
oe see we SY r Doubl 
Duty Cha is Do ble Vol 
“EASIER TO USE 
"LASTS LONGER 
"CLEANS BETTER 
N TANNING CORP HAVERHILL, MASS. 
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PROFIT 


Completes your 

Household Cleaners Section! 

Cleans, polishes, softens, protects, preserves 

everything LEATHER. Plastics, too. No other 
product like it. Steady repeat sales. 


* NEW to Hardware trade. Used and recom- 
mended by leather manufacturers for over 
50 years. Nationally advertised. 


mel }wax 


ORDER NOW! Me!-O- Wax Products, inc., Wynnewood, Pa. 


9 02. CAN WITH SPONGE 59° ov 


Packed in7 doz. 
Display Carton 











UP Sales and Profits § (“.*«) 


. 


~ _ 


; ° ° V3 
in Tinware with eS 


nationally advertised ‘ bat 


MOULI LINE 7‘ 


THE MOST PROMOTED }Saeneeeey 
PRODUCT IN THE @& 
COUNTRY! 
















b { 
tro” 


KING SIZE 


SALAD MAKER 
SLICES - CHOPS - SHREDS - GRATES 
Non-slip rubber tipped fold-away 
legs ... won't scratch © save space. 


Individually packaged in 
multi-color display car- 
ton. 






RETAILS $498 
MOULI 


MANUFACTURING CORPORATION 
JERSEY CITY 6. WN j 


71 BROADWAY 
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DOUBLE DUTY 
BEAUTY? 


S) LVER’S 
Sensdtional New Miraclean 


WINDOW BRUSH 
and 












FIRST, IT'S A LIGHT WEIGHT, 
EASY-HANDLING WINDOW 
BRUSH . . . 


. terrific for use in homes, 


offices, and stores by the 


non-professional. 


IT'S A HANDY SQUEEGEE... 


ready to finish the job with 
lightning efficiency. 


CHECK THESE EXCLUSIVE QUALITY 
FEATURES! 


e Selected Quality 24" Grey Tampico 


@ Professional Type, Zip-in Replaceable Rubber 
Squeegee 

e Full 8’ Natural Lacquered Hardwood Block with 
Rustproof Metal Handle 


e Handle Perfectly Balanced for Easy Use by Hand — 
Tapered to Fit Standard Window Poles when Unit is 


Needed for Hard to Reach Areas 
Suggested 





Now ... right now ... is the prime 
time to promote, sell and really profit 
with Silver's SELLsational new Mira- 


clean Window Brush and Squeegee Retail 
combination. Cash in on the volume- 

ripe, summer demand for this amazing 5 95 
double duty beauty. Order from your | 
jobber today. 











ONSiver BRUSH WORKS, !NC. 


Manufacturers of a complete line of quality brushes 
1019 West Lake Street @ Chicago 7, Illinois 
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KEIL No.4% 


FOR CUTTING 
CYLINDER & GAR KEYS 




















® 


The KEIL No. 4 Series is designed 
to meet the need for an inexpensive 





RAYMOND A. SLACK, 
vice-president of Huey & 
machine for cutting cylinder keys. Philp Co., Dallas, hard- 
ware wholesaler, has been 
a Texas hardwareman for 
90 years. He began his 
simple 10 operate. hardware career in 1907 
as an office boy for the 


Lowe-Carter Hardware 
YOU Should have one / Co. in Weatherford. From 


: 1910 to 1915 he was an 
Let us tell you more about it. ce he 


MAIL COUPON TODAY Hardware Co. in Dallas. 


He joined the purchasing 

pao lock. CO.. INC. ee ee department of Huey & Philp in 1916. Mr. Slack 
Charlestown, New Hampshire is a member of the Southern Wholesale Hardware 
Association executive committee and has served 
as a member of the nominating committee of the 
National Wholesale Hardware Association. He is 
Name pee 2s ke oe also a past chairman of the Texas Wholesale 
PLEASE PRINT Hardware Association executive committee and a 
Address ——___—__—__—_ past president of the Hardware Golf Association. 

Golf and home garden work are his hobbies. 
(Continued on page 146) 


It is small, sturdy and extremely 


Moroney 


Please send complete information on your 
No. 4 series of Key Duplicating Machines 











City State 
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“A Good Line 
to Handle” 


GRIFFIN 


SHELF HARDWARE 



















(as ‘MY DAD HAS 
yy, ©. 
Wi. MORE PEOPLE 


<2) COMING INTO 
GW) HIS STORE 
hy SIEVERY DAY" 


The old saying ‘success breeds success’ is as true today as in 
the past. Regardless of political and economic trends people keep 
on living and buying. Successful merchants depend on creating 
sales and attracting business from their competitors. The surest 
way to improve sales is to make your merchandise lock most 
attractive. This is easily done with HELLER Flexible View Modern 
Store Fixtures. Your store properly equipped will draw the trade. 
. increase your sales and make you more money. 


W. C. HELLER & CO., Montpelier, Ohio 


WALL SHELVING 
TABLES 
GONDOLAS 
COUNTERS 

GUN CABINETS 
SPECIAL DISPLAYS 


RIOR 


Fg 
- = 7” eee mrenanee =F 






Low Prices! 











Cat. #R240 
: Wrought Steel Butts 


When it comes to any item in shelf 
hardware . .. mending plates, flat 
corners, corner braces, strap | 
hinges and T hinges (light or 
heavy), safety hasps, shelf brack- 
ets, or what have you... you'll 
find your fellow dealers saying, 
“We like to handle the Griffin | 
line.” You buy in any selection | 
your customers want... and you’ll 








find Griffin gives good service, 
never cutting on quality. You’ll 
find your wholesalers like every- 
thing about the firm’s policy .. . 
and you'll find your customers like 
the Griffin products. 


A full line of Wrought Steel 














Butts and Shelf Hardware. 


} GRIFFIN’ 


“since 1899” 





MANUFACTURING CO. ERIE, PA. 
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Write today for Catalog 
No. A-47 With HELLER'S 











Easy-to-clean means easy sales... 
lots of them! 








STAINLESS STEEL | 
FLINT-WARE 


“Easy-to-clean” is the cookware quality wanted most by 
67.4% of the women questioned in a recent survey. That’s 
why women love Stainless Steel Flint-Ware . . . cleans easily 


without special pastes or powders. 


No wonder Stainless Steel Flint-Ware is gaining in sales... 
while other types of quality cookware decline. Flint-Ware 
works three ways to make customers beat a path to your 
Store: superior quality . . . complete line . . . and by far the 
strongest national advertising support in its field. So jump 


on the bandwagon for a ride to higher profits! 
aT Ekco Products Co., Chicago 39, Illinois 
aiG}] =... the greatest name in housewares 


































Town Park & Shop, Inc., of Portland. He served 
the National Wholesale Hardware Association as 

a member of its executive committee from 1934 
through 1941. He is a 32nd degree Mason and a ' 
Hardware Age 290 Year Club Knight Templar. He is active in the Kiwanis Club, ' 
Portland Club, and Portland Round Table. His 
hobbies are the hardware business, sawing wood, 

and fishing. 





(Continued ) 


J. WALTER McLEAN, 
treasurer and general 
manager of Edwards & JOHN A. MARTIN has 
Walker Co. in Portland. ’ been associated for 65 
Me., has been with that _ years with R. D. McKee, 
wholesale hardware house , Inc., Hagerstown, Md., 
since 1907. He started as hardware wholesaler. He 
a stock clerk, and was traveled for five years for 
elected clerk of the cor- McKee Brothers, as the 
poration in 1918. On Sept. firm was previously 
3, 1918, he was appointed known. The next 47 years 
assistant general man- he was a traveler for the 
ager. Six -vears later he present firm. For the past 








was elected treasurer. On | 13 years he has been in 

Dec. 26, 1925, he was named general manager. He the company’s pricing de- 

has been a director of the corporation since Sep- partment. He is a member 

tember, 1926. He is also a director of the New of the Knights of Columbus. His present hobbies 
England Iron & Hardware Association, Casco are playing cards, watching TV and painting. In 
Homestead Savings & Loan Association and Down his earlier years he enjoyed fishing. 





NOT AGAIN! (You say to yourself) 


You've seen him in your store ... crying that -- "Every time 
: : pit 
it rains, my basement walls get $09,,,00° wet! 


aa 










Well, why not calm him down for alltime. Make him smile 
again (real happy-like) ... tell him about Bondex Heavy Duty, 
with the Double Waterproofed Formula that stops water 
penetration and also hides surface imperfections. 

Nothing touches Bondex Heavy Duty ... you know that. 












Remember there's a Bondex | product for every waterproofing problem 
® 


Bondex Cement Paint ¢ Bondex Heavy Duty 
Quick Piuwg for patching active leaks 


© THE REARDON COMPANY, ST. LOUIS 1957 
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WHEN IT COMES TO 
FLEXIBLE PLASTIC PIPE 


Nel wey, 


“am 


valentin nb! 
SL 2s UNIVERSAL LIQUID CEMENT 
























W Leathercroft Whatever the demands of the hobby 
é, =—*! craftsman, you can recommend AMBROID 

. ———— with confidence! This amazing adhesive 
| Crs withstands such tremendous pressure 


that an AMBROID-cemented joint often 
outlasts the original materials! 
Waterproof, hot fuel resistant, fast 
drying. For all wood, leather, metal, 
fabrics, glass, pottery, china, plastic. 
Keep hobbyists happy! Bring "em 
back! Get AMBROID . . . TODAY! 












¢ 
U ® 
GUARANTEED-QUALITY FLEXIBLE PLASTIC PIPE 


is guaranteed 
RIGHT in WRITING INVT) Coll Melodie Loe 


Retail: 2 oz. tube............ 30c 
AMBROID 4% oz, tube....... 60c 


pen bal “Craftsman’s choice since 1910"° 

































Weymouth 88, Mass. 


You can’t afford to take anybody’s say-so on the 
quality of flexible plastic pipe — not when failure Fee siesidabibteitn 


of inferior pipe may lead to thirsty livestock, parched 

Soudan Gi aan, ae Sell . FUNCTIONAL HANG-UP HANDLES 
down of a drinking water 

seem. ‘That's why ives LOOK FOR THESE ADDED TO TURN UP YOUR SALES! 

good business to guarantee 

customer satisfaction with 
Cresline — the pipe that’s 
guaranteed right in writ- 
ing. We, too, refuse to 
take anybody’s word for 
quality. We use only vir- 
gin polyethylene, of 
course — never scrap 
materials of unknown 
COMpOssen. . But —s This seal on Cresline Pipe | 
among virgin polyethy- shows the National Sanitation 
lenes, some are better Foundation has approved it for 
than others. We pick the drinking water use. 

best, proved best by ac- 

celerated use tests in our 

own laboratories. In addi- | <> 

tion, we check quality / 


ae —) STAINLESS STEEL 
many profitable advan- y/ ELG T E 

















tages to being a Cresline 
dealer, including shipment 
of every order within 24 
hours. Write today for 








liserature and name of pte b wary tinea! a No rings to burn milady’s hand . . . a sure, Contour Grip 
your Cresline representa- this tag. It proved the best in for either right or left hand... and air-insulated to keep cool. 
tive. our tests. | 


No wonder Stainless Steel Flint-Ware is gaining in sales ... 
while other types of quality cookware decline. Flint-Ware 
works three ways to make customers beat a path to your 
store: superior quality ... complete line . . . and by far the 
strongest national advertising support in its field. So jump 
on the bandwagon for a ride to higher profits! 


FREE TO JOBBERS .. . | 


— you wt Pen on to such ROUND, BLACK AND HAS 
problems as friction loss, pressure A HOLE IN IT... BUT 


drop, GPM flow, etc. Write for de- THERE 1S A DIFFERENCE! 
tails on how to get your free oa 


plastic pipe “Data Chart.” 


CRESCENT PLASTICS, INC. G7G)) ... the greatest name in housewares 
Dept. A-7, 955 Diamond Ave. * Evansville 7, Ind. ® 


Ekco Products Co., Chicago 39, Illinois 
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NASMD Studies Distribution Costs, Sales 
and Business Conditions in Philadelphia 


“Distribution cost analysis 
shows us where to cut costs,” 
Harry L. Edgcomb, presi- 
dent, Edgcomb Steel & Alu- 
minum Co., Hillside, N. J., 
told the 47th annual spring 
meeting of the National As- 
sociation of Sheet Metal Dis- 
tributors in Philadelphia, 
May 16 and 17. 

“Sometimes costs of doing 
business are much higher for 
one product than for others,” 
he said. 





ROGER K. BECKER 
NASMD president 


“These higher costs pecu- 
liar to a certain product will 
dissipate advantages of a 
relatively high gross margin. 

“At a 3 percent earnings 
level, every $1000 cost re- 
duction is equivalent to a 
$33,000 sales increase. 

“Our company continues 
the conventional Profit and 
Loss Statement concurrently 
with the Statement of Prod- 
uct Line Profitability. These 
agree to the penny with re- 
spect to the total sales, gross 
profit and expenses and net 
profit. The Profit and Loss 
Statement classifies expenses 
of doing business on a natu- 
ral basis of labor, material, 
rent, supplies, taxes, insur- 
ance, etc. 

“Distribution cost analy- 
sis starts from a different 
premise. Expenditures are 
not made merely to acquire 
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goods or services, but, rather 
to achieve certain objectives. 
Our Statement of Product 
Line Profitability converts 
expenses in terms of func- 
tional costs. 

“A proportionate share of 
each functional cost is 
charged to each product. We 
get a comnarison on the net 
profit of each product-line 
we sell.” 

He further said, ““We have 
used product-line profitabil- 
ity data to change sales- 
men’s commissions rates and 
incentive programs to em- 
phasize profitable products.” 

Accounts receivable insur- 
ance, salesmanship, copper 
and galvanized sheet produc- 
tion were also studied at the 
meeting. More than 100 

(Continued on page 150) 





Marshall-Wells Offers 
To Buy Peaslee-Gaulbert 


Marshall-Wells Co., hard- 
ware wholesaler at Duluth, 
Minn., has offered to buy 
Peaslee-Gaulbert Corp., hard- 
ware wholesaler at Louisville, 
Ky., according to T. N. 
French, Jr., president of 
Peaslee-Gaulbert. 

Peaslee & Gaulbert’s letter 
to stockholders explaining the 
offer, states that “present 
management and personnel 
will be retained and P. & G. 
company will continue to op- 
erate as such.” 

Peaslee-Gaulbert is a 90- 
year old firm with branches 
in Atlanta, Oklahoma City, 
Dallas, San Antonio and 
Houston. 

Marshall - Wells recently 
sold its Canadian affiliate 
(HA, Feb. 14, p. 277) to pro- 
vide capital to expand opera- 
tions in the United States. 
Marshall-Wells is owned by 
Ambrook Industries, of New 
York, headed by H. J. Sobi- 
loff. 


“enna Assa. ‘Cilems 





Here are the officers of the Retail Hardware Assn. of Phila- 


delphia. 


The recent annual banquet was attended by about 
150 dealers, wives, and guests. From left: 


Charles D. Huff, 


Edward Buck, and Herman Klein. 





Janney, Semple, Hill 
Plans S & @ Expansion 


Ground work for a further 
expansion of the Service & 
Quality store group was laid 
at a recent meeting of the 
S & Q Planning Committee 
in Minneapolis, Minn. 

The S & Q stores program 
is sponsored by Janney, 
Semple, Hill & Co., Minne- 
apolis wholesaler. The meet- 
ing included discussion of 
various dealer advertising 
programs, handling of new 
merchandise information, a 
direct shipment program, re- 
gional meetings and the an- 


nual Spring Retailers Con- 
ference to be held next 
January. 


Use of S & Q store identi- 
fication signs is expected to 
be 100 percent by June. The 
design of imprinted bags and 
wrapping paper was ex- 
plored, as was the future 
outlook for toys and sporting 
goods. 

On the recommendation of 
the committee, the annual 
Retailers Conference, to be 
held in January, will stress 
product knowledge sessions. 

Various department heads 
of Janney outlined plans for 
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the future. The Planning 
Committee made suggestions 
designed to help make these 


plans more useful to the 
retailer. 
Dealer members of the 


Planning Committee at the 
meeting were: B. Matzke, 
Lewiston, Minn.; Roy Heg- 
ert, Hartington, Neb.; Joe 
Meyer, Golden, Colo. 

Also W. Reineman, Bur- 
lington, Wis.; T. McCallum, 
Wichita, Kan.; A. Benson, 
Moorhead, Minn.; E. Wat- 
lers, Lake City, Iowa; 
H. Wilson, Chicago, and 
W. Kyle, Idaho Falls, Idaho. 


Winchester-Western 
Appoints R. S. Healy 

R. Scott Healy has been 
named sales promotion and 


advertising manager of Win- 
chester-Western Div. of Olin 


Mathieson Chemical Corp., 
New York. 
The former Newsweek 


magazine advertising sales 
promotion manager will di- 
rect Winchester’s national 
advertising program from 
his headquarters in New 
Haven. 
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True Temper Forms New 
Fishing Tackle Company 


True Temper Corp., Cleve- 
land, Ohio, has formed the 
American Tacklé & Equip- 
ment Co. to manufacture, 
merchandise, and distribute 
fishing tackle brands of True 
Temper, Montague, Ocean 
City, and Al Foss. William 
G. Rector, president of True 
Temper made the announce- 
ment. 

The move follows purchase 
of Montague-Ocean City Rod 
& Reel Co. of Philadelphia 
by True Temper last Feb. 11. 
(HARDWARE AGE, Feb. 28, 
page 139.) 

The new company will com- 
bine Montague-Ocean City 


and True Temper’s fishing 
tackle division at Anderson, 
S. C., and will be operated as 
a subsidiary of True Temper 
Corp. Headquarters will be 
in Philadelphia. 

Officers of American are: 
W. G. Rector, president; 
Robert Jerrett, Jr., vice-pres- 
ident and general manager; 
H. A. Smith, treasurer; V. L. 
Johnson, secretary and assis- 
tant treasurer; E. B. Ma- 
guire, marketing manager; 
J. D. Keith, general sales 
manager; and L. A. Davis, 
manufacturing manager. 

Until later this year exist- 
ing sales forces of Montague- 
Ocean City and True Temper 
will operate independently. 





Witte Names Keller 
Vice President-Sales 


C. J. Keller has been ap- 
pointed vice - president of 
sales for Witte Hardware 





C. J. KELLER 


Corp., wholesaler of St. 
Louis. 

He was a sales director for 
Shapleigh Hardware Co., 


wholesaler, St. Louis. 


Founder's Son Becomes 
President Of Jernigan 


Harry W. Jernigan, Jr., 
former vice-president and 
general manager, has become 


president of Jernigan Hard- 
ware Co. wholesaler of Au- 
gusta, Ga. He succeeds his 
late father in the position. 

Harry W. Jernigan, Sr., 
who died May 13, founded 
the company as a retail store 
in 1927. In 1946 the two 
Jernigans converted the busi- 
ness to a wholesale operation. 

The new president cele- 
brated 25 years in the hard- 
ware business on June 1, the 
same date that his father 
would have marked 50 years 
in the trade. 


Key Executives Move 
Up At Gale Products 


Frank S. Fenton, formerly 
sales and advertising direc- 
tor of Gale Products, Gales- 
burg, Ill., has been promoted 
to division manager of the 
newly formed Pioneer Saw 
Div. of the corporation. 

Sam C. Spink, sales man- 
ager for Gale, will now as- 
sume Mr. Fenton’s duties by 
having control of all sales 
and advertising of outboard 
motors and accessories for 
the division. 
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Pritzlaff Hardware Of Milwaukee Makes A 
Number Of Major Executive Appointments 


John Pritzlaff Hardware 
Co., Milwaukee, Wis., whole- 
saler, has made several 
changes in the organization. 

Frederick A. Luedke, a 
vice-president, has been ap- 
pointed director of sales in 





Birmingham Stamp Tax 
Ruled Unconstitutional 


Trading stamp companies 
won another round — this 
time in Alabama. 

A circuit judge ruled that 
a Birmingham ordinance and 
an Alabama law which levied 
heavy license fees on re- 
tailers issuing trading 
stamps and on the stamp 
companies were unconstitu- 
tional. 

The city ordinance called 
for a $2,000 a year license 
fee from retailers giving 
trading stamps and a $10,000 
annual license from stamp 
companies. The state law 
called for a minimum license 
fee of $2,500 from retailers 
giving stamps. 





FREDERICK A. LUEDKE 


charge of sales in all di- 
visions, namely hardware, 
industrial, floor covering and 
contract hardware. 

Len Froling, former appli- 
ance buyer, has been named 
purchasing agent and will 
supervise all buyers. 

James Phillips, formerly 
of the Simmons Co., Kenosha, 
Wis., has been made material 
handling manager in charge 
of all warehouse operations. 

O. H. Berryman, former 
credit manager, has become 
special projects manager. 





DEALER BRIEFS: 





Holmquisi Hardware Rebuilds From Ashes; 
Penna. Hardware Store Holds Open House 


Lansing, Ill. — About 6000 
visitors attended the 8-day 
grand opening and 22nd an- 
niversary sale held by Gus 
Bock’s hardware store at 
3455 Ridge Rd. Bock’s 
marked completion of an ex- 
pansion that has doubled the 
selling area of the main floor. 
In addition, the entire store 
was remodeled. Partners of 
the firm are Gustav, Walter 
and Ruth Bock and Jacob 
Hoeksema. 


Redwood City, Calif. — 
Holmquist Hardware store, 


838 Main St., recently held 
opening ceremonies for its 
new 24,000 sq ft building. 
The $500,000 store has risen 
from the ashes of a fire that 
destroyed the old building in 
1954. The business, in oper- 
ation since the 1880’s, is run 
by H. E. Holmquist, son of 
the founder. 


Philadelphia, Pa.—Hill 
Hardware, in Chestnut Hill, 
recently held an open house 
on a Friday evening. The 
store is not open evenings so 

(Continued on page 154) 
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WHEN THEY 
WANT TO BUY 
SECURITY, NOT JUST 
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a A RIMLOCK— 
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Plenty of people will pay a few pennies more for a 
rimlock that gives SIX key-changes instead of one; 
that is made of honest cast-iron; has a finish that 
can’t peel off because it’s built-in. They’ll appreciate 
your explanation of the greater value in Skillman rim 
and bevel sets, of fine details even in a low-cost lock, 
details like ground and wheel-polished bolts, sand- 
casting, generous use of brass. 


People like these are good customers of the hard- 
ware retailer. In every class of item you handle, 
they’re open to buy the better-profit better grade. 
Encourage them with quality goods. Don’t lose cus- 
tomers with locks that don’t stand up. 


Whoever buys Skillman, buys a better iock. 
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SKILLMAN HARDWARE MANUFACTURING CO. 
1700 N. Caihoun St., Trenton 4, N. J. 


Please let me see your catalog. 
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Address 

















We're especially interested in_ 





_NASMD Studies Costs, 


Sales And Conditions 
(Continued from page 148) 


'members and guests at- 
| tended. 
Thomas A. Fernley, Jr., 


NASMD executive secretary, 


| gave some preliminary fig- 


ures from the association’s 
Overhead Expenses Report 
for 1956. Gross margins 
averaged 21.47 percent, a 
slight gain over 1955. Total 
expenses of 17.48 percent de- 
clined from 17.87 percent in 
1955. Complete and _ final 
1956 figures could change 
these percentages, he said. 
The report further said, 


| “The net profit after taxes 


figure is 2.19 at present. We 
hope it will show up better 
in your 1957 operations. In 
their preliminary figures 
hardware wholesalers 
(NWHA) show 1.90 percent. 

“Turnover apparently will 
be somewhere near 4.07 
times. 

“Our annual business con- 
ditions figures showed sales 
during 1956 increased about 
6 percent over 1955. Dollar 
gross margin was up about 
7 percent, dollar overhead 
expenses up about 4% per- 
cent. Members estimated 
that they would have a busi- 
ness increase of about 1 per- 
cent in the first half of 1957 
compared with the same pe- 
riod in 1956.” 

Mr. Fernley said that fig- 
ures for the National Whole- 
sale Hardware Association 
for the first four months of 
1957 show sales about even 
with those in the same pe- 
riod of 1956. Receivables 
showed a gain of 2 per cent. 
Inventories were at about 
the same level the end of 
April, 1957, as at the same 
time in 1956. 

In his talk on conflicting 
channels of distribution in 
the asphalt roofing industry, 
Lloyd A. Fry, Jr., president, 
Lloyd A. Fry Roofing Co., 
Summit, Ill., said that manu- 
facturer to wholesaler to 
dealer or roofer and then to 
the consumer has proven the 
most successful and economi- 
cal way to get asphalt roof- 


ing to consumers. Asphalt 
roofing production for the 
first quarter of 1957 is 19 


percent below the same pe- 
riod last year, he said. 

Lee J. Haines, president, 
£. E. Souther Iron Co., St. 
Louis, told of the use of ac- 


—_——News of the Trade-—— 
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counts receivable insurance. 
He said, “It helps when we 
open new accounts. We have 
safeguards until we can defi- 
nitely tell the customer’s 
credit standing from experi- 
ence. This type insurance 
eliminates sentiment in 
credit acceptance. 

“We turn slow 
over to the 
pany.” 

Noel E. Girard, president, 
Girard Steel Supply Co., St. 
Paul, Minn., reported 
chairman of the product and 
information committee. 

Conventioneers visited the 
Fairless Works of the 
United States Steel Corp., on 
May 16. 


accounts 
insurance com- 


as 


Osborn Denies Rumor 
Turnbuckles Is Sold 


Reports that Turnbuckles, 
Inc., Michigan City, Ind., has 
been sold are completely un- 
true, according to R. R. Os- 
born, president. 

Mr. Osborn’s statement 
was most emphatic in declar- 
ing that, “there is absolutely 
nothing to the rumor that 
Turnbuckles has been sold.” 


Stamps May Hike Food 
Bilis, Govt. Reports 


What effect do trading 
stamps have on consumers’ 
food bills? 

The U. S. Agriculture 
Dept. takes up that subject 


in its Marketing Research 
Report No. 169. 

The Department reports 
trading stamps may have 
raised food prices in some 
stores. It also reports that 


many trading stamp redemp- 
tion items cost more through 
stamp saving plans than if 
bought for cash. 

Copies of the report can 
be ordered from the Super- 
intendent of Documents, 
U. S. Government Printing 
Office, Washington 25, D. C. 
Price is 10¢ per copy. 


New General Manager 


Drummond R. Stuart has 
been appointed general man- 
ager of Black & Decker Mfg. 
Co., Ltd., Brockville, On- 
tario, subsidiary of Black & 
Decker Mfg. Co., Towson, 
Md. He will be in complete 
charge of operations in Can- 
ada. 




































Parker no. 4 
WOOD SCREW 
COUNTERSINK BIT SET 


Parker | COUNTERSINK BITS 
~ wos o% WOOD SCREWS 
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Drills and Countersinks 
3 depths for flush or recessed screws 
— in } operation — 


4 drills for the 8 most popular 
screw sizes 
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TO ADJUST 
STOP 


Press spring ond slide the 
stop to one of the three 
notches on the bit shonk 
Step locks avtomatically 
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PARKER i a ee ae eee ee eee 


with Automatic Depth-a-Dapter 
For Flush... Putty... Dowel 











ee 





1. Drills perfect countersunk holes for 8 most 
popular screw sizes to 3 different depths — 
24 combinations. 

2. Depth-a-Dapter adjusts quickly, automatically 
on each of 4 hardened tool steel bits. 

3. Easy to use in all electric drills, drill presses 
and hand drills. 

4. Fast multiple boring of duplicate holes exactly 


alike. 
— 1... Sa 
Top Quality | Cosi "7.22 


— Lowest —— 


Price? PROFIT. ..$ .57 
Order from your jobber, NOW! 




















PARKER MANUFACTURING CO. 


% Manufacturers of World-Famous Trojan Saw Blades and Frames 


WORCESTER 1, MASS., VU. S.A. 


OES ify TPO Dy Uy 
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_ PROVEN 
THE YEARS... 


Waterproof, recommended 


NATIONALLY 
ADVERTISED 



















Blends with white 
Lal: 3 color, yellow white 


1 AMERICA'S FASTEST SELLER 
DeWils . BECAUSE IT'S SUPERIOR TO ALL 
tile, tubs, marble, 

wood and walls. Il- 

SNOW. WHITE and blue Copley box 
PLASTIC sells and explains 


DEW CAULK COMPOUNDS! 
/ lustrations on smart 
IN A TUBE 





THROUGH 


A REALLY 
PERMANENT 


TUB and 
TILE 
CREE « 0 csinn 


by leading tile craftsmen,, 
never turns yellow. See 
your jobber or write direct 
for FREE SAMPLE and Iit- 
erature and prices. 





A few choice territories still available 


\ 
DE WITT PRODUCTS CO. * 
5860 PLUMER ST. + DETROIT 9, MICH. 





Self-Storing Covers 
easy to show...sure to sell 














STAINLESS STEEL | 
FLINT-WARE 





Pack ‘em up... stack "em up... or hang ’em on the wall! 
Just turn the covers over and store them in the pan. What 
a selling feature! 


No wonder Stainless Steel Flint-Ware is gaining in sales... 
while other types of quality cookware decline. Flint-Ware 
works three ways to make customers beat a path to your 
store: superior quality . . . complete line . . . and by far the 
strongest national advertising support in its field. So jump 
on the bandwagon for a ride to higher profits! 


Ekco Products Co., Chicago 39, Illinois 


GIKGQ)) ...the greatest name in housewares 
Com 
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” Bissell Sweepers >, 

for high $ volume 
\ ] 
\ per sq. ft. of space! J 


A 


~~ 














RUDY RIPOLI, Bissell salesman, 


is telling everyone he meets — 


4/D: 
Bissell Sweepers return more than five times as much 


dollar volume per square foot of space as any 


other housewares item!” 


Rudy’s the man to help you reach a new high in 
sales with new sales ideas . . . special display plan- 
ning . . . plenty of free point-of-purchase aids. 
Call him—or your Bissell salesman—today. Or write 


Bissell Carpet Sweeper Co., Grand Rapids 2, Mich. 





—_—News of the Trade— 


New appointments, new territories, etc. 


Stanley Building Special- 
ties Co., subsidiary Stanley 
Works, North Miami, Fla., 
has appointed Larry L. Put- 
zel southeastern district sales 
manager. He was formerly 
southeastern sales manager 
for Arnold Products and gen- 
eral manager of National 
Aluminum Enterprises. 


v 


S. L. Allen & Co., Ine., 
Philadelphia, Pa., has named 
Brian Radecke West Coast 
representative for the Planet 
Jr. and Flexible Flyer lines. 
He succeeds his father, Gott 
Radecke, who has retired. 
The territory includes Cali- 
fcernia, Washington, Oregon, 
Utah, Idaho, Nevada and 
Arizona. 


v 


Gould-Mersereau Co., Inc., 
New York, has named Rich- 
ard W. Grimm representative 
eovering southern California 


and Arizona. He joins the 
drapery hardware firm after 
serving with the E. L. Man- 
sure Co. in the San Francisco 
area. 


v 


Millers Falls Co., Green- 
field, Mass., has named Wil- 
liam B. Wolfe factory sales 
representative covering 
southern Ohio, West Vir- 
ginia and part of Maryland. 
The new representative is a 
former hardware store man- 
ager. 

v 

Atkins Saw Div., Borg- 
Warner Corp., Indianapolis, 
Ind., has named A. W. Roark 
western division manager su- 
pervising sales in 11 states 
with headquarters in Port- 
land, Ore. He had been sales 
manager of Northwest Log- 
gers Supply, Inc., a Portland 
distributor for McCulloch 
Chain Saw. 








NEWS OF 


MANUFACTURERS AGENTS 


Romar Mfg. Corp., Buf- 
falo, N. Y., has named rep- 
resentatives for its Hush- 
flow float valve: George A. 
Allen Co., Chicago; C. F. 
Adams Co., Fort Worth; 
Van D. Clothier, Inc., Los 
Angeles; Edwin P. Cook, 
Denver; H & K Sales Co., 
Conshohocken, Pa.; Edward 
F. Haley, Lynchburg, Va.; 
Harris W. Hall & Associates, 
New Orleans; Leo C. Hum- 
bert & Associates, Minneap- 
olis: MacBeth Associates, 
Ithaca; W. Blaine Martin 
Co., Boise; Morrow Sales 
Co., Pittsburgh; David Ras- 
kin, Miami Beach; Seiford 
Sales Co., Memphis; Robert 
Zell Agency, Detroit; Har- 
old H. D. Walker, Hamilton, 
Ontario. 

Vv 


Arvin Industries, Inc., Co- 
lumbus, Ind., has named 
three new representatives: 
T. H. Conner and Associates. 
Houston and San Antonio; 
Gamble & Jackson Co., Dal- 
las; and W. P. Clayton Co., 
Salt Lake City. 


Parker Sweeper Co., 
Springfield, Ohio, has named 
two new representatives for 
the West Coast. Johnson and 
Toppel Associates, Denver, 
Colo., will cover Montana, 
Idaho, Wyoming, Utah, Col- 
orado, Arizona, New Mexico 
and west Texas. Wolter and 
Greenley of Los Angeles and 
San Francisco will handle 
Parker sweepers in Califor- 
nia and the Reno and Las 
Vegas, Nev., areas. 

v 


R. E. Chapin Mfg. Works, 
Batavia, N. Y., has ap- 
pointed the Johnston Co., 
Pittsburgh, Pa., representa- 
tive for its sprayers and 
dusters in western Pennsyl- 
vania and West Virginia. 

Vv 

J. R. Clark Co., Spring 
Park, Minn., has named 
White-Berrett Co. represen- 
tative for the Rid-Jid line 
of ironing tables, and laun- 
dry carts in Montana, Wy- 
oming, Colorado, New Mex- 
ico, El Paso, Tex., Idaho, 
Nevada, Utah and Arizona. 
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Extend blade full length until con- Place match or nail in hole to hold 
nection appears. Note small hole narrow inner spring while making 
adjacent. change. Disconnect old blade. 
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Are you combining storage 
with display at point of sale 
for fast low-cost turnover? 
F-G-M offers you effective 
display-storage, including all- 
steel shelving, revolving stor- 
age, display stands, nail bins, 
and front counter sections. 
Write for Folder 320, 


describing F-G-M £ 


storage equipment. The Frick- 
Gallagher Mfg. Co., 102 So. 
Michigan Ave., Wellston, Ohio. 


[ee 1 DISPLAY-STORAGE 
PLANNED FOR PROFIT! 


é 
, &@ 
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set 
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Double Boiler Promotion 





DISCTONS 
exclusive 


Insert new blade as shown. Remove 
match or nail and release. Total time 
for blade change only 10 seconds! 


1O.-socond blade change! 


Only Disston Carlson Steel Tape Rules permit your customers to 
change blades in 10 seconds without opening case! And look at all these 
other selling features! 





@ Jet black numerals on gleaming white surface 
@ Easy-action swing tip 

@ Integral automatic brake system 

@ Pocket-size, chrome-plated, lightweight case 


The profit picture's pretty, too. For example, the 10’ Big Chief shown 
above retails for $3.25. Your profit? $1.08! Place your order for Disston 
Carlson Steel Tape Rules through your Disston wholesaler today! 


WANT MORE INFORMATION? Write: Henry Disston Division 
H. K. Porter Company, Inc. 
KE Henry DISSTON DIVISION 
H. K. PORTER COMPANY, INC. 


Philadelphia 35, Pa. 
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_ 2-qt. Double Boiler 


can Double Your Sales! 






7 


Regularly $11.75, NOW $7.44 


STAINLESS STEEL 


, 


FELINET-WARE 


Double, double—no toil or trouble! Just feature this Flint- 
Ware promotion for quick sales that bring em back for 
more. 2 Quart Double Boiler with 134 Quart Inset Pan... at 
a $4.51 saving for your customers and full mark-up for you! 
No wonder Stainless Steel Flint-Ware is gaining in sales... 
while other types of quality cookware decline. Flint-Ware 
works three ways to make customers beat a path to your 
store: superior quality ... complete line . . . and by far the 
Strongest national advertising support in its field. So jump 
on the bandwagon for a ride to higher profits! 
Ekco Products Co., Chicago 39, Illinois 





DEALER BRIEFS: 
(Continued from page 149) 





the open house gave custom- 
ers an opportunity to inspect 
the merchandise lines. Sev- 
eral thousand customers 
came in to view the stocks, 
talk with supplier salesmen, 
and enjoy the lunch and mu- 
sical entertainment. 


t - 
Sie 
ae 


Hill Hardware officials, E C. Schmidt, Jr., president, on right 


store was purchased from 
John J. Burns in 1955. Mr. 
Burns had operated the store 
for more than 50 years. 


East Paterson, N. J.—Jo- 
seph Rubenstein has retired 
from the hardware business. 
Mr. Rubenstein operated his 
own store for 10 years and 


wit. See 





and Peter W. Disston, vice-president, on left. 


Flemingsburg, Ky. — Wil- 
ham F. Brown has bought 
the interests of his two part- 
ners in the Gorman-Brown 
Hardware store on Main 
Cross St. He now has full 
ownership of the business 
which he formerly shared 
with C. E. and A. D. Gor- 
man. 


Woodland Park, Colo.— 
Park Hardware has _ been 
purchased by Mr. and Mrs. 
Richard Elwell and Mr. and 
Mrs. Harold Elwell, all of 
Iowa. The store was formerly 
owned by Clarence Jones and 
Melvin Dickson. 


Oakland, Calif.—Rockidge 
Hardware, 5601 College Ave., 
has opened. The store, pur- 
chased recently by Al Cor- 
reia and Art Swanson, for- 
merly was Maltby & Van 
Noy’s hardware. Mr. Correia 
has been in hardware for 18 
years. Mr. Swanson presently 
owns Diamond Hardware, 
Oakland. 


Newtown, Pa.—The grand 
opening of Newtown House, 
S. State St., was called a 
success by proprietor Robert 
remodeled 


M. Davis. The 
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then joined the sales force of 
Service Sales Co., Newark, 
N. J. 


Long Beach, N. J.— De- 
Faleo’s Hardware held open- 
ing day ceremonies recently 
at its new location, 10 
Church St. The move gives 
the firm a new and more 
modern building. John De- 
Falco is the owner. His son, 
Gene, and daughter, Mrs. 
Ann Forbes are associates in 
the business. 


New Astor Corporation 
Elects Newton President 


Harvey Newton has been 


elected president and direc- 
tor of sales of the newly- 


formed Astor Products Corp., 
Philadelphia manufacturer 


of housewares products. 


Mr. Newton was national 


sales manager of Trio Mills, 
New York City. 


Robert Cohen was elected 


treasurer, and George Cohen 
was named secretary of As- 
tor. Both men are principals 
of All - Luminum Products 
Co., Philadelphia. 





—_—— News of the Trade 




















OBITUARIES 








Harry W. Jernigan, Sr. 


Harry W. Jernigan, Sr., 
president of Jernigan Hard- 
ware Co., wholesaler of Au- 
gusta, Ga., died of a heart 





H. W. JERNIGAN, SR. 


attack May 13 in a local hos- 
pital. Mr. Jernigan started a 
retail hardware business in 
Augusta in 1927 and con- 
verted it into a wholesale op- 
eration with his son in 1946. 


Harry D. Cram 


Harry D. Cram, director 
and former president of 
W. Bingham Co., Cleveland, 
Ohio, wholesaler, died May 
19 after a long illness. Mr. 
Cram joined Bingham as a 
buyer in 1895. He became 
president in 1931 and served 
in this capacity until his 
partial retirement in 1948 
when he became chairman of 
the executive committee until 
1951. He has continued as a 
director. 


Jesse C. Peoples 


Jesse C. Peoples, 64, vice- 
president of House - Hasson 
Hardware Co., wholesaler of 
Knoxville, Tenn., died April 
27. Mr. Peoples joined the 
firm in 1929 and traveled a 
number of years. He has 


been vice-president and in 
charge of buying for 20 
years. 
Ernest G. Fruend 

Ernest G. Fruend, 76, 
founder of the Lake Erie 


Hardware Co., wholesaler of 
Cleveland, Ohio, died March 
27 at Lutheran Hospital in 
Cleveland. Mr. Fruend has 


been in hardware wholesal- 
ing for 50 years, beginning 





with the Star Hardware Co., 
Toledo, Ohio. He was a for- 
mer president of the Cleve- 
land Housewares Club. 


Emory G. Burkett 


Emory G. Burkett, 62, for- 
mer hardware and implement 
dealer of Biggsville, Ill., died 
of a heart attack March 25 
in a Tampa, Fla. hospital. 
Mr. Burkett started his hard- 
ware business in 1924. His 
son bought it in 1955. 


George L. Abbott 


George Lowe Abbott, pres- 
ident of Geo. A. Lowe Co., 
wholesaler in Ogden, Utah, 
died May 6. 


Frank M. White 


Frank M. White, 60, vice- 
president of the Stanley 
Works and general manager 
of the pressed metal division, 
New Britain, Conn., died 


suddenly May 15 at New 
General 


Britain Hospital. 





FRANK M. WHITE 
Mr. White joined Stanley in 
1919 as a clerk in the Chi- 
cago office. He was elected 
a vice-president in 1955. 


Bruno Floro 


Bruno Floro, 73, retired 
hardware dealer of Chicago, 
Ill., died of a heart attack 
April 26 at his home. Mr. 
Floro had operated his hard- 
ware store until retiring in 
1955. 


Garnett M. Deck 


Garnett M. Deck, 74, owner 
of G. M. Deck & Sons, hard- 
ware store in Ambler, Pa., 
died April 18 in Sacred 
Heart Hospital, Norristown, 
Pa. 
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Hatfield Named Janney 
First Vice-President 


L. M. Hatfield has been 
elected first vice-president of 
Janney, Semple, Hill & Co., 











L. M. HATFIELD 


Minneapolis, Minn. whole- 
saler. 

Mr. Hatfield was formerly 
executive vice-president and 
manager of U. S. branches 
of Marshall Wells Co., Du- 
luth, Minn. He joined Janney 
in 1955 as vice-president in 


charge of sales. 


Celaschi Heads Sales 
Of Pyrex For Corning 


Joseph A. Celaschi has 
been appointed manager of 
the Pyrex Ware sales de- 
partment of Corning Glass 
Works, Corning, N. Y. 

The former Eastern divi- 
sion manager has been with 
Corning for 20 years with 
posts in Cincinnati, Kansas 
City, Chicago and Atlanta. 


Frabill Buys Thoss 
Products And Patents 


Frabill Mfg. Co., Milwau- 
kee, has purchased all prod- 
ucts and patents of Thoss 
Mfg. Co., North Manchester, 
Ind., old line manufacturer 
of marine supplies, boat 
mooring arms and anchor 
controls. 

The additional items will 
be manufactured in Milwau- 
kee and marketed under the 
Frabill brand name. 


Jacobsen Holds Mower 
Engine Pilot Courses 


Courses in 2- and 4-cycle 
engines have been given in 
Racine, Wis., by Jacobsen 
Mfg. Co., power mower man- 
ufacturer. The classes, at- 





tended by many dealers, were 
limited to 20 and were con- 
ducted by Jacobsen men. 

These pilot courses were 
given with the idea of ex- 
tending them throughout the 
nation under the auspices of 
the Lawn Mower Institute in 
cities that have vocational 
school facilities. 

The courses covered every- 
thing from fundamentals to 
maintenance. 


K. W. Burke Elected 
President Of Lenk Co. 


Kenneth W. Burke has 
been elected president of the 
Lenk Mfg. Co., Boston, Mass. 
Col. D. Allen Lenk, former 
president, was elected chair- 
man of the board. 

Mr. Burke has been vice- 
president and assistant trea- 





KENNETH W. BURKE 


surer of the company since 
1950 and vice-president of 
the Lenk Co. of Franklin, 
Ky., since 1954. 


Olin Mathieson Makes 
Top Executive Changes 


Some top level manage- 
ment changes have been 
made by Olin Mathieson 


Chemical Corp. of New York. 
Stanley de J. Osborne, 


ok. si 
Sy 
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STANLEY de J. OSBORNE 
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Helsley Completes 50-years With Belknap 






PSR, 


William H. Helsley (right) receives an engraved watch from 
Russell Proctor, president of Belknap Hardware and Mfg. Co., 
Louisville, Ky., in recognition of his completion of 50 years 
on the road for Belknap. Mr. Helsley first traveled in North 
Carolina then in Mississippi. In 1921 he moved to western 
Kentucky where he has been ever since with headquarters in 


Henderson. 





former executive vice presi- 
dent has been elected presi- 
cent. 

John M. Olin, chairman of 
the board, has become chair- 
man of the financial and op- 
erating policy committee. He 
continues as chairman of the 
executive committee. 

Thomas S. Nichols, former 
president of the company, 
succeeds Mr. Olin as chair- 
man of the board of direc- 
tors. 


J. S. Dietz Moves Up 
At R. E. Dietz Co. 


John S. Deitz has been 
named executive vice-presi- 
dent of the R. E. Deitz Co., 
Syracuse, N. Y. He was pre- 
viously vice - president in 
charge of the automotive 
lighting division. 

Mr. Deitz, who has been 
with the firm since 1940, will 
serve as assistant general 
manager of the firm and will 
continue to head the automo- 
tive lighting division. 


Atkins Saw Appoints 


Edwin L. Frick, Jr. has 
been named Industrial East- 
ern Div. manager of the At- 
kins Saw Div., Borg-Warner 
Corp. He was with Henry 
Disston Div. H. K. Porter Co. 
us eastern district sales 
inanager. 


Bommer Spring Names 
Bridge Sales Manager 


Donald G. Bridge has been 
appointed sales manager of 
the Bommer Spring Hinge 
Co., Inc., Landrum, S. C. 

Mr. Bridge has been con- 
nected with the hardware in- 
dustry since 1939. He spent 





DONALD G. BRIDGE 


15 years in purchasing, sales 
and sales promotion at the 
Albany Hardware & Iron 
Co., Albany, New York. 


Jake Olsen's Address 


A number of readers, not- 
ing the retirement of Jake 
Olsen, assistant sales man- 
ager of John Pritzlaff Hard- 
ware Co., Milwaukee, Wis., 
wholesaler in the May 23 
issue, page 144, have re- 
quested his new address. Mr. 
Olsen now resides at 816 N.E. 
18th Ave., Fort Lauderdale, 
Fla. 
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Classified Opportunities Section 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 
or Your Address 





Set solid, maximum 50 words........... $5.00 
Each additional word........... .10 
Positions Wanted 
(Special Rate) set solid, maximum 
TE ee re a oe eel 2.00 
Each additional OO St ae .05 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 


of check or money order, not currency or 
stamps. 








Representatives Wanted 








REPRESENTATIVE OHIO, MICHIGAN, INDIANA 


Well established association among wholesale hardware 
and tool jobbers. Limited number of lines carried. 
Good consistent coverage. My specialty is tools and 
garden supplies. Will furnish references and volume 
figures produced for others. Will consider anything 
new for pioneering and promoting or line with some 
establishment. 
Address Box 535, eare of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











SALESMAN WANTED 


Long established manufacturer of wire fencing and 
wire fabrics wants salesman to cover central Western 
state, selling Hardware Jobbers. New company car 
furnished. Write full particulars, experience and salary 
expected. Replies held in strict confidence. 


Address Box 613, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














—_— ——- 


wT ) INCREASING 


DU “e SALES, NA- 
TION AL CORPORATION must expand sales 
fo rce. Product nationally advertised, ‘‘lumi- 
Care’ aluminum polish that cleans, polishes and 


For all aluminum prod- 
tub enclosures, patio 
boats, etc. Excellent 
full details about 
NORTHBROOK 
Chi- 


waxes without scratching. 
ucts: storm doors, windows, 
doors, pots, pans, trailers, 
commissions. Please forward 
your apenas in first letter to 
PRODUCTS, INC., 2329 S. Michigan Ave., 
cago 16, IIl. 








PAINT BRUSH SALESMEN 


E staglished successful manufacturer with powerful iine 
has open territories for sales producers. Prefer men 
calling on paint, hardware, lumber dealers and large 
industrials. Will consider sideline men. We operate 
New York and Atlanta warehouses. 


Address Box G-2, eare of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 




















HOUSEWARE REPS WANTED, 


METRO- 
POLITAN NEW YORK CITY and Southern 
States area. Manufacturer Reps needed imme- 
diately for RED HOT LINE of low priced 
($9.95 retail). Steel Utility items. Terriffic po- 
tential. Commission basis. Write—Wire—Phone 
—JE 3-4500, Pres., Western Metal Bed Co., 3000 
East Hedley St., Philadelphia 37, Pa 








EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 115, care 
of Harpware Ace, Chestnut & 56th Sts., Philadel- 
delphia 39, Pa. 





MANUFACTURERS’ REPRESENTATIVES 
WANTED to represent leading nationally adver- 
tised lawn seed sold through wholesalers in fol- 
lowing territories: Kansas City-St. Louis, Phila- 
delphia-Baltimore, Western Pennsylvania-West 
Virgina, lowa-Nebraska. We are AAA-1, now 
selling over 200 leading wholesalers. Write Box 


624, Milwaukee 1, Wis. 





WE ARE DOOR LOCKSET MANU FAC- 
TURERS AND REVAMPING some territories 
to create openings for capable, commissioned sales 
representatives selling the lumber, building ma- 
terial and hardware trade. State full details. 
Address: Box 522, care of Harpware Ace, Chest- 
Philadelphia 39, Pa. 


nut & 56th Sts., 
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| handled. Address: 








Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer men now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Wil! 
also consider sideline man or manufacturers’ agent. 


Address Box (16, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


SALESMEN WANTED 


To represent a high quality seat manufacturer 
in your territory. Opportunity to handle a 
complete and competitive line sold direct to 
the trade on commission basis. Rush resume— 
Territory covered—Lines carried. 


Address Box 616, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















“PLASTIC CLOTHES LINES” 


Swedish Factory seeks a representative for 
selling plastic clothes lines in U.S.A. Reply 
to "Plastic lines, Ropes and Twines” Hugo 
Krantz Adv., Agency, Gothenburg, Sweden. 

















REPRESENTATIVES WANTED. Established 
Manufacturers’ Representatives calling on hard. 
ware and variety store jobbers to sell a well 
known, popular priced line of Dog Collars, Har- 
nesses, and furnishings. Many exclusive terri- 
tories open. Write details including present lines 
Box 610, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 








Top Flight Full Time or Side Line 
PAINT BRUSH SALESMEN 


Full line of Pure Chinese Bristle brushes available 
for immediate delivery for better Paint & Hardware 


stores, lumber yards and industrials. Most good terri- 
tories open. Commission. 
Address Box 534, care of HARDWARE AGée 


Chestnut & 56th Sts., Philadelphia 39, Pa. 











SALESMEN CALLING ON RETAIL HARDWARE 
HOUSEWARE ACCTS PA.—NEW ENGLAND 


Long established importer-distributor complete line 
shears-scissors seeks side line salesmen to feature 
special merchandising program. Newest idea in selling 
ever offered to this trade Shears fully lifetime 
guaranteed against dullness, etc. Exclusive coverage, 
lucrative commission. Send full details. Negotiations 
complete in person only at our expense 


Address Box 76 Merrick, New York 











SOLE DISTRIBUTOR SEEKS AGGRES.-. 





SIVE SIDE LINE salesman calling on Retail 
Hardware and Appliance Dealers, to sell vers 
well known hot summer, high volume item, 

the New York metropolitan area. Excellent com 


care of HARDWAR! 


Philadelphia a, Fa. 


Address: Box 604 
Chestnut & 56th Sts., 


missions. 


AGE, 





REPRESENTATIVES WANTED. Manufac 
turer of Non-Skid rubberized rug backing com 
pound, backed with advertising and solid promo 
tion program, has openings on exclusive territory) 
basis for succesful men with following among de 
partment stores, notions, hardwares and hardware 


retailers. Good repeat sales, commission basis 
State lines, territory and personal data. Write 
Testworth Products Corporation, Box 482, Itasca, 
Illinois. 





MANUFACTURER OF “HIG H “QUAL ITY 
AND COMPETITIVE line of Cabinet Hardware 


wishes representation in the following areas: 
Pennsylvania, louisiana, Kentucky, Tennessee 
and Georgia. Our line is sold direct to retail 


lumber dealers, hardware stores and kitchen cabi- 
net manufacturers. No jobber accounts. Please 
mention lines now handling and all particulars 
in first letter. Address: Box 608, care of Harp- 
WARE AGeE, Chestnut & 56th Sts., Philadelphia 


39, Pa. 





NEW JERSEY REPRESENTATIVES now 
calling on dealers only (not jobbers) to sell ow 
line of forged Hand Tools. Address: Box 618. 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





BUDGET PRICED PAINT LINE OPEN 


to qualified salesmen and agents. Protected territory. 
Liberal Commissions. Many partially established 
territories open. Guaranteed quality paints priced to 
retail from $1.98 to $3.98 in Acrylic, Alkyd, and Oil 
bases, in White and colors, in all finishes for inside 
and outside use. Set up for private labels. Volume 
discounts available. Freight prepaid. 


PROCTOR PAINT AND gg pag COMPANY 
Box G-630, Yonkers, New York 














Accounts Wanted 








ATTENTION MANUFACTURERS 


To obtain complete coverage and increase 
your business in Metropolitan N. Y. & 
N. J. wire or phone collect N. Y. COrtland 
7-9909, N. J. Bigelow 3-2577. Our sales 
force sells to SYNDICATES, DRUG 
CHAINS, AUTO CHAINS, DEP'T STORES 
and the fol. whlesirs: HARDWARE, 
HOUSEWARE, GARDEN SUPP., PARTY 
& CLUB PLANS, etc. Best references and 
proven results submitted. Warehouse facil- 
ities on premises. 


W.H. ALLEN ASSOC. 


562 Clinton Ave. Newark, N. J. 











SALES ORGANIZATION 


for potentially volume 


WEST COAST 
newly reorganized looking 
sales items in the hardware, mill supply or garden 
supply fields. Established for past 12 years and 
covering states of California, Oregon and Wash 
ington. Warehouse facilities available. Address: 
Walter Industries, Inc., 725 Second Street, San 
Francisco, Calif. 


MANUFACTURERS’ AGENT, WELL ES- 
TABLISHED, experienced, offers superior rep 
se in Metropolitan N to hard 


are, tool and garden manufacturers. Thorough 
aad efficient coverage of hardware, tools, elec- 
trical, garden, wholesalers, catalog houses, chains, 
dept. store. Excellent reputation in trade. Ad 
dress: Box 617, care of HARDWARE AGE, Chestnut 


& 56th Sts., 


Philadelphia 39, Pa. 


MANU FACTURERS AG ENT OFFERS ‘SU. 


P E RIOR REPRESENTATION in Ohio, Indi- 
ana, and Kentucky, to hardware wholesalers, job 
bers, department stores, chains and catalogue 


houses. At present we can use one more AAA-! 
rated line. Our company represents 15 years’ ex- 
perience. In reply please give full information, 

commission, etc. Address: Box 606, care of Harp- 

La AGE, Chestnut & 56th Sts., Philadelphia 39, 
a. 





HARDWARE AGE, JUNE 6, 1957 

















Accounts Wanted 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 


WANTED BY AN EXPERIENCED SALES- 
MAN with a good background and excellent 
following to handle a reliable line of merchandise 
in Southern Connecticut, on a commission basis. 
Address: Box 611, care of HARDWARE AGE, Chest 
nut & 56th Sts., Philadelphia 39, Pa. 


MANUFACTURERS’ REPRESENTATIV E 
CALLING ON WHOLESALE and retail lumber 
dealers, building material distributors and archi- 
tects in Kentucky and Indiana. 12 years’ expe- 
rience—can give best of reference. Address: Box 
607, care of HarpwaAre Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 

FOR MICHIGAN, INDIANA, KENTUCKY 
and OHIO. Sales representation available to a 
manutacturer of a good line in hardware or house- 
wares. We are well established, aggressive and 
proven capable. Well and favorably known to the 
trade. Address: Box 410, care of HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














Help Wanted 


WANTED 
GENERAL SALES MANAGER 


Manufacturer of Housewares established 
over 30 years offers this top post to en- 
ergetic man of experience under 50 years 
who wants to improve and widen his earn- 
ing power. Our diversified lines now car- 
ried by department and chain stores, some 
supermarkets, club plans, jobbers and 
stamp houses. Write in complete confi- 
dence stating full qualifications and com- 
pensation desired. Wonderful opportunity 
for right party. Our organization knows 
of this ad. 


Address Box 612, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


SALESMAN 


Large wholesale dealers in heavy and finish- 
ing hardware in District of Columbia seek ex- 
perienced salesman for retail trade basis 
salary and commission. Excellent opportunity. 


Address Box 513, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


























SALESMAN WANTED TO REPRESENT 
MANUFACTURER OF PLASTIC Pipe, non- 
toxic, 100% pure polyethylene, %” to 2” diam- 
eters. Hundreds of uses, competitive prices. No 
restriction on type of account that can be sold, as 
long as the volume is satisfactory. Address all 
inquiries to CHIPS MFG. & DIST CO., 708 Fox 
Bldg., 16th & Market Sts., Philadelphia 3, Pa. 


_ ASSISTANT CONTRACT HARDWARE 
MAN-—for established New York distributor top 


major lines. Salary commensurate ability, knowl. 
edge. Must have some experience plans, specs, 
ordering from schedules, etc. Address Box 609. 


care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia’ 39, Pa. 


POWER MOWER SALES MANAGER. T This 
is an outstanding opportunity with one of Ame: 
ica’s largest power lawn mower manufacturers. 
The man we're looking for must have extensive 
contacts in one or more of these fields: department 
store, automotive chain, furniture, wholesale hard 
ware or appliances. He must be willing to travel 
and be able to direct a nationa ~ al es force. (Com 
pensation and opportunity for growth limited onl 
by your ability. Send complete resume in confi 
dence to Address: Box 614, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


MAN WITH SALES MANAGER'S POTEN. 
TIAL WANTED for small builders’ hardware 
manufacturer in East. Must have builders’ hard 
ware experience and be familiar with wholesale 
and contract accounts. Address: Box 615. care of 
HarRDWARE AGE, Chestnut & 56th Sts... Philadel 
phia 30, Pa. 
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TOP EARNING 
SALESMAN 


To Handle Nationally Known 
Line Exclusively 


This man will cover Texas, Oklahoma, Arkan- 
sas, Louisiana and Tennessee. You'll be sell- 
ing to housewares and hardware jobbers 
who know us as well as their awn names. 
We're one of the nation’s leading manufac- 
turers in our field, have an all-inclusive line 
and back you up with a vigorous promotion 
program. We want an aggressive man 28 to 
35 who's leoking for a real career. You'll 
get salary and commission the first year 
and soon go on straight commission. Write 
fully in strictest confidence. 


Address Box 530, care of HARDWARE AGE 
Chestnut & 56th Streets, Philadelphia 39, Pa. 





Business Opportunities 








not hot. 


factory franchises. 














Business Opportunities 


HARDWARE STORE 


NORTHERN CALIFORNIA 
1956 Volume $194,000—Net Profit $31,000 


Unusual opportunity to own established 
IS year old business. Modern store with 
3750 square foot area, i 
in fast growing industrial community 
progressive Northern California Town. 
Wealthy store trading area of 20,000 has 
never known depression. Climate mild, 
Excellent 6 year remaining lease 
on business volume sliding scale monthly 
rental, $200 minimum, $350 maximum. 
Clean stock includes hardware, housewares, 
electrical and plumbing supplies. Aljsa 
many open end and exclusive national 
Efficient staff of ex- 
perienced men, well regarded in commu- 
nity. Family iliness forces immediate sale 
for $59,500, covering inventory plus at- 
tractive modern fixtures. $40,000 cash 
quired. Balance by note. Information on 
request. First inquiries receive first con- 
sideration. 


Address Box 600, care of HARDWARE AGE 
Chestnut & S6th Sts., 














DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


if you want a sale, reduction, money raising, 
removal or closeout, get America’s most re- 
liable and productive sales plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 














WANTED TO BUY 
Wholesale Hardware—Housewares Distributor 


primarily interested in New England. Will con- 
sider other locations. Submit particulars as to 
lines handled, volume, warehouse personnel, etc. 


Address Box 605, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


Approximate 





BE YOUR OWN BOSS 


HERE IS AN OPPORTUNITY T0 GO 
INTO BUSINESS FOR YOURSELF! 


EXCLUSIVE FRANCHISED TERRITORIES 


open in Westchester, Putnam, Dutchess Counties, 
N. Y.—Albany, Troy, Schenectady, N. Y 
—Southern Connecticut—Syracuse, 
Western Virginia and Eastern West Virginia— 
Eastern Tennessee — Pittsburgh, Pa., Area— 
Totedo and Columbus, Ohio, Areas. 
Investment — Walk-in Truck and 
$3,000.00. No experience necessary. We train you. 


For details write 


SHARON BOLT & SCREW CO., INC. 


ENDICOTT ST., NORWOOD, MASS. 





FOR SALE 


established in thriving farming and Se Reenelal 





are 


under 


TION going. 








| nates hand stamping Any quantity—any as 
| me Ask for ulletin No. 756 HAZE | TON 
H Al N CO., 1 Kemble St., Roxbury 19. Mass 


HARDWARE, APPLIANCES, TELEVISION 
STORES in County seat Eastern Central Oh 


TO ALL DELTA TOOL DEALERS: We 
discontinuing our complete line of B tools 
and motors and will sell at a discount of 15% 
present cost. If interested write for our 
stock sheet. Frank B. Diehl Hardware, 222 
Clinton Street. Defiance, Ohio 





gift and housewares. 


mona, Brea, Calif. Carl Brandis. 





HARDWARE BUSINESS successful for past 
14 years in Southern sity of 42,000. Employ- 
| ment high in plants and defense work. Ex- 
cellent agricultural area. Good building 150 ft. 
long with over 10,000 sq. ft. Present owner 
moving to own building would like to vacate 
present location. Will sell fixtures, shelving, shelf 
hardware and any amount of present stock. 
sonably i 
Address: 


forty years under same management. All best 
lines, clean stock, located in Salt Lake valley. 
Best payroll town in state Ample _ well-located 
real estate for any type of operation Parking 
lot, all churches, top schools. Good disc. Ad- 
lress: Box 602, care of HARDWARE AGE, Chestnut 


6th Sts.. Philadelphia 39, Pa 


HARDWARE STORE, CENTRAL MAINE 


ITY POPULATION OVER 25,000. Mode 


iilding, gross $96.000 Inventory $40,000. Will 
sell complete or will lease building with 

Th Owner in ill health Address: Box 
care of Harpware AGE, Chestnut & 56th Si 
Philadelphia 39, Pa 


MOST SENSATIONAL OFFER ~ EVER 
M ADE! Your name an id add: ess embosse 1 FREE 


beautiful raised letters on 100 difterent key 


nk nt umbers. Permanent and distinctive 


y coal stripping area. Low rent and ove 


es free with inventory at approximatel;, 
$15 000.00. 


Rea- 
long-time lease can be made from lessor. 

Box 538, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


TO SETTLE ESTATE CLOSED CORPORA. 
Lumber and Hardware established 





center. 


























HARDWARE STORE 


Tools, paint, sporting goods, appliances, 
Long low lease. vg | 
and fixtures approximately ninety thousand, 
ble arrangements, real money- -maker. Owner e 
tiring. Write: Brea Hardware Co., 100 So. 





parking facilities, 


Philadelphia 39, Pa. 


N. Y., Area— 








“FARM SUPPLIES, HARDWARE, 
MILL, COAL YARD, established 1907, present 
owner 13 years; farm, home supplies, 
merchandise, 2-story building, gas pump, railroad 
_— 1956 sales $285,000, employs 7, 


ern living rooms, Northeast Ohio 


$25, 000 in merchandise, price $100,000, 
APPLY COMPANY, Brokers, 1836 
Cleveland, Ohio. 


HARDWARE STORE, 
OF FLORIDA. Located in modern 
Going business, modern fixtures 
equipment, 2,000 square feet floor space, 
stock. Complete line of Hardware, Housewares, 
Paint and accessories, plumbing, electrical, 
Complete price $28,000—-Partners 
Address: Box 512, care of HARDWARE AG 
| nut & 56th Sts., Philadelphia 39, Pa. 


don t 





Positions Wanted 





imi 


This is an excellent opportunity f: 
aggressive man Owner in poor health Ad 


dress: W. M. Wolf, Route 1, Lore City, Ohi 


SALESMEN, CURRENTLY EMPLOYED, 
EXPERIENCED in hardware 
to represent manufacturer sellin 
ware trade in the Middle Atlantic territory. 
consider afhliation with manutacturers’ 

Resume on request. Address: oa 601, 
are of Harpware Ace. Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


SALESMANAGER FOR A SOUTHWEST- 


WHOLESALE HARDWARE 


wants change, desires direct factory sales connec- 
tion in Missouri, Kansas, Oklahoma or | 
territories. Twenty years’ experience 
man and Sales Manager in 
sporting goods, paints and housewares 
record for producing sales and holding accounts. 
Protestant age forty-five. Address: Box ; 
eare of Harpware Ace, Chestnut & 56th Sts.. 
Philadelphia 39, Pa. 





“SOUTHERN PART 


and related items, 
wholes e hard- 
| 


all classes hardware, 


Tie-in With 
Strongest Local 
Power Tool 
Promotion Ever 


Offered ‘ J0FD 


for information write 


PORTABLE ELECTRIC TOOLS, INC. 
Dept. HA 6-6-57 
320 W. 83rd St., . Chicago 20, iM. 





Get a Firmer Grip « on Your Sales 


GRIPSO255\:: TOOLS 


GRIPSO-MATIC PIPE WRENCH Strongest pipe 
wrench made. Light weight, streamlined, works easily 
in hard to get at places. No adjusting nut to turn— 
a flick of the wrist, a tap of the hand and it's 
ready. Works faster and easier. 14" and 10" sizes. 


OTHER GRIPSO TOOLS 


A ma 


hy <> 
\\. MULTI- DUTY wN GEAR- Lock 
ial PLIERS “PLIERS 


PLIERS \ 
GUARANTEED 

See your Jobber or write H. R. Basford Co. Dept. H-6 

235 15th St. San Francisco 3. Calif. 








STOP PROFIT LEAKS 


Hundreds of dealers have 
discovered the effective- -~— 
ness of HARDWARE AGE HARDWARE AGE 
Pocket Want Cards for Pocket Want Card 
minimizing outs and keep- ee 


sown here al! Outs. low stocks enc wpece 
mode! etc 


ing track of shorts and reqvants Gove ne. cove 


® "@w cord each morning. Turn card m each 


special requests. — 





More than 110,000 
HARDWARE AGE Pocket 
Want Cards have been 
purchased by dealers this 
year. Many have reordered 
several times. 





vee beck of core. 


Neate 





Card fits neatly in jacket 
or shirt pocket. Write 
down outs, etc., immedi- 
ately, as soon as you discover them. Card is 
turned in each evening to store manager for 
review. Take a new card each morning. 





Save time and money. Order a supply now. 


70 cards for $1.00 or 450 cards for $4.95, postpaid. 


Send order with check or money order to 
Pocket Want Cards, Harpware Ace. Chestnut 
& 56th Streets, Philadelphia 39, Penna. 





| Century Products, Inc. 
Chair Loc Co. | National Screw & Mfg. 
| Champion DeArment Too! Co.... | Holthouse & Hartup, 











Index to Advertisers 





A 
Eico Tool & Screw Corp.......... 


Ajax Hardware Sales Co. 26 | Emerson Electric Mfg. Co... 
77 


All-Luminum Products . 
I Gs “Bik nes ccnccsdsess 1 


American Chain Div., American 
Chain & Cable Co., Inc.. 

American Logging Too! Corp. F 
Di f Brod k & B 
tol Co. — =a 7| Flint & Walling Mfg. Co., 


American Machine & Foundry Co. Forsberg Mfg. Co. 


. “one Thermos Products Co., hon Frick Gallagher Mfg. Co. 


Empire Level Mfg. Co.. 











American Toy Promotion 
Quality Goods Mfrs. 
American Toy & Furniture Co.... a G 
Animal Trap Co. of America 141 | Garco Mfg. Co. 
Arvin Industries, Inc. vig ttiek a 87 | Gains Eth Ge. 


| General Electric Co. 
Christman Lamp Div. 


8 | General Filters, Inc. 
Basford Co., H. R.... | Gibson Good Tools, Inc. 
Bassick Co., The | Gilbert Co., A. C., The 
Bernz Co., Inc., Otto..... | Goodyear Tire & Rubber Co. 
Bethlehem Stee! Co. ..... | Goulds Pumps, Inc. 


Bettis Corp. ......... ed weleus | Graham & Co., Inc., John H. 
| 6. W. Griffin Co. 


Ohio Machine Products, Inc. 
| Greenlee Tool Co. ..... 
Griffin Mfg. Co. 


Bissell Carpet lied Co.. 
Black & Decker Mfg. Co... 
Boonton Molding Co. 


Boyle-Midway, Inc. 
American Home Prod. Corp.. .35, 


Burgess Battery Co. 
H 


c Hamilton Mfg. Corp. 


Calbor Paint & Varnish Co 
Cambridge Tool & Mfg. Co.., 
ee a. Bn Tillie sc cc ceeccane 


Hanson Co., Henry L. 

_ Hanson Scale Co. ..... 
Heller & Co., W. C.. 
Hindley Mfg. Co. 

| Hodell Chain Div. 


Chesiam Corp. | Hoyt & Worthen Tanning Corp... 


| Chevrolet Motors Div. Hustler Corp. 


General Motors Corp........... Hyde Mfg. Co. 


| Clayton Mark & Co.. 
| Cleveland Mills Co. ............. 4 
| Clinton Machine Co. | 


Chainsaw & Engine Div. 127 


Columbia Fastener Co., Div. | Jones & Laughlin Steel Corp. 
United Car Fastener Corp..... 159 | Justrite Mfg. Co. 


Crescent Plastics, Inc. 147 





Dalton Mfg. Co. 114 | Keil Lock Co., 

Dennison Mfg. Co. ......... 125 | Kenner Prods. Co. 

DeWitt Products Co. 15) | Kester Solder Co. .. 

i | Kimble Glass Co. 

Diamond Calk Horseshoe Co..... 79 | Subsidiary Ps Ag 


Disston, Henry Co. 
Div. of H. K. Porter Co.., ... 153 


yo ge ery . Wn _....... 30 | Kwikset Sales & Service Co. . 


Kraueter & me Inc. 





| 
E L 
Eastman Products Corp. 160 | Lamson & Sessions Co., The 92 
Ekco Prodcuts 145, 147, 151, 153 | Lau Blower Co., The.. 42 
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Index to Advertisers 





Lawn-Boy Div. | Red Devil Tools . 162 
Outboard Marine Corp. a Red Jacket Mfg. Co. 98 
Leech Products Co. — Republic Steel Corp. 110-111 
Lockwood Hardware Mig. Co. ' Revere Copper & Brass, Inc. ADDED STRENGTH 
Lubriplate Div. Rome Mfg. Co. Div. - 8 
Fiske Bros. Refining Co. Witten te i, 18 RIGIDITY and 
| Ridge Tool Co., The 17 | 
| Russell, Burdsall & Ward Bolt & U ORM TY 
“) Se i . <a NIF | 
M 
hh ie ide: Melis Vox 109 WRIGHTWELD HARDWARE 
Macklanburg-Duncan Co. 23 A CLOTH. Added strength, rigid- 
Mall Too! Co. ity, uniformity. Flat wire selvage 
Div. Remington Arms Co., Inc. 107 | sate Padiock & Hardware Co. 136 ty, 7 id d ~ 
Marshalitown Trowel Co. 160 | Sharon Bolt & Screw Co. 142 permanent y we'ae to eac 
Martin Stamping & Stove Co. 140 | Sheffield Bronze Paint Corp...... 9! filler wire. Hard drawn wire 
Master Lock Co. 93 | Siebert Co., O. W. 78 replacing customary annealed 
McGill Metal Products Co. . 138) Sitver Brush Works, Inc. 143 wire. Heavily galvanized after 
Me!l-O-Wax Products, Inc. 143 Skillman Hardware Mfg. Co. 150 . A . d in 
Meyer Merchandising Service 83 Slaymaker Lock Co. 27 pent wager a pemearw ' 
Miller & Co., Inc., Robert E..... 160] cmish & Sons. Inc.. Seymour 192 the wire cloth industry. Sizes 
Milwaukee Tool & Equipment Co. 106| smooth-On Mfg. Co. 135 2 x 2, 3 x 3, 4 x 4, 
Minnesota Mining & Mfg. Co. 113 | South Bend Toy Mfg. Co 82 
Med Wis. Corp 4 southem Screw Co »  G. F. WRIGHT STEEL & WIRE CO. 
| Sprayers & Nozzles 44 
| Star Mfg. Co., Div. Worcester °* Massachusetts 
| IHinois Iron & Bolt Co 139 
N Supper Tool Co. 133 
| ’ 21 
National Cash Register Co.. 26 | ee ee a 43 | 
National Housewores Mfrs. Assoc. | oe — | 
-4] 
National Manufacturing Co. . 166) 
National Screw & Mfg. Co. 
Hodel!l Chain Div. 119 T 
Nichol File Co. | 
eee Transogram Co., Inc. 80 
See Temper Corp. 3%, 16! 
p 
Parker Mfg. Co. 151 U 
P ivania Refini Co. 
ana” ast Ea _ 143 | Union Steel Chest Corp. 136 | 
Pennsylvania Saw Corp. a | Union Wadding Co. I 
: : : | United States Rubber Co. 
re OWw., Remington | WU. §S. Royal Bicycle Tires 120 
E. |. DuPont de Nemours & Co. 108} United States Steel Corp. 
Philadelphia Steel & Wire Corp. 96 reed 1s areal teagan 
Pioneer Gen-E-Motor Corp. 95 | Utica Drop Forge & Tool Corp..32-33 | 
Plastic Block City, Inc. 73 | 
Portable Electric Tools, Inc. 158 DO H 7 ee ag wu y % 
Progress Refrigerator Co. 115 y ® 
Be aa ve STEEL THREADS IN WOOD 
aco Products Co. 
Vichek Tool Co. . 6 ® ORDER NOW! 
? | , 
| Also, investigate other Dot profit-producin 
Quaker State Metals Co. 2 | 0, g P P g 
Quality Goods Mfrs. | fastener hardware available on cards for 
American Toy Promotion 70-71 | Ww W 7 
 Wisshbern. Ge., The , hardware stores. Write: 
este ee aa ee am 6=COLUMBIA FASTENER COMPANY 
| Wonder Products Co. 83 
: | Woodhill Chemical Co, 141 ee eee Hee, See ae, ft 
Rainbow Craft, Inc. 82 | Wooster Sealkote Co. _ 3 Subsidimey UMITEO-CARR FASTENER Corporation 
Reardon Co., The 146 | Wright Steel & Wire Co., G. F... 159 
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F am MARSHALLTOWN 


MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY 





TROWELS 


MARSHALLTOWN, IOWA 

















Cat. 
No. U-3 


Black Decker 


Powered To Sell More Accessories! 


World-famous B&D U-3 Drill has the power to drive any %” drill attachment 
fast and efficiently. Most other drills lose speed when driving popular accessories 
like hedge trimmers, circular saws, orbital sanding attachments, masonry bits, etc. 
Sell the U-3 and be sure of satisfaction—and more accessory sales—every time! 


World’s Largest Maker of Portable Electric Tools 












4y WE'RE PLACING 
ADS IN POST 


and other magazines 


TO SELL YOUR CUSTOMERS 


eo nell take little space—yet draw 
Glues and steady profits. 


Adhesives 

















BUILDERS’ 
HARDWARE 
A favorite among builders for over 50 years! 


Your trade will appreciate the wide diversity of sizes and styles in the 
of all National hardware 


complete line of National builders’ hardware. 
Each product is designed and manufactured with care and precision 

Use the new catalog No. 26 for ready reference to the latest in quality 

hardware. Write today if you have not received your copy. 


to assure the ultimate in service conveniences. Built-in super-strength 
, MANUFACTURING COMPANY 
Wi 





occounts for the unusually long operating efficiency and lasting wear 
Beseete & Pee er F ee 








| ACT TODAY! Send for Literature and Discounts 


EMPIRE LEVEL MFG. CO. 





Survives Accidental Falls 





——— ee ee ee ee 


Here is the Level no craftsman ean 

resist. First real improvement made in levels in 35 years. 
New EMPIRE CRYSTAL VISION with Stereoptie Lenses 
—300% MORE visibility. No broken vials from rough usage. 

And Empire National Advertising brings customers to , 
your store. Stock and display Empire Crystal 
Vision Levels. 


MAGNESIUM 


Model 152-M— 
Retail 


24”—$ 8.00 









Tools for the Nation's Craftsmen 
10926 W. Potter Road, Milwaukee. Wis. 











CADMIUM PLATED 
TEXAS PATTERN GAS VALVES 


® Tested under water at 
pressures far in excess of 
standard requirements 

© High heat test lubricated 

© Accurately machined 

© Packaged 25 to the dis- 
play carton — 300 to 
the master carton 


White tor Complete Catalog 
} 


> SRR, 





EASTMAN PRODUCTS CORP. 


PLANO, TEXAS 












REGULAR— 


7 sizes for every need 


a heavy nickel plate. 


Adjustable 





SIZES: 112", 1%", 7", %", %", Vo", %'. 


Ask your Jobber or write— 








Extra case hardened. Excellent mirror finish, plus 


FURNITURE LEVELER-> 


Combina- 
tion Leveler and Glider 


for Uneven and Un- es 
steady Furniture. AN Z G L | D E 
“ eS SOFTLY, SILENTLY, 
SIZES—I" base, 4 on “<Q URE SMOOTHLY, OVER 
card; 14", 2 on card; = . ALL FLOORING 
One set of 4 in a I'/."", 2 on card. Drive fee , 
3-color box. 12 boxes into universal socket ‘= SIZES AND TYPES 
in a 3-color display carton or 5/16" hole. FOR ALL WOOD OR METAL FURNITURE. 


ROBERT E. MILLER & CO.., 





3. - 
card 


one setof 












DOMES SILENCE 






FURNITURE GLIDES 
RUBBER-CUSHIONED! 


AN 
MUNIN 
WOM 3 


a 








INC., 35 Pearl St., New York 4, N. Y. 








160 
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RETAIL 


JET ROCKET &-16 


4 ne 


Two ways to sell a tough customer 


ONE _ i your customer takes pride in the finest tools, pick 


up the Rocker hammer. 


Point to its chrome-plated handle ... the boron alloy, tubu:-r 
steel won't bend or break. The neoprene cushion grip absorbs 
impact shocks... won't slip even when wet or in gloved hand. 

Explain how the mirror-polished head can’t loosen, ever. 
And remind him of the octagon-pattern head, a design long 
preferred by expert craftsmen. 

Then put the hammer in his hand .. . and ring up another 
True Temper sale. 


TWO _ If your customer wants Rocket strength and safety 


but balks at the price .. . he’s ready for an easy sale of the new 
Jet Rocket hamme: 


] 


Explain how he PCs these original ROCKET features: chrome- 


plated tubular steel handle that won’t bend or break . . . shock 
absorbing grip that won't slip . . . drop-forged head that won’t 
come off. 

Point to the glistening black head with its rustless finish. And 
let him feel the precise balance of this hammer. 

Then talk price . . . and you've sold it. 
~naenenseemmaammeaieaasemmeas 

In either case you'll close a sale. Check your stock now of 
Rocket and Jet Rocket tools. Call your True Temper whole- 


saler. True [emper Corp., 1623 Euclid Ave.. Cleveland. Ohio. 


fart an tmdustry ipousor 


Advanced Course in 
Hardware Retailing 


IRUE TEMPER You can look to | 7 for leadership 












Your Biggest Profit Line 
we CAR TMM: ft) et 
because they sell faster! 
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No. 10 A little gem just 
5" long 1” wide. Per 
fect for close work 


No. 40 7 handle 
Famous 1'2'' carbon 


steel double blade 


Red Devil makes the best scrapers 
in the world— and edvertises them 
to 10 million potential customers 
regularly in Better Homes and Gar- 
dens--Popular Science Popular Me- 
chanics— Farm publications and many .- 
other magazines. 

This creates a big demand for Red 
Devil Scrapers. A demand that will 
mean a bigger turnover—more profits 
with 40% or more discount—when 
you sell Red Devil—the world’s num- 
ber one scraper. No..9 Sandpaper Holder Trigger ‘control gives | 

. instant release of sandpaper. This holder makes | 


| good sanding jobs quick. and easyé#No. 9A has 
Now: 


really big 
A sellers 


No. 50 Finest spade type 
wood scraper. 9” overall 
length. 242’ double blade 


Extra easy storing. All Red , sponge rubber base for added resiliency and give 
Devil wood scrapers have hole : 
drilled in handle for hanging. 











and these specialties 


‘al etait 
CS!1—Carbide blade 

lasts 100 times longer. ; No. 8—Pistol grip is 

reversible—gives added 

power and comfort. 


Red Devil Super-Sharp high carbon steel 


blades are reversible and replaceable without 


tools or trouble. Blades are available plain — _ a 
RS 23—The NEW RED HED—with RED- er. 
be! No.13—Famous Red 


OO IR nb meres 


or serrated—and give you added sales and BLADE which Aashes DANGER when open. 


profits when you stock them. Locks, automatically, open and closed Devil Jak-Nife scraper. 


No. 14 — Super long 


Union, N. J., U.S.A. 
World’s Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872. 


